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Sparks 


State of the Nation’s Economy: 
Up 

DiviweNp PaymMents—Corporations 
issuing reports paid stockholders 
$2.5 billion in dividends during the 
first four months, or 4.5 percent 
more than in 1952, according to 
Commerce Department. 

Bumping Awarps—Heavy con- 
struction contracts last week 
totaled $282,232,000, compared 
with $252,625,000 in preceding 
week. 

Copper Detiveries — Domestic 
and foreign copper producers de- 
livered 142,282 tons in April—a 
gain of 8,820 from March and the 
best monthly total since last De- 
cember. 

U. S. Gas Tax — The Internal 
Revenue Bureau announced that 
revenues in March were 0.4 per- 
cent above a year ago. Collections 
totaled $64,884,923. The excise tax 
on tires and tubes netted $16,363,- 
952. 

INVENTORIES — Business stocks 
were estimated at a new high of 
$75 billion at the end of March, ac- 
cording to Commerce Department, 
a $2.4 billion increase from last Au- 
gust through March. The _ de- 
partment believes the increase is 
not “significantly out of line” with 
the current rate of sales. In March, 
wm the ratio of inventories to sales was 
™ 1.5 compared with a ratio of 1.6 a 
year ago. " 

* * 


Down 


Venice Output — Dropped last 
week to 149,845 units, according 
to Automotive News estimates 
—a decrease of 15,580 from the 
previous week. 

EMPLOYMENT — Totaled 61,288,000 
by Apr. 11, according to Commerce 
Department, compared with 61,460,- 
000 a year before. Nonagricultural 
employment was estimated at 55,- 
158,000 compared with 55,740,000 a 
month before and 53,172,000 a year 
before. 

Freight Loapincs—Totaled 765,- 
411 cars during week ended May 
9 against 781,499 a week before. 
Exports — March shipments 
abroad totaled $1.4 billion in March, 
about $70 million lower than in 
1952, according to Commerce De- 
partment. However, the export of 
vehicles increased from February 
to March. 


Production 


Automotive News Estimates 
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For complete production totals 
i by makes, see table, page 49. 
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How They Fared ... 
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DETROIT, MAY 25, 1953 


New-Car Sales by Makes 


FIRST QUARTER, ’53-’52 


Total Sales, 
First Quarter 
1953 
CHRYSLER CORP. .. 268,104 
Chrysler 36,378 
DeSoto 27,762 
Dodge 
Plymouta _............. 
FORD MOTOR CO. .. 
Ford ............ ovis 
Lincoln ........ 
Mercury Ansaberiae 
GENERAL MOTORS 


Oldsmobile 
Pontiac .... Saas 
KAISER-FRAZER .... 


WOME sss vscssenvicesesss 
MISCELLANEOUS 
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Share of 
Market 


Pet. Total Sales 


First Quarter 
1952 


205,580 
27,727 
20,906 
51,234 

105,713 


Pct. 
Share of Change 
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Ford Scores Widest Gain 
In Share of Car Sales 


By Sam Sampson 
Staff Writer 

wea production controls for 

the first time since 1951, Ford 
topped all makers with a gain of 
2.40 percentage points in its share 
of new-car sales during the first 
quarter of 1953. Ford’s new-car reg- 
istrations totaled 227,615 compared 
with 142,854 in the same three 
months of 1952. 

According to Automotive News 
calculations, Ford Motor Co. also 
led the Big Three companies, 
registering a 3.07 point gain com- 
pared with an increase of 1.24 
points for General Motors and a 
loss of 1.22 for Chrysler Corp. 

Thus far in 1953, the industry has 
sold 1,269,147 new cars, as con- 
trasted to 919,715 for the same 
quarter of 1952. In several cases, 
makers’ sales were appreciably 
above similar figures for a year ago, 
but accounted for only a smaller 
piece of the total industry sales. 

* * = 


HHRYSLER CORP. is a case in 

point, Despite increased sales 
this year all across the boards, 
each division still scored a lesser 
share of the total market so far. 
The corporation lost 1.22 percent- 
age points in the ’53 market as com- 
pared with similar figures for last 
ear. 
P The biggest individual loser, by 


baker, with a drop of 2.34 during 
the first three months this year. 
For the most part, this was due 

to a late introduction of ’53 
models, 

General Motors, which showed a 
gain of 1.24 percentage points, had 
44.35 percent of the market, com- 
pared with 23.22 for Ford Motor 
Co., and 21.13 for Chrysler Corp. 

Among the independents, Willys 
was the biggest gainer with .39 per- 
centage points, followed by Nash 
with .23. Packard, the only other 

(Continued on Page 45, Col. 1) 
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ec cases, involving trade prac- 
tices allied to the automotive 
industry, are now pending before 
the Federal Trade Commission or 
Federal courts. They are: 


Harley - Davidson motorcycle 
company, an FTC decision on 
which is expected within 30 days; 
Standard Oil of Indiana; a case 
involving the three largest man- 
ufacturers of spark plugs, and one 
concerning the quantity limit rule 
for buying replacement tires and 
tubes at a discount. 

FTC commissioners are now re- 
viewing a hearing examiner’s initial 
decision against the largest manu- 
facturer and distributor of motor- 
cycles in the U. S. 

The examiner has ordered Harley- 
Davidson to discontinue certain 
alleged monopolistic practices in 
the sale and distribution of its 
motorcycles, motorcycle equipment, 
parts, accessories, oil and similar 
products. 

* ~ * 

| THE commission upholds the 

examiner’s findings, Harley- 
Davidson will be forbidden to sell 
or make any exclusive - dealing 
agreements for the sale of its 
products on the condition that the 
purchaser shall not use, deal in or 
sell competitive products, and en- 
force any existing contract con- 
taining such a stipulation. 

FTC charges that Harley-David- 

(Continued on Page 44, Col. 3) 


Used-Car Prices Dip Again 


Wholesalers Note Renewal of Downtrend 
As Index Falls to New Low 


AFTER a short period of holding 
steady, wholesale used-car 
prices resumed a downward trend 
last week, according to AUTOMOTIVE 
News’ index. 


The overall average price 
dropped $11 last week to stand at 
$1,018. This is again a new low 
for the year, following a steady 
decline in prices for more than 
two months, 

Activity at the auctions appears 
to be firm, however, as some of 
the larger sales still report moving 


percentage points, was Stude- | 300 to 400 cars a week. At the 









By Bernie Thomas 
Associate Editor 
YONTINUING supplier-plant 
strikes last week took another 
bite out of auto output, and the 
outlook is black for the rest of this 
month. 
Output in U. S. plants last 
week was held to an estimated 
trucks—a 














previous week’s build of 165,425 
units in this country was made 
up of 141,905 cars and 23,520 
trucks. ¢ 

The effect of supplier 







tieups 





would have been greater on car 
and truck building last week, ex- 
cept that -General Motors output 
hit a high for the year, while 
Studebaker schedules retained a 
semblance of normalcy. 

* * * 


Y WEEK’S end, however, Ford 
had been hit by a double barrel 
(Continued on Page 49, Col. 3) 





Strikes Slash Output; Ford Closes 


ORD MOTOR CO. started shut- 

ting down all Ford and Mercury 
car and some truck assembly lines 
last Wednesday as the result of a 
month-long strike at its Canton 
(O.) forge plant. It will require 
from seven to 10 days to resume 
normal operations once the Canton 
tieup is settled, Ford said. 

Except for Lincoln and _ its 
heavy-truck lines at Highland 
Park, the last of Ford’s 17 auto- 

(Continued on Page 45, Col. 3) 





same time, the percentage of cars 
sold seems to be steady, riding 
comfortably along in the 60 to 65 
percent level a most auctions. 

* * 


A MAJORITY of dealers report- 
ing said that used-car stocks 
are still high — growing higher in 
some areas—and that the retail 
market is “sluggish to slow.” In- 
terest in used-car merchandising 
has grown perceptibly during the 
last two weeks, with some factories 
starting used-car instruction 
programs for dealers, while dealers 
themselves are banding together to 
meet the problem with special pro- 
motion and advertising campaigns. 
Manufacturers are searching 
widely for new ideas and person- 
nel for used-car merchandising 
Programs, for the Sunday 
editions of the Detroit news- 
papers recently have carried 
several ads requesting appli- 
cations of qualified men ex- 
perienced in used-car selling. 
Two weeks ago, Oldsmobile an- 
nounced that several sales ex- 
ecutives are making a swing 
around the country to focus dealer 
attention on used-car sales. The 
Metropolitan Chevrolet Dealers 
Assn. of Detroit recently launched 
an advertising and promotion cam- 


paign, “Used-Car Selling Spree,” to 
(Continued on Page 45, Col. 1) 
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Exclusive Dealer Pact 
In Four Key Decisions 


EDITOR’S NOTE: Following a hint by Commissioner 
Lowell B. Mason, that forthcoming FTC decisions might 
upset the auto industry’s historic distribution policies, Auto- 
motive News assigned Washington Correspondent William 
Ullman to track down the facts. In one of the following 
stories, Ullman discusses the impending “automotive” cases; 
the other story is in the form of an interview with Com- 


* * * 


N AN interview with Automotive 

News last week, Lowell B. 
Mason, dean of the FTC commis- 
sioners, alerted the automotive in- 
dustry—manufac- 
turers and dealers 
alike—to expect 
an early Federal 
Trade Commis- 
sion ruling which 
would have the 
effect of outlaw- 
ing exclusive 
dealing franchise 
agreements. 

A complete 
change in the 
auto industry’s 
distribution methods—with inde- 
pendent franchised dealers being 
protected by the Government 
against contractual compulsion to 
sell only one make of vehicle—is 
considered inevitable as the result 
of four basically similar orders now 
being considered by the commis- 
sioners. 

The four related cases wherein 
decisions by FTC may establish a 
major precedent applicable to the 
entire auto industry and other 
large fields of business are the fol- 
lowing, according to Mason: 

Dictograph Products, Inc., of 
New York City, which makes, 
distributes and sells “Acousticon” 
hearing aids; Beltone Hearing 
Aid Co. of Chicago and The 
Maico Co., Inc., of Minneapolis, 
two other leading hearing aid 
firms; plus the Revlon Products 
Corp. of New York City, which 
manufactures, distributes and 
sells a large variety of cosmetic 
products. 

The principal issue in each of 
these two cases is whether a manu- 

(Continued on Page 46, Col. 3) 


Top Cars 

New-car registrations for 
three months, plus nine states 
for April: 

1953 Pos. 
1—295,738 
2—240,773 
3—144,517 
4—109,508 


Make 
Chev. 
Ford 
Plym. 
Buick 
Pontiac 
Olds. 
Dodge 
Mercury 
Nash 


1952 Pos. 
211,198— 1 
156,124— 2 
112,7638— 3 


4,760—19 
9,184—16 
7,049—17 
1,245—20 


295—22 


For further details see page 
42, today’s issue. 
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Denies Rise in Credit Defaults... 


Bank Leader Debunks 
Delinquency Report 


CINCINNATI.—Reports that de- 
linquencies in consumer _install- 
ment lending are increasing were 
denied last week by Walter B. 
French, deputy manager in charge 
of the credit policy commission of 
the American Bankers Assn. 


Deploring the mass of misin- 
formation which he said sur- 
rounds consumer credit, French 
told the annual convention of the 
Ohio Bankers Assn.: 


“I do not know where the story 
started or what it is based on, but 
I do know so far as banks are con- 
cerned it is not true. Delinquencies 


Abernethy Leaves 
Packard to Head 
Up K-F’s Sales 


WILLOW RUN.—Appointment of 
Roy Abernethy as vice-president 
and general sales manager of the 
Kaiser - Frazer 
Sales Corp. was 
announced last 
week by K-F 
President Edgar 
F. Kaiser. 

Abernethy, with 
almost 30 years’ 
experience in 
every field of au- 
tomotive selling 
and sales a 

- agement, termin- 
ow Sey ated his long as- 
sociation with Packard to join the 
Kaiser organization. 

He fills the position vacated last 
year by Walter deMartini. 


Since 1951, Abernethy has been 
assistant general sales manager of 
Packard, and has been associated 
with that firm since 1925, when, at 
the age of 19, he started as a me- 
chanic in the Packard Pittsburgh 
(Pa.) distributorship. With that or- 
ganization, he rose _ successively 
from mechanic to automobile sales- 
man, car distributor, district man- 
ager and wholesale manager. 


Abernethy owned and operated a 
Packard dealership in Hartford, 
Conn., where he was active in com- 
munity affairs, as well as holding 
offices in the Hartford dealers as- 
sociation, Connecticut State dealers 
association, and Packard dealers 
association. 

In 1943, he became Packard 
regional manager in Kansas City, 
and two years later returned to 
Pittsburgh, where he organized and 
operated the newly formed Pack- 
ard Pittsburgh zone office. In 1948, 
he was appointed eastern regional 
Manager and vice-president of 
Packard Motor Car Co. of New 

(Continued on Page 47, Col. 2) 








Coming Junel... 
Letters to 


by 
John O. Munn 


are actually lower at the present 
time than they were last year. At 
the same time more time 
and effort are being given to the 
delinquent borrower than was the 
case a year ago, and this is the 
one reason why the record is as 
good as it is.” 

Consumer credit, French said, is 
at an alltime high. Of the total $19 
billion, he said, banks are the 
largest lender, holding more than 
$8 billion. Despite an increasingly 
careful scrutiny of loans, he said, 
credit continues to rise. 


He urged bankers to place more 
emphasis on good loans instead of 
on volume. Asserting there is noth- 
ing wrong with a big volume of 
installment credit, French de- 
clared: 

“The important question is: ‘Are 
the loans we make sound?’” 

Encouraging consumers to 
make loans that are difficult for 
them to handle is bad for the 
economy, bad for the bank and 
bad for the community, French 
said. Loans which require too 
much collection effort, he added, 
can be a loss to the bank even 
though they are paid off. 

Consumer lending, he said has 
been an important banking de- 
velopment—not only increasing in- 
come, but humanizing banking 
and making people come to know 
banks and bankers better. 





ee. Corp. dealers last 
week hailed a more liberal 
factory policy on warranty work 
performed for new-vehicle owners 
as a major move toward better 
factory-dealer relations. 

Effective with claims filed on or 
after May 15, all dealers in Chrys- 
ler Corp.-make vehicles will be en- 
titled to: 


1. A 60 percent labor rate al- 
lowance on claim work performed 
for the dealer’s own customers. 
Former rate was 50 percent. 

2. List price credit, less 25 per- 
cent, for parts turned back to the 
factory in connection with warran- 
ty work. 

*~ *~ * 
3 AN INCREASE of approxi- 
® mately 25 percent over rates 
previously allowed for performing 
1,000 and 3,000-mile inspections for 
transient owners. 

4. A 100 percent guarantee for 
all labor performed under warran- 
ty for transient owners. 


In addition, all Chrysler dealers 


Salesmen 


Beginning with its June 1 issue, AUTOMOTIVE NEwS will 
publish a series of “Dad-to-Son” letters, emphasizing the 
techniques needed to build up the confidence of salesmen 
and the selling of a fair used-car allowance — two items 
which determine dealer and salesman profit. 


The series is written by John O. Munn, advisory editor 
of Automotive News and a veteran of 45 years in auto 


sales technique. 


Each message will be short and ready for saving for 
future reference. Watch for the first letter .. . 


. . . in the June I issue of Automotive News 





Chrysler Eases Warranty 


Dealers Hail Liberalization of Policy 
Affecting Work on New Cars 





Missouri Dealers Pick Leaders— 


New officers of the Missouri Automobile Dealers Assn. elected at the 14th annual 
convention in St. Louis are (from left) Herbert C. Kincaid, Kansas City, first vice-presi- 
dent; Hubert L. Tate, Gallatin, president; A. H. Roeper, St. Louis, second vice-president, 


and J. M. Allton, Columbia, treasurer. 





‘Side Deals’ as Buick Aide 
May Jail Texas Dealer. 


DALLAS. — A $3,000 fine and a 
six-month prison sentence were 
meted out last week to William 
Frank Monroe, Garland (Tex.), 
Buick dealer, after conviction in 
Federal court here on income-tax 
evasion charges growing out of his 
former activities as a factory dis- 
trict manager in Buick’s Dallas 
zone. 


A jury rendered a guilty ver- 
dict on three charges of tax 
evasion totaling $16,295 and cov- 
ering 1946-48. 

Judge Whitfield Davidson de- 
scribed Monroe as a man “who 


will be permitted to exercise 
broader judgment in replacing 
defective parts under circum- 
stances outside the realm of the 
regular warranty agreements 
furnished new vehicle owners, 


Industry observers appraise 
Chrysler Corp.’s action as provid- 
ing its dealers with warranty work 
advantages that rival any other 
such arrangement in the industry, 
with the possible exception of 
Kaiser-Frazer’s. 

Asked last week by AUTOMOTIVE 
News, Chrysler dealers were of the 
opinion that their factory had 
gone “allout” to please them, and 
that the new warranty program 
had come at a most opportune 
time. 

. * 7 

‘oe of us have been taking 

an awful licking on warranty 
work,” said a Dodge dealer. “With 
profit margins on car and truck 
sales getting lower, this will give 
us a chance to depend more on 
the shop for overhead absorption.” 

It was learned that all lines of 
Chrysler dealers have been pe- 
titioning for a new deal on 
warranty work through their re- 
spective factory-dealer councils. 

Some Chrysler dealers said the 
factory’s latest move was a very 
commendable one, but that they 
still wished the factory would 
make some provision for obso- 
lescense on parts stocks. 

Dealers of that opinion had com- 
plaints about large inventories of 
parts which they said the factory 
expects them to maintain. 





Dealer U. C. Stocks Rise 


To 717,014 Units 
WASHINGTON. — Used - car 
stocks in the hands of 


franchised dealers have been 
mounting slowly during the last 
month, according to NPA esti- 
mates. 

At the end of the third 10-day 
period of April, the agency said, 
dealer stocks stood at 717,014 
cars, compared with 695,993 at 
the end of the second 10-day 
period of March. 

Sales, however, have been in- 
creasing, with dealers moving 
268,003 cars during the April 10- 
day period as against 241,017 for 
a 10-day period in mid-March, it 
was said. 

NPA based its estimates on 
reports from manufacturers. 





cheated his own employer, the 
Buick company, when he made 
side deals at great profit without 
the firm’s knowledge. He did it 
without the firm’s knowledge be- 
cause he knew it was wrong.” 

Monroe, a former FBI agent, ad- 
mitted on the witness stand that, 
while he was with Buick at Dallas, 
he visited numerous dealers in 
north and east Texas, bought cars 
from them and then sold them to 
personal acquaintances. 


Contending at the trial that he 
did not realize the income from 
these transactions was subject to 
Federal tax, Monroe testified that 
“not having declared the monies 
from these cars as income was 
the most stupid thing I have 
ever done in my life.” 


“Called on the carpet” by the 
zone manager about the side deals, 
Monroe brought in a firm of certi- 
fied public accountants to have his 
books checked, he testified. He said 
the accountant firm advised him to 
lump in a big sum of money in his 
1949 returns to cover the earlier 
deals. 

The sum was $13,000, Monroe 
said. Lumping in of the extra 
that Monroe had to borrow money 
to pay the Government $46,000 in 
back taxes, a 50 percent fraud 

(See DEALS, Page 49, Col. 2) 
* * 7 


Prison Term, Fine Given 


Lundberg on Tax Charge 


LOGAN, Utah.—Wilford W. Lund- 
berg, automobile dealer here, was 
sentenced in the Federal Court last 
week to 18 months in prison and 
fined $10,000 for evasion of $11,667 
in Federal income taxes for 1947. 


The judge ordered suspension of 
12 months of the prison term and 
stipulated that the fine be recon- 
sidered when the full extent of the 
tax liability for other years is de- 
termined. 


A Bureau of Internal Revenue 
report alleged an understatement 
of income totaling $127,500 over the 
years 1943-47, This purportedly was 
effected by selling motor vehicles 
at $150 to $500 more than was re- 
corded on the firm’s books, accord- 
ing to the report. 





House Takes Up 
Stand-by Curbs 


Watered-Down Bill 
Passed by Senate 


WASHINGTON.—A Skeletonized 
economic controls bill, passed by 
the Senate, was in the hands of the 
House Banking Committee late last 
week. 

Its fate was problematical. Cer- 
tainly, it wouldn’t be made any 
better for proponents of stand-by 
controls and consumer credit re- 
strictions, while the outlook for 
opponents could be said to be en- 
couraging. 

The Senate bill would extend for 
two years the President’s power to 
order priorities and allocations of 
scarce materials for defense pur- 
poses, but would deprive him of 
stand-by authority to apply a 90- 
day price, wage and rent freeze in 
any future national emergency. 

By a close vote of 45 to 41, the 
Senate adopted an amendment by 
Senator Harry Byrd, Virginia Dem- 
ocrat, which requires a declaration 
of war by Congress, or passage of a 
concurrent resolution by the House 
and Senate, to put the 90-day freeze 
into effect. 

The power voted originally by 
the Senate Banking Committee 
to allow the Federal Reserve 
Board to impose controls on con- 
sumer credit, such as installment 
buying of automobiles, is linked 
in the Senate bill with the emer- 
gency authority amendment to 
such an extent that the original 
vote is virtually valueless. 

This was accomplished through 
unanimous adoption by the Bank- 

(See CURBS, Page 8, Col. 1) 


Car for "Mrs. 


Mercury Promotion Is Tied 


To Beauty Contest 


NEW YORK. — Lincoln - Mercury 
has made arrangements to have 
Mercury featured in this year’s 
national “Mrs. America” contest, it 
was announced last week by Mrs. 
America, Inc. 


(Nash has been a sponsor of the 
“Miss America” contest for several 
years.) 


The Mercury has been designated 
the official “Mrs. America” car and 
will be used in motorcades and 
parades held in connection with the 
selection of local title holders who 
compete in the “Mrs. America” 
grand finals. 

Now in its 15th year, the “Mrs. 
America” contest is open to married 
women of all ages. Contenders for 
the title will be judged 50 percent 
on homemaking and 50 percent on 
beauty. 

A Mercury motorcade of state 
finalists will precede the grand 
finals, to be held Sept 13 at Con- 
vention Hall in Asbury Park, N. J. 
Thereafter, “Mrs. America” will be 
driven in a Mercury to her coro- 
nation ball, and to various fairs, 
department stores and homemak- 
ing events. 

During the fall, Mercury will be 
publicized as the car best suited 
to the “Mrs.” as well as the “Mr.” 
and all other members of the 
family. 
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Curtice Visits Texas Plant— 
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Harlow H. Curtice (center), president of General Motors, visited GM's Buick-Oldsmo- 
bile-Pontiac assembly plant now under construction in Arlington, Tex., and said the 
plant is expected to open next fall. It will be GM's 116th plant in the nation. Curtice 
is greeted by E. C. Klotzburger (left), manager of the plant, and R. H. Ringo, 


resident comptroller. 
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By John O. Munn 





QEVERAL weeks ago we Offered | 
\" our readers a series of wall dis- | 


plays. These signs were not only | 
|}continue to operate on open ac- 


for the purpose of building accept- 
ance for a dealer, but some of them 
had a strong impact on his manage- 
ment policies, The all-over thought 
behind all of them was to develop 
better public understanding of the 
dealer’s operation. 

One of the interesting results of 
this offer was the many dealers 
who ordered copies of a sign that 
read as follows: 

To Serve All Customers 
More Promptly, Efficiently 
and Economically ... on Repair 
Work, Parts and Accessories 
OUR TERMS ARE CASH 


Ask About Our 
Budget Payment Plan 

With the high cost of doing busi- 
ness, dealers seem to be very much 
interested in establishing a cash 
policy. This is to be particularly 
encouraged for a good many rea- 
sons. In the first place, many deal- 
ers have proved that the cash policy 
can be installed without losing 
customers. Orders for signs come 
from dealers from small towns 
where in the past, due to the fact 
that they dealt largely with farm- 
ers, it was felt necessary to do 
business on an open-account basis. 

x * 7” 


Some Exceptions 
pang for signs also come in 
from a number of dealers han- 
dling high-price lines and dealing 
with customers of high credit rat- 
ing who were accustomed to open 
account in other lines of merchan- 
dise. 

Of course, most dealers who work 
on a cash basis continue to extend 
credit to fleet owners or other bus- 
iness who buy on purchase orders. 
Some also make exception to a few 
personal accounts. The fact that 
they operate on the cash basis 
makes the particular customers, 
who are thus accommodated, real- 
ize that they are obtaining special 
consideration and are therefore 
more prompt in the payment of the 
monthly invoices. 

Of course, dealers who institute 
the cash policy supplement it by 
offering budget payment plans, 
where the time paper is taken 
over by a finance company and 
the dealer thus receives instant 
cash. 

In spite of the fact that so many 
dealers are on a cash basis, still if 
one looks over the statements of 
any group of automobile dealers, 
he will frequently find that their 
accounts receivable total more than 
the value of their used-car inven- 
tory. This is a great drain on the 
dealer’s finances. That is the reason 
it is urged that all dealers give 
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careful consideration to operating | 
on a cash basis, 
To be helpful to dealers who still | 


count, we suggest some collection 
letters. These collection letters are 
written to collect money without 
losing the customer. They are 
friendly but insistent. Automobile 
dealers who extend credit are gen- 
erally notorious for their lack of 
definite followup collection activity. 
This is perhaps due to the fact that 
dealers are so extremely sales- 
minded and because collections on 


inew and used cars have usually 


been handled by a finance company, 
rather than the dealer. 
* ~ cg 


Don’t Delay 


OLLECTION activity is a very 

important part in any business. 
In fact, it is the end goal of all 
other activity. But it avails the 
dealer nothing to sell merchandise 
and to render good service, and 
then not collect. The automobile 


installed systematic collection ac- 
tivity is a must. 

We in this trade must realize 
that customers probably owe money 
to many other firms and that there- 
fore we are in competition for the 
consumer dollar with other mer- 
chants. It is only by a regular sys- 
tem for following up accounts will 
we get our fair share of the cus- 
tomer’s income. 

It is very important for a deal- 





er not to lag in this respect. A | 
customer, who has had a service | 
job done and is perfectly satis- 

fied when the car is delivered, 

will find some excuse as to why 

he delays payment. It is usually | 
that the repair job was unsatis- 
factorily done or work was in- 
cluded that was not ordered. Col- 
lection activity is not difficult. It 
should be placed in the hands of 
one individual to be followed up 
definitely at least twice a month. 


The series of letters we are offer- | 
ing below are written so they can 
apply to open accounts in your 
parts and service department. You 
will note that we have avoided 
trick or clever letters that are too 
frequently a part of many collec- 
tion systems. We believe that the 
more successful appeal is courte- 
ously to request the money due in 
such a way as to get the customer’s 
response, but at the same time to) 
retain his goodwill. | 

In the letters that follow, the| 
first two or three should be signed | 
by the individual in charge of col-| 
lections, but the later ones should | 
be signed by the dealer himself. | 
Don’t be disappointed with your 
immediate results. Success depends 
upon religiously carrying out the 
campaign. Of course, you can 
change or revise the letters in any 
way you may see fit, but you are 
sure to find phrases and paragraphs 
that will help you put the idea 
over: 

* * * 
LETTER No. | 
Dear Sir: 

We are proud of the fact that 

you are a customer of ours. We 
‘Continued on Page 13, Col. 1) 








Albany Dealers 
s 
Reorganize Group 

ALBANY. — A group of Albany 
automobile dealers has organized a 
new membership corporation, 
Albany Auto Dealers, Inc., with 
the expressed purpose of promoting 
cooperation in the trade. 

Arthur J. Rose sr. is president of 
the organization, which succeeds 
the old Albany Auto Dealers Assn., 
Inc., a stock corporation. Walter B. 
Ripley is secretary and treasurer, 
and Joseph Besch jr., is counsel. 

Directors, besides Rose and 
Ripley, are Armon H. Livermore, 
Charles H. Touhey and Charles A. 
Oliver. 
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Factories Force Heavy Discounting, It’s Charged . . . 





Neb. Dealers Rap Coercion 


OMAHA. The Nebraska New 
Car Dealers Assn, in convention 
last week, took a unanimous stand 
against what it called “coercive 
tactics” by auto manufacturers. 

The resolution charged that 
such tactics were employed to 
promote a large business volume 
and “have forced dealers to do 
a heavy discount business and 





to carry unwarranted and bur- 
densome inventories.” 

Said the resolution: 

“If the manufacturers, in their 
blindness, fail to see the signifi- 
cance of the dealers’ rights in the 
American system of economy, they 
can never again decry the policy 
of governmental regimentation.” 

Copies of the resolution, pre- 


Bay State Dealers Elect New Officers— 


At the 13th annual convention of the Massachusetts State Automobile Dealers 
Assn., A. J. Toner (second from left) was elected president to succeed George Daley 
(left). Other officers shown are Charles Maykel (second from right), and Heyworth 
dealer should take a lesson from| Backus, vice-presidents. Also elected were Ross Spencer, treasurer, and Harry B. 
other merchants; for instance, the | Scott, secretary. Directors named for a three-year term were J. F. Farmer, Herbert 
furniture dealer, where a regular) J. Brigham, Edward L. Wolfe, Toner and Maykel. More than 1,300 members attended 


the convention. 


Controls Peril U. S. Ideals, 
Mass. Dealers Told 


BOSTON. — Credit controls were 
assailed by George A. Daley jr., 
president of the Massachusetts 
Automobile Dealers Assn., at the 
che 13th annual session here. 

“Blanket authority for the 
Federal Reserve Board to regu- 
late the economic life of America 
would be a _ serious blow to 
initiative and to individual free- 
dom of action,” he said. “We feel 
that free Americans, except in 
allout war, should not have to 
live under the constant threat of 
imposition of restrictive credit 


| controls, Such controls, we know 


from experience, would hamper 
business and consumers alike.” 

The dealers passed a resolution 
opposing imposition of credit con- 
trols at any time except in event 
of national emergency. 

A, J. Toner, of Fitchburg, was 
elected president; Charles Maykel, 
of Worcester, first vice-president; 
Heyworth Backus, of Hyannis, 
second vice-president; Ross Spen- 


Oklahoma House 
Votes Curb on 


New-Car Titles 


OKLAHOMA CITY.— The Okla- 
homa House has passed, 78 to 27, 
a bill requiring anyone registering 
a new car in the state for the first 
time to present the original manu- 
facturer’s certificate in order to get 
a title or tag. 

Opponents of the bill asserted 
that it would stop used-car dealers 
from selling new autos. They as- 
serted there was no need for the 
bill to protect new-car dealers and 
help them prevent new cars from 
moving into used-car lots. 

It was charged that new-car 
dealers during times of shortages 
sold cars “under the counter” to 
used-car dealers at black-market 
prices and now “are stuck with 
the system.” 





Augusta (Ga.) Dealers 
Set Up Safety Display 

AUGUSTA, Ga.—Members of the 
Augusta Automobile & Truck 
Dealers Assn. and the Police De- 
partment have set up a safety dis- 
play in observance of National 
Safety Month. 

Among those participating in the 
event were Tom Proctor, public re- 
lations chairman of the association, 
and Henry Darling, president. 





cer, of Northfield, treasurer, and 
Harry B. Scott, of Cambridge, 
clerk. 

More than 1,300 attended the 
two-day convention. Gifts were 
presented to retiring President 
Daley and the retiring treasurer, 
Arthur R. Birchard jr., of Pitts- 
field. 

Elected as association directors 
for a term of three years were J. 
F. Farmer, of North Adams; Her- 
bert J. Brigham, of Marlboro; Ed- 
ward L. Wolfe, of Allston; Toner, 
and Charles M. Maykel, of Wor- 
cester. 





1692 Sunday Sales Ban 


Splits Mass. Dealers 


BOSTON. — The sudden en- 
forcement of a Sunday closing 
law — on the Massachusetts 
books since 1692—has aroused 
protests from a number of 
dealers in this area. 

Attorney-General George Fin- 
gold recently sent letters to all 
police chiefs reminding them of 
the statute which reads: “Who- 
ever on the Lord’s Day keeps 
open his shop... or does any 
manner of labor, business or 
work, except works of necessity 
and charity, shall be punished 
by a fine of not more than $50.” 


On the House . 





battle isn’t over 


nationally . . 
Hotel... 


entitled 





Wemhoff 


coronation . 


Me, too. 








Auto dealers have been very successful thus far in beating down 
state legislative proposals barring them from handling insurance on 
cars sold; it shows again the value of being fully prepared, as virtu- 
ally every state association was this year. But the 


aren’t going to give up so easily ... 

N. L. McLaughlin has been hired as manager of 
the Long Beach (Calif./ dealer association .. . 
Missouri is staging an all-out drive to raise its 
NADA membership, which is fourth from bottom 
. Maryland dealers will hold their 
annual summer meeting June 12-14 at Commander 


We liked this feature from NADA’s bulletin, 
“Confusion 
caravan in the offing, watch out for a road diversion 
or dual carriageway.’ The above is not a typograph- 
ical error, but advice to Yankee drivers who attend Queen Elizabeth’s 
. . As an aid, here are the corresponding British words 
for some American highway terms: Horn—hooter; sedan—saloon; 
trunk—boot; fenders—wings; trailer—caravan; road shoulder—verge; 
detour—road diversion; traffic circle—roundabout; divided highway-— 
dual carriageway; hood—bonnet. It’s too much for us. We'll watch 
the ceremony on TV, down at the corner saloon—we mean sedan.” 


sented by a committee headed by 
J. H. McFayden, were ordered sent 
to all manufacturers and _ the 
NADA. 

Clifford G, Rose, of Hastings, was 
elected president. Other new offi- 
cers are W. N. Neff, of Fremont, 
first vice-president; Roy Kizzier, of 
Holdrege, second vice - president, 
and Floyd Pohlman, of Auburn, 
secretary-treasurer. 

Walter B. Cooper, of Fort 
Collins, Colo., an NADA director, 
told the convention that crowded 
and inadequate roads were to 
blame for the fact that the aver- 
age auto is traveling a thousand 
miles less a year than it did five 
years ago. The decrease perils 
the entire industry, he said. 

Gov. Robert Crosby compli- 
mented the dealers on their “ag- 
gressive representation” at the 
state capital. He pledged “sub- 
stantial improvement” in highways, 
but vowed that not “a single mile 
of political highway” will be built. 

Charles J. Farrington, of Wash- 
ington, assistant to the NADA 
president, urged support of the 
Eisenhower Administration and 
predicted the nation is moving to 
peace, prosperity and the greatest 
productivity ever known. 


Keystone Dealers 
Endorse Split in 


Inspection Dates 


HARRISBURG, Pa.— (UTPS) — 
Separation in the dates for in- 
spection of passenger cars and 
commercial motor vehicles, pro- 
posed in legislation pending in the 
General Assembly, has the approval 
of Pennsylvania’s new-car dealers, 
it was reported last week by Claude 
S. Klugh, general manager of the 
Pennsylvania Automotive Assn. 


Introduced by Rep. Stanley L. 
Blair, Erie, Republican, House Bill 
1126 has been reported from the 
House Motor Vehicles Committee. 


Under the measure, the semi- 
annual inspection periods for com- 
mercial vehicles would run from 
Aug. 1 to Oct. 31 and from Feb. 
1 to Apr. 30. Inspection periods for 
passenger cars would continue as 
at present—from May 1 to July 31 
and from Nov. 1 to Jan. 31. 

“A separation in the inspection 
periods for passenger cars and 
commercial vehicles would be in 
the best public interest,” Klugh 
said, announcing that a decision 
to this effect had been reached by 
PAA’s safety committee after an 
investigation. 

Noting that Pennsylvania’s car 
and truck population was growing 
annually, Klugh said that the pro- 
posed inspection schedule would 
help ease the burden on official 
inspection stations. 

In 1951, the Assembly enacted 
separate deadlines for passenger 
car and commercial vehicle regis- 
tration. Effective next year, passen- 
ger car tags will continue to ex- 
pire March 31, but commercial 


vehicle plates will not become in- 
valid until May 31. 










by a long shot; insurance agents 










in London”: “‘If there is a 



















-~Pete WemMuorr, Editor, 
Automotive News 
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Capsule Comment 


New-car stocks in the field have reached a postwar peak, 
according to AUTOMOTIVE NEWS estimates, and some makers 
are starting to trim their output closer to demand. 


What has amazed us is that auto production has held | 
up so high so long. 


* * * | 


Once costing as high as $225, power steering devices have 
been cut in price to a point where the lowest tag is now 
$130.85. 


More fruits of mass production and selling. 
* * ” 


Several auto companies and local dealer groups have 
undertaken aggressive programs to meet the used-car sales 
problem, especially as regards a heavy supply of tradeins. 


An ounce of prevention is worth a pound of cure, even 
in the auto industry. 





Walter Reuther, head of the UAW and CIO, has told auto 
makers that plans “to produce in excess of 60 percent of 
annual production during the first six months are econom- 
ically unsound and morally wrong,” adding that he fears 
widespread layoffs will result in the second half of this year. 


Walter has many attributes, but we didn’t know before 
that he could predict auto demand, too. 


Reports from the field say that both dealers and makers 
lack definite, up-to-date sales programs for new cars, used 
cars, trucks and service. 


Isn’t the time long past due? 
* + * 


Overcrowding of territories with dealers “without due 
consideration of area potential,” plus “other alleged factory 
malpractices,” formed a major share of complaints aired 
by NADA’s new industry relations committee at its first 
meeting. 





The committee rightly delayed action on legislation as a 
solution. 


Auto 
Forum 


A southwestern insurance 
firm finally got around to is- 
suing a directive to the girls 
in the place, asking that they 
use perfume on one ear only 
so men using the same office 
telephones won’t go home 
smelling like they’d spent the 
day elsewhere.—Tipe MaGazine. 

o * * 


Hole in the Dike 


“The advance of Socialism in 
America is a hole in the dike of 
free men that is bringing a 
flood . . . Socialism has become 
the world’s nightmare in all 
countries where it has become 
the ruling way of life . . . Those 
who advocate Socialism in 
America, whether with or with- 
out acknowledgment of the 
name, carry a banner on which 
they falsely inscribe the word 
‘Liberalism.’” — Ex - President 
Herbert Hoover. 

* 


* * 


Runabouts 


1904—what a year! ... The 
chainless bike and the rubber- 
tired buggy competed for 
popular favor, while the gaso- 
line runabout and the electric 
victoria were luxurious novel- 
ties for the elite ... The run- 
abouts were well named. Many 
of them would run about five 
miles without balking. — Ford 
Times. 





+ * * 
Beyond Sanity 

In the 178 years since the Bat- 
tle of Lexington, some 1,009,750 
Americans have been killed in 
battle. In the 53 years since the 
first automobile fatality occured, 
this country has lost 1,050,000 
lives in traffic accidents involv- 
ing motor cars. 

Death in battle is a calculated, 
expected and eternal risk for a 
high patriotic motive. But for 
any motorist to take an equal or 
greater risk in traffic, merely 
from carelessness or haste, is 
beyond all sanity.—Editorial in 


the Los Angeles Examiner. 
x * * 


A Break for All 


A report of the UN Economic 
Commission for Europe urging 
auto manufacturers of western 
Europe to abandon diversified 
production and to concentrate 
on three basic lines. 

The commission points out 
that while there is one car for 
every three inhabitants in the 
U. 8., there is only one for 32 
inhabitants in western Europe 
and one for 107 inhabitants in 
the Soviet Union. These gaps 
are attributed to “different 
living standards and fiscal 
policies, but might become 
less marked if cheaper cars 
became available in Europe.” 

A surer way would be to adopt 

policies which would give the 
individual as good a break as 
he gets under the American 
system. Ability to buy is the 
answer.—Steel Magazine. 

7” * * 


Far more could be gained by 
reviewing the lubrication 
needs of higher horsepower 
cars than by dwelling on the 
controversial points. — C. M. 
HEINEN, engineer for Chrysler 
Corp. 


10 Years Ago... 





Le 


i 





THE OLD BOY IN FRONT EB 
KINDA TACKY BUT Ever 
V/LLING TO SERVE .... 


ThE TERRIFIC NEW 
GVY IN AUTO MAKING / 


‘More Useful? . .... 


This is an open forum for the discussion oi any suDject OL lmierest lu our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 


used, if you so request. 


Just ‘Auto Paper’ 


In your issue of May 11, page 1, 
in the column “Sparks,” you refer 
to “a $313 million gain in auto sales 
credit” during March. 


Strictly speaking, this increase 
should have been referred to as 
simply an increase of “auto paper” 
and not “auto sales paper.” We 
formerly presented a category 
called “automobile sale credit,” 
which included only loans origi- 
nated by dealers and did not in- 
clude loans made directly by 
financial institutions to auto pur- 
chasers. 

We have now discontinued the 
“automobile sale credit” category 
and present combined all install- 
ment credit used by consumers to 
purchase automobiles, whether the 
paper originates with a dealer or a 
financial institution. 

We hope that this new procedure 


The Big Story 


To meet a gasoline crisis, OPA reinstated the ban on pleasure driv- 


ing in 13 eastern states . 


. The time has come for railroads to look 


upon truckers as their friends and not their enemies, Joseph B. East- 
man, chairman of the Office of Defense Transportation, told the 


Central Railway Club . 


. Dealers who require new-car buyers to 


agree to turn in used cars as part payment, or to purchase unwanted 
accessories, are violating provisions of the price schedule on new 


automobiles, OPA warned . 


. 150 Chicago dealers with 1,771 mechan- 


ics and partsmen employed on Apr. 15, 1942, experienced a shrinkage 
to 1,095 on the same date this year, a decline of 676, or 38.2 percent 
. All rationing restrictions on the sale of used car and truck 


inner tubes have been removed . 


Scrapping of serviceable used 


automotive parts was stopped by the ‘War Production Board with the 


issuance of Conservation Order M-311 . . 


. Rubber Czar William 


Jeffers said that “nonessential drivers cannot expect new tires for a 
long time,” at least not before the end of 1944, indicating that mileage 
rationing would continue probably until 1945. 


—From the files of Automotive News. 





Address Editor, Automotive News, Detroit 26, Mich. 





will be more useful, since in the 
past the automobile sale paper 
figures were frequently misinter- 
preted as constituting all credit 
used for the purchase of automo- 
biles.— Homer Jones, chief, Con- 
sumer Credit and Finances Section, 
Division of Research and Statistics, 
Federal Reserve System, Washing- 
ton. 
® * * 
Power Steering 


We wish to protest the article on 
power steering in Automotive News 
May 16 for omitting Chevrolet. 

Power steering has been avail- 
able on Chevrolet at $165, plus 
$12.55 tax, ever since the announce- 
ment of the 1953 models on Jan. 9. 

Surely Chevrolet, which has led 
all cars in popularity for over 22 
years, is at least worthy of mention 
in any article of that sort.—TayLor 
McCarty & Sons (Chevrolet-Buick- 
Pontiac), Wyalusing, Pa. 

Eprror’s Notre: Our faces are 
red; we inadvertently left Chev- 
rolet out of the tabulation. The 
omission, however, does not 
change the import of the story. 

* * * 


Praise °53 Almanac 

You have every right to be very 
proud of this year’s Almanac — 
which has become standard equip- 
ment in the office of many of the 
executives in the automobile indus- 
try.—T. H. Keatinc, general man- 


ager, Chevrolet. 
* 


It really is “Reser and better” 
and you have every right to be 
proud of it. Congratulations! — 
Paut G. HorrMan, chairman of 
the board, Studebaker. 

* * * 

This is certainly a useful statis- 
tical and personnel reference to 
have around.—Gerorce RoMNEY, ex- 
ecutive vice-president, Nash-Kelvin- 
ator Corp. 
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Motoring’s new style leader 
comes through sensationally 
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STUDEBAKER 
COMMANDER V-& 


with overdrive 
finished first 
of all eights 

in the run 
‘, actual miles 
per gallon 









STUDEBAKER 
LAND CRUISER V-8 


with automatic drive 
finished first 
of all entries 
with automatic 
transmission 
in actual miles 
per gallon 





in gas economy, too! 


1953 STUDEBAKER 
SCORES BIG WINS 
IN MOBILGAS RUN 

















STUDEBAKER 
CHAMPION 
with overdrive 
makes sensational 


26.86 


actual miles 














Per gallon 
to prove itself one of 
America’s thriftiest cars 







1953 STUDEBAKER 


gy wi 
(J } “~S 
tJ Pi / 4) 
fez ) i Fo f | 
a {——... ore - | Fo Pes 
, oe na whe : bc Cee 4} aoa . 
rs 














6 


AUTOMOTIVE NEWS, MAY 


Illinois Dealers Reelect Craig... 
Re 


Armacost Fires Blast 
At Sales ‘Paralysis’ 


By George Barclay 
Staff Correspondent 

CHICAGO.--The days of super- 
salesmanship must be brought back 
to the automobile industry, NADA 
President Robert S. Armacost, of 
Kansas City, declared here last 
week at a combined meeting of the 
Illinois Automotive Trade Assn. 
and the Chicago Automobile Trade 
Assn. 

“There was a time when we 
were looked upon as America’s 

No. 1 salesmen,” Armacost said. 

“And I mean _ salesmen —not 

order takers or fellows who gave 

away our profits and maybe the 
shirts off our backs in long 
trades and high discounts.” 

Declaring that “creeping paraly- 
sis” has hit automobile salesman- 
ship since World War II, Arma- 
cost said, “The time is here—it’s 
actually overdue—when we've got 
to do something drastic to get more 
intelligent, aggressive selling effort 
into our dealerships.” 

Turning to the present high-pro- 
duction picture, the NADA presi- 
dent said: 7 

“We have said, time and again, 





Iowa Safeguards 
Dealers in Sales 


Of Uninsured Cars 


DES MOINES.—A bill clarifying 
transactions including the sale of 
liability insurance has been enacted 
in Iowa in the language proposed 
by the Iowa Automobile Dealers 
Assn. 

The act provides that whenever 
a licensed dealer sells a car and 
the transaction does not include 
the sale of liability insurance, the 
purchaser shall sign a statement 
to the effect that “liability insur- 
ance coverage which would protect 
me under the Iowa Motor Vehicle 
Financial and Safety Responsibility 
Act is not included in my pur- 
chase.” 

An association bulletin says that 
the principal purpose of the law is 
to stop the “rising tide of criticism 
directed against dealers by people 
who claim they bought liability in- 
surance when they purchased the 
car.” 

The law, which will go into effect 
July 1, will also protect the dealer 
from misrepresentations, because 
the dealer’s copy will have the 
buyer’s signature, 


; that we 


hope manufacturers will 
base their production goals 
realistic thinking. Overproduction 
is bad for the entire industry. But 


I would also point out that under- |} 


selling is equally bad. 

“Before many months are over, 
we are going to find out, if we 
don’t know it already, whether 
manufacturers are building too 
many cars or whether dealers 
are not selling aggressively 
enough to keep up with the 
manufacturing pace, 
“Undoubtedly it’s some of both. | 

But regardless of that, certainly | 
the thing to do now is to gear our | 


sales efforts to meet this increased | 


production.” 


Armacost reported that NADA| 


members will soon receive a re- 


lease from the employer-employee | 
entitled, | 


relations committee 
“Training for Successful Used Car | 
Merchandising.” 

“Maybe it won’t bring you many 
new ideas about the subject, but I 


will guarantee it will remind you | 
of many successful practices you've | 
probably been overlooking lately in | 


used-car merchandising,” he said. 


The 


joint session. The convention was 
climaxed by CATA’s 49th annual 
banquet, attended by more than 
600 dealers and their wives. 

IATA officers re-elected at the 
closing session included Lee D. 
Craig, Craig Motor Co., Rock- 
ford, president; Ola J, Thomas, 
Thomas Motor Sales, Inc., Ke- 
wanee, vice-president, and Les 
Sander, Springfield, executive 
manager. R. E. Broe, of R, E. 
Broe, Inc., Springfield was named 
treasurer, succeeding Earl John- 
son, of Peoria. 

Regional vice-presidents re-elect- 
ed were Orlo Salisbury, Elgin; Eu- 
gene Bragg, Galesburg Lincoln- 
Mercury, Galesburg; H. W. Rice, 
Rice Motor Sales, Watseka; Char- 
les W. Albrecht, Albrecht Chevro- 
let Co., Wood River; H. B. Cray- 
croft, Craycroft Motor Co., Van- 
dalia, and Thomas Cardwell, Card- 
well Motors, Murphysboro. 

New IATA directors include 
Elmer H. Bandy, Bandy Chevrolet 
Co., Raymond; Thad R. Carter, 
Carter Bros., Inc., Alton - Wood 
River; Floyd Cox, Cox Buick, Jack- 
sonville; B. C. Curless, Curless 
Buick, Inc., LaSalle; T. E. High- 
field, Highfield Buick Co., Decatur; 


(Continued on Page 48, Col 1) 


And 16 Out i 18 Are Postwar Salesmen .. . 


Hustle Beats the Sales Blues 


BIRMINGHAM, Mich. — If there 
is a sales slump in new or used 
cars, nobody at Harold Turner, Inc. 
(Ford) has heard about it. 

The melancholy chorus being 
echoed across the nation is 


drowned out in the hustle at 
Turner, where 325 vehicles moved 
out last month at a new-vehicle 


gross in excess of the average 
for the Ford district. 


And this despite the fact nobody 
in the sales organization or man- 
agement — except two of the 18 
salesmen — has had prewar retail- 
ing experience. 

Although Birmingham is a high- 
income suburb of Detroit, the 
national picture of a steadily tight- 





Bill Ford Tries Out ‘Old 999'— 


Reviving memories of a feat that made the late Henry Ford famous half a century 


ago, William Clay Ford, a vice-president of Ford Motor Co., 


spin in his grandfather's “Old 999." Ford 


takes a “high speed” 
drew the applause of thousands of racing 


fans, who were watching qualifying runs at the Indianapolis Motor Speedway, by 
racing “Old 999" around the track. He will pace the start of the 500-mile race next 
Sunday in a 1953 Ford convertible as part of his company's 50th anniversary cele- 
bration. Ford is shown approaching the northeast turn of the speedway at 55 miles 


per hour. “I didn't have the throttle open all the way, either,’ 


" he said after crossing 


the finish line. His grandfather drove the car to a world speed record of 91.4 m.p.h. 


on Jan. 12, 1904. 


on | 


two-day meeting here! 
marked the first time that IATA) 
and CATA have teamed up for a} 





last yeor. 
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"Holdovers' Dominate Illinois Slate— 


Officers elected by the Illinois Automotive Trade Assn. are (from left) R. E. Broe, 
| Springfield, treasurer; Ola J. Thomas, Kewanee, vice-president; Les Sander, Springfield, 
| general manager, and Lee D. Craig, Rockford, president. All except Broe held office 


DuPont-U. S. Rubber Ties 


‘Financial’, Witness Says 


CHICAGO. — While Government 
and defense attorneys in the duPont 
| anti-trust trial were still haggling 
| last week over the subpena of sales 


U. S. Rubber Co. aspects of the 


interested in the financial end. 
Sir William Wiseman, former 
partner in Kuhn, Loeb and Co., 
had been called to the stand, be- 
cause Kuhn, Loeb is the stock 
transfer agent of U. S. Rubber. 


gence agent in World War I. 
One of Sir William’s earliest as- 
signments was to investigate 
whether Kuhn, Loeb was pro-Ger- 
man, as 
said. 
He declared that he 





found the 


rumors unfounded and that mem-| 


Hutchinson Gains 


After Heart Attack 


HENDERSON, N. C.—B. 
Hutchinson, chairman of the fi- 


records going as far back as 35) 
years, a witness testifying on the| 


suit said that duPont was only | 


it had been accused, he} 





bers of the firm had _ subscribed 
heavily to Allied loans and chari- 
ties. 

Three months ago Pierre du- 
Pont testified that he and his 
brothers bought stock held by a 
cousin of theirs, because Kuhn, 
Loeb reportedly was negotiating 
its purchase. 
| He stated the reasons for this 
|} action were that he and his broth- 
ers did not want the stock to fall 
into “pro-German hands.” 
Meanwhile, defense attorneys 


His testimony extended back to/| argued that the Government’s case 
1915, when he first came to the | against duPont, 


General Motors 


United States as a British intelli-| and U. S. Rubber has collapsed for 


| lack of “materiality.” 

While the Government had 
amended its request cutting 10 
years from the original 1915 date 

and demanding records from 1925 
to 1937 and 1948 to 1950, defense 
attorneys charged it sought the 

records only to bolster its charges 

against duPont. 

When, after a week of negotia- 
tions, the parties announced that 
they could not agree on the record 
request, the court took under ad- 





nance committee and a director of | Visement the Government demand. 
Chrysler Corp., was reported much | 


improved here last week following 
admittance to Patton Memorial 
Hospital after a heart attack. 


Doctors said that the attack was 
not so serious as first reported, 
and that Hutchinson’s recovery is 
almost assured. The 64-year-old ex- 


ecutive was stricken while he and | 
his wife were visiting friends near | 


Henderson. 


ening market is reflected at most | 


other dealerships in the neighbor- 
hood. 

What’s the sales hypo which 
keeps the firm a district leader? 
Owner Harold Turner and his 
live-wire sales manager, 
Steele, build a bonfire under the 
crew of 18 salesmen and keep it 
abundantly fueled with daily sales 
meetings and continuing incentive 
contests. 

Turner claims that in Birming- 
ham—a town of 15,000—Ford has 


been ahead of Chevrolet since the | 


year he opened his dealership. 
Each salesman handles used 
cars and trucks, as well as new 
cars. Used cars, Turner says, 

(Continued on Page 47, Col. 1) 


Economic Club to Air 
Socialized Medicine 


DETROIT.—The topic of “Social- 
ized Medicine and Private Enter- 
prise” will be up for discussion 
before the Economic Club of De- 
troit at noon today (May 25) at the 
Sheraton-Cadillac Hotel. Guest 
speaker will be Dr. Robert Collier 
Page, general medical director of 
Standard Oil Co. of New Jersey. 

Next Monday, Abba Eban, Israeli 
ambassador to this country, will 
give his views on “What Is the 
Free World’s Responsibility in the 
Middle East?” 


Eddie | 





A GM lawyer said he had offered 
to produce records to show the 
status of competition, but duPont 
counsel refused on the grounds that 
it would delay the trial. 





May 20 
(Good sale, clean cars bringing top 
doliar, Sold 102 cars out of 138 of- 
ferings.) 


BUICK—’51 Super Riviera 2-dr., $1,- 
495*, $1,450; Special 2-dr., $1,225 
‘50 RM 4-dr., $995*. '49 RM 4-dr., 
$800. '47 Special 4-dr., $305. 

CADILLAC—'52 (62) 4-dr., $3,280*. 

CHEVROLET ‘51 Bel Air, $1,315*; 
SL Deluxe 2-dr., $1,000"; ‘-ton 
pickup, $690. ‘50 SL Deluxe 4-dr., 
$930, $700, $965; 2-dr., $755, $845*. 


‘49 SL Deluxe 2-dr., $610; club coupe, 
$630. '48 SM sedan, $455, $460. 


CHRYSLER—'49 NY conv., $840*. °48 


Windsor 4-dr.. $660. ‘47 Windsor 4- 
dr., $425. 

DeSOTO—'51 Custom 4-dr.. $1,255". 
$1,250*. ‘50 Custom 4-dr., $940*, 
$850. 


DODGE—’51 Meadowbrook 4-dr., 2 
$1,050. '50 Wayfarer 2-dr., $720. ‘49 
club coupe, $735; 4-dr., $660. ‘48 
Custom sedan, $560, $530: $535, $380. 


at 


FORD—’52 Victoria, $1,725*; Custom 
(6) 2-dr., $1,380*, $1,400* $1,210. 
"51 Custom (8) club coupe, $1,150; 
Custom (6) sedan, $930, $945. ‘50 
Custom (8) sedan, $760, $745; Cus- 
tom (6) sedan, $720, $690. ‘49 Cus- 


tom (8) 2-dr., $435, $605; club coupe, 
$640; Deluxe (6) 4-dr., $380, $525: 
2-dr., $475. '48 SD (6) 4-dr., $380. 
‘47 SD (8) club coupe, $405. 

HUDSON—’51 Hornet 4-dr., $1,100. 

MERCURY—’'51 club coupe, $1,300*: 
2-dr., $1,250*, $1,100. '49 2-dr., $965. 

NASH — '51 Rambler station wagon, 
$965; Statesman 2-dr.. 3 at $650. '50 
Ambassador 4-dr., $550. 

OLDSMOBILE—'51 (88) 4-dr., 
"50 (98) 2-dr., $1,155*. 
$550; conv. $520°, 

PACKARD—'50 (200) 4- dr., $390. 

PLYMOUTH—’53 Belvedere, $1,840. ‘52 
Concord 2-dr., $1,070. '51 Cambridge 
club coupe, $955, $910; Savoy, $1,215. 
’50 SD 4-dr., $885, $770; club coupe. 
$790, $780. 

PONTIAC—’51 Chieftain (8) 4-dr., 
405*. '50 Catalina, $1,320*; Chief- 
tain (8) 2-dr., $1,045. ‘49 Chieftain 
(8) club coupe, $840, $865; 2-dr., 
$970*. 


$1,525*. 
"48 (98) 2-dr., 


$1,- 


Used-Car Bulletin from Detroit .. . 


Latest Auction Prices 


(Aptco Auto Auction. Sale every Wednesday.) 


*Indicates automatic transmission or overdrive, and (ps), 


Other Auction reports are on Pages 37, 38. 


|High Court to Rule 
Whether T-H Act 


Covers Dealers 


| WASHINGTON.—The U. S. Su- 
preme Court has agreed to review 
la lower court decision which held 
|that franchised auto dealers come 
under the provisions of the Taft- 

Hartley Act. 

In the case in question, Howell 
Chevrolet Co., of Glendale, Calif., 
contended that the National Labor 
Relations Board had no authority 
over it, because it sold all cars 
| within California and bought them 
|from an assembly plant in the 
state. 

The Ninth Circuit Court of Ap- 
peals agreed, however, with NLRB 
that the law covers auto dealers, 
regardless of whether they make 
all their sales in one state or not. 

NLRB attorneys argued that the 
dealer had contracts with General 
Motors which “make it an integral 
part of a nationwide distributing 
system.” This, they contended, puts 
the dealer in interstate commerce 
and under the Taft-Hartley law. 

NLRB originally cited the dealer 
for refusal to bargain with a union 


Ad Drive Staged 
To Up U. C. Sales 
In Chicago Area 


CHICAGO.—A 10-day campaign, 
designed to boost used-car sales, 
| was wrapped up here Sunday (May 
| 24) by the Chicago Tribune, spon- 
sor of the “Gold Tag Days” adver- 
tising promotion. 

The campaign, officials said, was 
designed to make the public realize 
that “now is the time to buy a 
|used car,” and was timed to span 
the two weekends between Mother’s 
Day and Memorial Day. 

To arouse public interest, the 
Tribune used color promotion in 
full and half-page ads, plus radio 
spot announcements. Kits of gold 
tags to attach to cars and 12-by-48- 
inch streamers for display room 
windows were available to dealers 
|who placed want ads during the 
10-day period. 

The Tribune reported that about 
250 dealers cooperated by placing 
want ads. Altogether, 10,000 gold 
|tags were distributed to dealers. 
The Tribune carried a full-page dis- 
| play ad the day the campaign was 
launched, and dealers’ ads for the 
sale of used cars led the want ad 
section that day. 















































May 13 


(Sale fast, could have sold more 
Pontiacs, Fords and Chevrolets. Sold 
87 cars out of 127 offerings.) 


BUICK—'51 Super 2-dr., $1.450*, $1,- 
250*. '50 Special 2-dr., $970; conv., 
$1,275*. 


CADILLAC—’52 (60) 4-dr., $3,500*. 
CHEVROLET — '52 SL Deluxe 4-dr. 
| $1,280; 2-dr., 


$1,350*, $1,150. ‘51 FL 


Deluxe 2-dr., $1,075. '50 SL Deluxe 
| 2-dr., $905, $875, $850. ‘49 business 
| coupe, $680, $675. 
| CHRYSLER—'49 NY 4-dr., $820*. "48 

NY conv., $425. 

DeSOTO—’51 Custom club coupe, §$1,- 
120. °48 Deluxe 4-dr., $440, $415; 
club coupe, $420. 

$1,- 


050; Coronet 4-dr., $1,015; Wayfarer 


DODGE—'51 Meadowbrook 4-dr., 
2-dr., $880. '50 Wayfarer 2-dr., $730. 
‘49 Coronet 2-dr.. $720, $650. ‘48 
Custom 4-dr., $550, $500. '47 Custom 
club coupe, $500, $360. 

| FORD—'52 Custom (8) 4-dr., 2 at $1,- 
550*; %-ton Panel, $745. '51 Custom 
(8) 2-dr., $1,130, $910. '50 Custom 
(8) club coupe, $775; Custom (6) 
2-dr., $810, $700; %-ton (8) pickup, 
$500. ‘49 Custom (8) 2-dr., $640, 
$630, $590; conv., $775. ‘47 SD (8) 
2-dr., $410. 

HUDSON—’50 Pacemaker 2-dr., $500. 


’48 Commonder (8) 4-dr., $500. 
KAISER—'52 Virginian, $1,350. 
MERCURY—’51 4-dr., $1,160. '50 4-dr., 

$960. ‘49 2-dr., $780, $660, $570; 

4-dr., $750, $700. 


NASH—’51 Statesman 4-dr., 2 at $900, 
$825, $780; 2-dr., $825, §730. ‘50 
Ambassador 2-dr., $675. 

PACKARD—'49 4-dr., $505. 


PLYMOU T H—’52 Cambridge club 


coupe, $1,175, $1,135, $1,090. ‘51 
Cambridge club coupe, 2 at $900, 
$925. ‘50 Deluxe club coupe, $850, 
$830; 4-dr., $820. '49 Deluxe 4-dr., 
pe 2 at $625, $590. "48 SD 4-dr., 
$385. 


PONTIAC—’52 Chieftain (8) 2-dr., 
600. '51 Chieftain (8) 2-dr., 
’50 Chieftain (8) 2-dr., 
SL (6) club coupe, $720. 

STUDEBAKER — '50 Champion 4-dr., 
$810*, $590, $575, $570. 


power steering. 


$1,- 
$1,265°. 
$1,115°. °48 
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IT ALWAYS PAYS To 
PROMOTE A PRODUCT 
THAT BUILDS A 
BUSINESS YOU CAN KEEP 
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BENEFITS NEW CAR DEALERS AND CAR OWNERS ALIKE 





Not only is Porcelainize the outstanding product in 


its field, but no one can offer it except you. 
The business you build is yours to keep. 


Equally important is the fact that Porcelainize is a never 


ending source of customer satisfaction. 


These benefits build and maintain your third largest 





source of Service Revenue. So promote Porcelainize to 
every buyer of a new car and to every owner 


of an older car. 


RCELAI NIZE * he Wold Minded fer Toe Aedenclile Apeaance 
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Senate Passes Stand-By Plan... 


Diluted Controls Bill 
Now Up to House 


(Continued from Page 2) 


ing Committee—before the bill was 
sent to the floor—of an amendment 
by Senator Burnet R. Maybank, 
South Carolina Democrat, denying 
power to impose credit controls 
“unless in a national emergency.” 

That amendment went to the 
Senate floor as part of the original 
bill, and was strengthened when the 
Senate adopted the Byrd amend- 
ment. 


amendment introduced by. Sena- 
tor Homer Ferguson, Michigan 
Republican, which would have 
the effect of preventing discrim- 
ination against the auto industry 
in the allocation of strategic met- 
als in any future emergency. 


The amendment, aimed at cir- 


Horne Guides Jaycees 
Russell Horne, manager of Horne 


It was believed that the House| Buick Co., Forest City, N. C., has 


would concur in that action. 


been elected president of the Forest 


The Senate also adopted an | City Junior Chamber of Commerce. 














cumventing mass unemployment, 
would give preference in allocations 
only to industries engaged in de- 
fense work. After the Korean out- 
break, auto makers complained that 
materials were denied to them but 
that less essential industries were 
provided for. 


The feeling prevailed that the 


House certainly would not grant} 


any more controls authority than 
did the Senate, and possibly not 
vote any freeze authority at all. 


The Senate bill extends until 
June 30, 1955, the Small Defense 
Plants Administration, which 
otherwise would expire June 30 
of this year, It also allows con- 
tinuation of the V-Loan program 
to aid defense projects. 


Other than those two extensions, 
the Senate gave grudgingly and 
sparingly. Limitations were put on 
all powers granted, and a declara- 
tion of war or trigger action by 
Congress was made necessary be- 
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fore a national clampdown on pro- 
ducing, selling or buying could be 
effected. 


GET C FAST WITH FRIGIKAR 


a 





the mechanically refrigerated air conditioner for automobiles 


that has been proved tops in efficiency for five years . . . by 


thousands of satisfied customers in the heat of southern summers. 


Frigikar is best for city traffic driving for it cools quicker, 


delivers as much cold air as desired. Frigikar is easily installed, 


(has been installed by small garages all over the world), does 


not require extra ventilators built outside the car. Fits all cars. 


Order your Frigikar kits now . . . get cool profits fast! 


AIR CONDITIONIN 








Southern Calif. Pontiac Men Plan Ahead— 


Directors of the Pontiac Dealers Club of Southern California meet with W. A. P. 
John, board chairman of MacManus, John & Adams, Inc., advertising agency, to lay 
plans for future campaigns. Around the table (from left) are Jack Holmes, Los Angeles 
manager for the agency; W. A. Iverson; Fred Ryan, general manager of Savage- 
Haldeman; Harlan Wood; Roc Cutri; R. L. Amberg; Ernest Rother, president of the 
club; S. C. Kurtz; Don House, Pontiac zone manager, and John. 


DeSoto Managers 
Join Dealers 
At Detroit Parley 


DETROIT. — DeSoto’s regional 
Managers and members of the 
national DeSoto Factory - Dealer 
Conference held a joint meeting 
Thursday (May 21), it was an- 
nounced by J. B. Wagstaff, sales 
vice-president. 

It was the first time since the 
formation of the Factory - Dealer 
Conference that members had met 
jointly with DeSoto regional man- 
agers, Wagstaff said. 

Speakers at the meeting, in ad- 
dition to Wagstaff, were L. I. 
Woolson, DeSoto president; A. B. 
Nielsen, eastern sales manager; 
Paul Herpolsheimer jr., western 
sales manager; R. M. Rowland, di- 
rector of merchandising, and J. L. 
Wichert, director of advertising 
and sales promotion. 

Dealers attending the meeting 
included: 

Wilson T. Kirksey, Birmingham, 
Ala.; Frank Wing, Boston; James 
A. Meador, Roanoke, Va.; Ray L. 
Schappe, Madison, Wis.; E. J. 
Brodell, Cincinnati; Tom Murphy, 
Lubbock, Tex.; Harold Medow, 
South Bend; W. L. Stone, Musko- 
gee, Okla.; D. M. Herrick, Los 
Angeles. 

Also, Sidney Stallings, Greenville, 
Miss.; N. J. Koppy, St. Paul; 
Nelson Mintz, Great Kills, N. Y.; 
G. R. Perkins, Colorado Springs, 
Colo.; L. S. Snyder, Harrisburg, 
Pa.; Paul W. Jones, McKeesport, 
Pa.; E. H. Roberts, St. Louis; C. C. 
Freed, Salt Lake City, and E. J. 
Arnstine, Syracuse. 

Regional managers included: 

D. J. Spitzer, Atlanta; W. J. 
Cleland, Boston; J. M. Blake jr.; 
Charlotte, N. C.; R. R. Fisher, Cin- 
cinnati; S. L. Noble, Chicago; A. 
J. Duderstadt, Dallas; E. G. Bath, 
Detroit; C. Swenholt, Kansas City; 
A. H. Langridge, Los Angeles; G. 
H. Babb, Memphis; A. B. Phipps, 


Minneapolis; ©. L. Davis, New 
York; C. G. Mix, Omaha; H. L. 
Shuster, Philadelphia; J. P. De- 


Gorgue, Pittsburgh; J. K. Winters, 
St. Louis; E. E. Harrison, Seattle. 
and T. L. McManus, Syracuse. 


Brazil to Curtail 
Import of Autos 


RIO DE JANEIRO.—(UTPS)- 
The Export and Import Control 
Board of the Bank of Brazil] has 
announced that applications for 
importing automobiles for the pur- 
pose of resale in Brazil will not 
be accepted after July 1. 

Requests for import licenses of 
knocked-down cars to be assembled 
in Brazil will be considered, the 
board said. 


22 Firestone Scholarships 


Given Employes’ Children 

AKRON. — Award of 22 college 
scholarships to sons and daughters 
of employes of Firestone Tire & 
Rubber Co. in 11 states has been 
announced by Harvey S. Firestone 
jr., chairman of the board. 

The scholarships provide for 
tuition, fees, textbooks and a con- 
tribution toward living costs, and 
are renewable each year until re- 
quirements for an academic degree 
are fulfilled. 

Two hundred and ninety-five ap- 
plications were made. Of the win- 
ners, eight were from Ohio, fou- 
from Tennessee, two from Mass- 
achusetts, and one each from Con- 
necticut, California, Georgia, In- 
diana, Iowa, Kansas, North Carolina 
and Utah. 
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DEALERS MAKE THE MOST 


DEMONSTRATION 
DRIVES 


OLDSMOBILE 





LAUNCHES 


(Double Dik 


Dealers everywhere report that Oldsmobile 
popularity is rocketing to new highs this 
year ... particularly with the ladies. For 
never before has Oldsmobile had so many 
features that appeal to men and women 
alike! That’s why dealers are now launching a tremendous new 
DOUBLE-DATE DEMONSTRATION DRIVE . . . aimed at 
every member of the family . . . aimed to sell all of Oldsmobile’s 
brilliant “double features”! “Rocket” Engine and Hydra-Matic 
Super Drive! Power Steering and Power Brakes! Power Styling 
and Power-Ride Chassis! Frigidaire Car Conditioner and 
Autronic-Eye! Yes, there’s double-appeal in Oldsmobile and 
dealers are doubly sure... It’s SMART to BE with OLDS! 





OLDSMOBILE 


DIVISION 


GENERAL 


MOTORS 


CORPORATION * LANSING, MICHIGAN 
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Little Change Seen if Excess-Profits Lev 
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Ends... 





Tax Effect on Ads Is Analyzed 


DETROIT.--Probable effects the 
end of the excess-profits tax will 
have on advertising were discuss- 


ed last week by Reginald Clough, | 


editor of Tide magazine, before the 
Detroit Adcraft Club. 


Clough said he finds some ad- 
vertising people openly worried 
about the end of the tax, lest it 
means a cut in advertising 
volume—probably, but not neces- 
sarily, limited to companies in 
the highest-tax bracket. 
Although no over-all breakdown 

exists on which companies are in 
the excess-profits bracket, Clough 
said, it has been estimated that 
one of eight companies—advertis- 


| though some companies, especially 





ers and non-advertisers 
taxes. 

The last time the excess-profits | 
tax ended, at the beginning of 
1946, Clough said total advertising 
did not decline immediately, al- 


pay such | 


} 
ones with big war contracts, did | 
drop out. However, the tax rate} 
then was above 80 percent and the 
drop was to 30 percent. 

Now the average paid by all) 
companies in the _ excess-profits | 
bracket is 63 percent, and those} 
companies will drop only to 52| 
percent, Clough said. 

It is Clough’s opinion that the 
company now advertising, mere- 
ly because it costs only 37 cents 





on the dollar to do so, is a rather 
rare exception. 
One reason Clough believes that 


there will be little decline in ad- 
vertising, along with the end of 
the excess-profits tax, is that com- 
petition will continue getting | 
tougher, increasing the need for 
consistent advertising. 

In emphasizing this need for 
more and improved advertising, 


ew Mack Branch 


Opens in Cleveland 

CLEVELAND. Mack Motor 
Truck Corp. announce the opening 
of a new factory branch here at 
13600 Broadway. 





... thanks to Borg-Warner POWER BRAKES 


Just a light touch, an e-a-s-y pedal pressure, and Borg-Warner 





BW engineering makes it work 
BW production makes it available 


Almost every American benefits every 
day from the 185 products made by 


BORG-WARNER 


THESE UNITS FORM BORG-WARNER, Executive Offices, Chicago: ATKINS SAW « BORG & BECK « BORG-WARNER INTERNATIONAL 
BORG-WARNER SERVICE PARTS « 
INGERSOLL PRODUCTS «+ 
MARVEL-SCHEBLER PRODUCTS «+ 
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used the 
and ‘marketing revolution. 
marketing,” he said, “in- 
all the steps necessary to 


terms ‘total mar- 


Clough 
keting’ 
| “Total 
| cludes 


|}factory to the door of the con- 
| sumer. 

“The marketing revolution,” he 
said, “is the process of bringing 


the nation to the point where it is 
as good at selling things as it is at 
making them. 

| “Let’s stop talking about cutting 
the cost of marketing and think 
instead about what we can accom- 
plish through better marketing at 
the same or—to be thoroughly real- 
istic about it—at higher marketing 
costs,” Clough said. 


The importance of the market- 


| ing revolution, Clough said, can- 


not be overestimated. He quoted 
a top marketing expert as saying 
that “if we get into a depression, 





it will be unnecessary.” Success- 





power brakes take hold. Instantly. Smoothly. Firmly. Braking 
power is stepped up—for quicker, surer, safer stops, with a 
fraction of the effort. This means more efficient braking— 
plus greater driver comfort, less strain, less fatigue. 

What’s more, Borg-Warner power brakes have a minimum 
of wearing parts, require no lubrication, and are not affected 
by climatic conditions. That means longer life, lower main- 
tenance costs, greater dependability. Unusually compact, 


units are easily installed in existing brake systems. 
Available for passenger cars, trucks, tractors and trailers, 


CALUMET STEEL «+ 
INGERSOLL STEEL * LONG MAN 


REFLECTAL «+ 
WARNER GEAR + 


CLEVELAND COMMUTATOR « 


MECHANICS UNIVERSAL JOINT «+ 
ROCKFORD CLUTCH «+ 
WARNER GEAR CO., LTD. + 


UFACTURING «+ 
MORSE CHAIN « 
SPRING DIVISION «+ 

WOOSTER DIVISION 


DETROIT GEAR «+ 
LONG MANUFACTURING CO., LTD. « 

MORSE CHAIN CO., LTD. «+ 
WARNER AUTOMOTIVE PARTS 


Borg-Warner power brakes are designed, engineered and pro- 
duced by B-W’s Marvel-Schebler Products Division. Another 
example of how Borg-Warner “designs it better—makes it 
better.” One more way Borg-Warner serves the automotive 
industry—and the public—every day. 


FRANKLIN STEEL 
MARBON 
NORGE 


| get a product from the door of the | 


ful marketing, this executive 
says, could postpone any de- 
pression, prevent it entirely or— 
at the very worst—make it much 
less severe. 

“They (companies) need to stop 
diverting funds out of the ad- 
vertising budget and work toward 
|making those advertising dollars 
|perform the long-range tasks that 
| they can perform so well,” he said. 
|“They need to stop pressuring the 
|media into cutting rates, or giving 
things away free, or doing jobs 
that are the proper function of 
|}the advertiser himself. They need, 
|}in a sense, to get back to advertis- 
ing.” 

Advertising and marketing per- 
| sonnel needs to be better informed, 
|Clough said, in the fields of eco- 
nomics, psychology and sociology. 

Consumers do not really know 
what they want, he said, and if 
they had been left to determine 
their own progress by their 
wishes in 1800, there would be no 
electricity today—only vastly im- 
proved kerosene lamps. 

Clough also cited the need for 
developing new markets. He 
mentioned particularly the Negro 
market, the farm market and the 
foreign market. 

He stressed the value of smarter 
public relations. Top-grade public 
relations, he said, must help the 
company make more money, sell 








more products and reach more 
people. 
“It is impossible to separate 


public relations from advertising 

. ” Clough said. “The good ad- 
vertising program that results in 
poor public relations for business 
or for advertising is not really a 
good advertising program at all 
even if it does produce sales. Ad- 
vertising has to produce more 
sales, and it has to leave a better 
impression for the advertiser with 
the public.” 


Packard Reports 
Increased Demand 


For Optional Items 


DETROIT.—Buyers of new Pack- 
ards are demanding more optional 
equipment than in previous years, 
Fred J. Walters, marketing vice- 
president, said last week. 

Citing surveys made among Pack- 
ard dealers, Walters said purchases 
of power brake units alone have 
increased 35 percent over 1952. 
Automatic transmissions, Walters 
said, are being bought at a rate of 
more than 80 percent of total trans- 
mission production, the highest 
level since this equipment was in- 
troduced by the company. 

No accurate year-to-year com- 
parisons of power steering sales 
can be made as vet, according to 
Walters, but month-to-month sales 
reports show steady gains. 

Figures show that automatic 
transmissions and power brakes 
are in higher demand this year on 
j}all Packard models, with increases 
| ranging as high as 40 percent for 
|}power brakes on some models, 
|Walters said. Automatic transmis- 
sion sales are up nearly 20 percent 
'on some models in the Clipper line 
he said. 


Boyle Sells Interest 

Ralph Boyle has sold his interest 
in the Boyle & Hook Dodge-Plym- 
louth dealership in Willard, O., to 
|his partner, Loyola Hook. The two 
men had been partners in the 
agency since 1937. It was also an- 
nounced that Robert Trimmer is the 
new manager of the sales depart- 
ment. 





|'Rootes Aide in U. S.— 


Robert Fennell (left), president of Rootes, 
Inc., and §S. J. Hine, joint managing direc 
tor of the home division of Rootes, Ltd. 
stand in front of the Rootes showroom in 
New York. Hine is touring the U. S. to 
‘ study auto merchandising methods. 
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Motor (Jar! 


It is doubtful if a single manufactured product 
ever occupied a higher place in the affections of 
the world’s people than today’s Cadillac car. In 
America alone, the number of motorists who would 
prefer to own a Cadillac must be counted in the 
tens of millions. And if the whole of the world’s 
motoring population were to be considered, that 
number would grow almost beyond calculation. 


Beyond any question, Cadillac is the most beloved 
and respected motor car ever to travel a highway. 
And to Cadillac dealers everywhere, this fact 
should prove a source of immense pride and satis- 
faction. For it means that their businesses and 
their futures are built on the soundest possible 
foundation —a foundation of overwhelming 
public preference for the product they represent. 





CADILLAC MOTOR CAR DIVISION—GENERAL MOTORS CORPORATION 
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K-F Opens Outlet in Denver— 


A reported 7,500 visitors attended the two-day opening of Colorado Kaiser-Frazer 
in Denver. The firm, formerly named Northwestern Auto Co. and operated by Earl 
J. Meer and David Schwardt, was recently acquired by Kaiser-Frazer Corp. A. J. 
Gilbertson (center, facing camera) is general manager. The outlet will distribute parts 
and accessories in four Rocky Mountain states. | 


part. 

The industry is well aware that 
reduced machining effort means 
reduced production costs — with- 
| out sacrificing quality. This is 
America for all products of Russ- | the reason why so many steps 
Elektroofen K. G., Cologne, Ger-| are being taken either to elimi- 
| many. nate machining entirely or to im- 

This association makes available | Prove the speed and reliability 
to American industry through U. §.| of the methods used to remove 
sources the Russ electric melting| metal. 
furnaces and hearth holding 
| furnaces for aluminum, brass, cop- 
| per, iron and other alloys. 


1 
Reich Industrial Furnaces 


Now Available in U. S. 

LOS ANGELES. James H. 
Knapp Co., designers and manu- 
facturers of industrial furnaces, an- 
nounces it has obtained manu- 
facturing, sales, installation and 
servicing agreements for North 


MARVEL 
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crankcase and gas tank. 


AUTOMOTIVE NEWS, MAY 25, 


The vigorous campaign to mini- 
mize machining begins in the forge | é 7 : r 
| plant. Better dies and better con-| use of semi-finished forging billets 


NEW CARS NEW LONGER... 
USED CARS IN USE LONGER... 


Profitminded dealers and repair shops 
know the best advice they can give a 
customer is to-suggest Marvel in the 


Whether he has a new car or used car. 
it's advice a driver can hear in the 


1953 





Industry Chops Away 
At Machining Costs 


| REDUCED machining costs undoubtedly hold a key spot 
in the future plans of automobile producers for holding 
the price line. While other important steps have been taken 
to reduce car production costs, it is unlikely that any other 
single program has been more successful than the industry’s 
efforts to reduce the time and* 
work required to machine a| 


trols for forging equipment—in ad- 
dition to more skilled operators 
has greatly reduced the number of 
pounds of metal that must be re- 
moved from a crankshaft or a 
steering knuckle, for example. 
The large-scale substitution of 
press forgings for hammer forgings 
|has also reduced machining re- 
| quirements. 
* * * 


| Steel Mills Help Out 


io important forward 
steps have been the extended 





FOR MORE PROFITS — 
PUSH MARVEL MYSTERY Oll 
AND THE MARVEL INVERSE OILER 












Marvet in the crankcase lays @ strong, heat-resistant film of oll on ll moving ports 
. « « eliminates hydraulic valve datter . ... provides ring seal . . . cleans, cools and 


protects bearings and vitol upper cylinder regions. The cor runs for many more 
engine miles per dollar. 


Install a Marvel Inverse Oiler for direct lubrication to the heart of the engine. Feeds 
in direct proportion to horsepower curve through inverse ratio to manifold vacuum. 
Wo other oiler works on this principle! Fully adjustable. Easy to install. Fully guaranteed. 


Your jobber can supply you, or write: 
EMEROL MANUFACTURING CO., INC. 
Dept. 321, 242 West 69th Street, New York 23, MY. : 
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and the coming use of hot ex- 
truded, partially formed forge 
blanks, Semi - finished steel billets 


have been used by many large car 
producers for crankshafts, connect- 
ing rods and hinges. 

At least two of the nation’s 
largest steel mills will soon he 
in production of extruded semi- 
finished steel parts using glass as 
a die lubricant. The new method 
is expected to make it possible to 
make comparatively short-run, 
semi-finished forging blanks 
which would not be practical if 
steel mill rolls had to be cut to 
produce these special shapes. 

The growing use of shell molding 
for the production of crankshafts 
is directly related to the reduction 
in machining costs, although advan- 
tages in design as well as improved 
performance also are claimed for 
the shell-molded parts. 

The increasing use of die cast- 
ings is based, of course, both on 
high production and faster ma- 
chining. At present, it is interest- 
ing to note, magnesium castings 
have become competitive with 
aluminum die castings on a price- 
volume basis. Because magnesium 
can be machined faster than 
aluminum, Mg is expected to get 
increased attention. Incidentally, 
the auto industry is already the 

| biggest civilian industry user of 


magnesium. 
* * * 


More New Materials 


pCownEr metallurgy is one of 

the best examples of an in- 
dustry that has come into existence 
primarily because metal parts can 

be produced automatically at a 
very rapid rate and in such con- 
|dition that they usually require 
/no machining whatever. Also, if 
desired, powdered metal parts can 
be impregnated with oil, or they 
can be impregnated with metals 
like copper to give greater strength 
and stability. 

Not the least attractive prop- 
erty of some of the new plastic 
| materials is the fact that tools, 
dies and fixtures can now be 
| made quickly without machining. 
Accurate plastic-clad fixtures, for 
| example, are being built by mak- 
| ing undersize gray iron castings. 
| A surface layer of impregnated 
fiber glass cloth is then built up 
to the contour desired and bonded 
to the casting. The previous 
method of making such fixtures 
|} was to make the castings oversize; 
then Keller, barber and spot to 
final desired accuracy. Big weight 
savings are often possible using the 
new method, as well as reduced 
machining. 

The aircraft industry is using 
hundreds of molded-plastic drill 
jigs with inserted metal bushings 
to build a single fighter plane. The 
auto industry will undoubtedly 
learn much about short-run tooling 
from the use of plastics for air- 
craft. 





Wood Is President 
Of Warner Brake 


BELOIT, Wis. — Steven P. J. 
| Wood has been elected president of 
Warner Electric Brake & Clutch 
Co., it was an- 
nounced last 
week by the 
board of direct- 
| ors. 

Wood joined 
| Warner in 1946 
|after five years 
|of Army service, 
including a tour 
of duty in the 
European theater. 
| Since then, he 

|has served in a S. P. J. Wood 

| variety of executive positions. He 
was named general sales manager 
|in 1947 and vice-president in 1949. 


Warehouse Assn. Admits 


Four New Members 


CINCINNATI, — Four new 
members were admitted to the 
Automotive Warehouse Distribu- 
tors Assn. at the spring meeting 
last week. 

They were Badger Bearing Co., 
Cleveland; B & W Sales Co., Cin- 
cinnati; Chap Associates, Detroit, 
and Doan Warehousing Corp. 
Miami. 

Speakers at the meeting included 
Robert McGill, sales manager of 
F. Somers Peterson Co., San Fran 
cisco, and Jack F. Whitaker, o 
Kansas City. 
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(Continued fro. Page 3) 


enjoy having your account on our | 


books. 
Our customers are cooperative, 


your car, or install a new radio, 


| heater, or have new tires put on, 
| and add it to the account. 


and I know when you glance at | 


the past-due date on the enclosed 
invoice, you will immediately send 
us your check. Thanks! 
Sincerely, 
* * * 


LETTER No. 2 
Dear Sir: 

We have confidence in the peo- 
ple of (name of your town). Our 
experience with them more than 
justifies this conviction. We have 
confidence that when you note the 
past-due date on the enclosed in- 
voice, you will immediately send 
us your check. 


Thanks for your cooperation. 


Sincerely, 
> * * 


LETTER No. 3 


Dear Sir: 

One of the satisfactions of this 
business is our attempt to take 
care of our customer service needs 
promptly, efficiently and at low 
cost. But the expense of running 
our service consists mostly of 
parts for which we pay cash, and 
labor for which we meet a week- 
ly payroll, 

Therefore, we know that you 
will cooperate with us in main- 
taining this low-cost operation 
by not allowing your account, 
which you will note by the en- 
closed invoice is past due, to run 
any longer. Please send the check 
today while it is on your mind. 


Sincerely, 
* 


+ 
LETTER No. 4 


Dear Sir: 


The satisfaction of this business 


comes from serving customers 


not from attempts to collect past- | 


due accounts. 


If there is any reason why you | 
cannot pay the enclosed invoice | 
which is past due, promptly, won't | 
you give us a promise as to when | 


we may expect it? 
Sincerely, 
Bg * * 


LETTER No. 5 


Dear Sir: 

We have called your attention 
to the past due invoice on many 
occasions. You realize the need 
for any business, such as ours, to 
keep our assets liquid, and we 
are confident that you will send 
us your check immediately in 
order to avoid the necessity of 
further collection activity on this 
amount which perhaps would not 
be pleasant to either of us. 

Sincerely, 
x * * 


LETTER No. 6 


Dear Sir: 

We are still confident, in spite 
of the fact that we have reminded 
you of the enclosed past-due in- 
voice many times, that you expect 


Sincerely, 
* * * 
LETTER No. 7 
Dear Sir: 
We have attempted to be gen- 


erous and liberal with regard to | 


| your past-due account shown on 





to pay it and thus avoid the ne- 


cessity for legal action. 


If you find it impossible to take | 
care of it immediately, come to | 
our Office, and we will be glad to | 


arrange to transfer it into a note | 


where you can take care of it on | 
small monthly payments, and at | 


the same time have any further 
work you may require done on 


Esserman Denies 


Tax Falsification 


CHICAGO.—Irving Esserman, 65, 
president of Esserman Motor Sales 
Co., 6130 Cottage Grove, pleaded 
innocent last week to a charge of 
filing a false income tax return. 


Esserman was indicted March 14 | 


ca charges of failing to declare 
$23,502 income for 1946. It was 
alleged he failed to list this sum 
1s part of the income of a partner- 
ship in the motor sales business 
? ofore it was changed to a corpor- 

. ion. 

Federal Judge John P. Barnes 
granted Esserman’s attorney 20 
days in which to file a motion to 
dismiss the indictment, and the 
nes 10 days in which to 
reply. 





the enclosed invoice, but not hav- 


| ing had any response, it leaves 
| nothing for us to do but place it 
in the hands of our attorneys for | 


collection. 

We are reluctant to do this be- 
cause it will add cost to the 
amount already due, particularly 
if a suit is entered into, which is 


| the attorney’s usual procedure. 


We are hopeful, indeed, that 
you will please us both by send- 
ing your check immediately, or 
by stopping in and helping us ar- 
rive at some mutually satisfac- 
tory understanding. 


_ AUTRES NEW, BAL 20, 1006 


| 








Butzer Rounds Out 45 Years With Studebaker— 


One of Studebaker's oldest dealerships, John S. Butzer & Bro., Ephrata, Pa., 
recently completed its 45th year of service with Studebaker and was awarded a 
special plaque to commemorate the occasion. Shown are front, from left) John C. 
| Zacharias, president of Zacharias Motors, Inc., Mechanicsburg, Pa.; Joseph Oliver, of 
Studebaker's Philadelphia branch; Earl Platt, district manager; John Butzer sr., senior 
partner in the firm; George Read, regional manager, and William S. Butzer, partner. 
In the rear are B. M. Elliott, Philadelphia branch cashier; H. S. Johnson, district 
manager; Lee McWilliams, Studebaker dealer at Lancaster, Pa.; K. B. Light, Studebaker 
dealer at Palmyra, Pa., and Glenn Finney, assistant regional manager. 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
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Herts President 
Optimistic About 
Growth of Firm 


CHICAGO. — Hertz Rent - A - Car 


| System will grow 18 percent in the 


next 18 months, Walter L. Jacobs, 
president, predicted at the com- 
pany’s 29th anniversary manage- 
ment conference here. 

He said that from the present 
size of 550 members operating 700 
stations, the goal for autumn, 1954, 
is 650 members operating 900 
stations. Reviewing postwar pro- 
gress, he reported that the system 
has grown from 212 members in 
1947, 

Nearly 600 representatives of the 
Hertz system attended the three- 
day conference, which consisted of 
management reports and clinics on 
various aspects of the car-rental 
business. 


Jacobs also predicted a _ con- 


__|tinuing growth in the Hertz ad- 
vertising program, which is now 
budgeted at over $2 million an- 


Saginaw 


POWER STEERING 


Sincerely, 


What every Automobile man 


should know about 


Power 





(Number 1 of a Series) 


You’ve probably been hearing a great deal 
about Power Steering lately. It is attract- 
ing more attention in the automotive field 
than anything since automatic transmis- 
sion. For the most part, comment has 
been extremely favorable. However, as 
with any new product, there have been 
some misconceptions due to incomplete 
or faulty information. 


That’s why we, as the world’s largest pro- 
ducer of power and manual steering gears, 
are publishing this series of messages to 
help answer some of the questions most 
frequently asked about Power Steering. 
Let’s start with a basic one. 


1. IS POWER STEERING HERE TO STAY? 


Definitely yes! No other major automotive 
development (not even automatic trans- 
mission) has won such rapid public accept- 
ance. Its principles have already been 
perfected by years of use in heavy vehi- 
cles such as buses, trucks and road-build- 
ing equipment and in ships and aircraft. 


2. IS IT TROUBLE-FREE AND DURABLE? 
Again, yes! Engineering tests over many 
years have proved that Saginaw Power 
Steering will easily outlast the average car 
with nothing but an infrequent adjust- 
ment or addition of oil. 


automotive industry, every week throughout the year. 








nually. 





Steering 


3. WHY IS SAGINAW POWER STEERING 
SAFER ? Saginaw Power Steering is safer 


because it helps you drive relaxed and 
tension-free. It resists and absorbs wheel- 
twist from ruts or chuckholes—enables 
you to keep your car under safe control 
even in case of a blowout at high speed. 
Saginaw Power Steering also provides 
quicker steering response in any emer- 
gency. 


Because of its simple and sturdy construc- 
tion, there’s practically no chance of power 
failure. But just in case, you always have 
the assurance that you can guide your 
car by manual steering—an extra built-in 
safeguard that prevents any possibility of 
loss of control. 


Another vital safety feature of Saginaw 
Power Steering is the comforting “‘feel of 
the road” —the subject of our next 
message. 


MEANTIME —if you’d like to learn more, 
we'll be delighted to send you “THE 
FACTS ABOUT POWER STEER- 
ING”—an interesting little booklet we’ ve 
prepared to help give you a better under- 
standing of this important new develop- 
ment. It’s yours for the asking—just use 
the handy 
coupon. 


General Motors Corporation 
Saginaw, Michigan (Dept. N) 

Please send o free copy of “The 
Facts About Power Steering” 
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Better than 
fomorrows sales aids— 


the 
SEATS - of-the- 


are 








O illusive “someday-maybe”’ about the clean- 

lined seat you see above. Seats like it are help- 

ing sell tens of thousands of cars right now—and 
they’re cars in many price ranges. 


Yes, the seat looks like a strictly custom deal—and 
expensive even for that—but AIRFOAM engineering 
has made its striking beauty, its deep luxurious- 
ness, practical for every price range! 


And high time, too. Motorists have become more 





future 


HERE! 


discerning about AIRFOAM in automobiles. They 
want AIRFOAM seats of greater depth, they want 
them front and rear. They want plenty of AIRFOAM 
in backs and arms — and forward-looking manu- 
facturers are making the most of it. 





So can you. With plenty of AIRFOAM in your lines, 

you can give anyone a run for the best business 

in town! Goodyear, Automotive Products Dept., 
Akron 16, Ohio. 


MORE AIRFOAM IN YOUR LINE—MEANS MORE NAMES ON THE DOTTED LINE! 
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Once POSSIBLE 


for Luxury cars— 


¢ The only type cushioning with over 
half a million air cushions to each 
cubic inch, AIRFOAM “air-conditions” 
the ride—stays cool, fresh, inviting. 









Now PRACTICAL 
for any car! 


¢ AIRFOAM’s deep Juxury and gentle 
“uplift” make any car seem smoother- 
rolling, better ballasted. 







PAA Rs Aa 48 








. aa ace y ahi : ¢ A one-piece cushioning material, j } 
Deeply sculptured biscuit tufting such as this was once too costly AIRFoaM holds its smart lines for the 
for any but custom jobs. 


life of the car—increases trade-in 
value. 


7 te a ht ae RMN. 


Today, AIRFOAM techniques and design-engineering have made it 
economically practical for cars in all price ranges—could help you 
sell any model on your floor! 


GO 


VINMEST- CUSHIONING 


aise 





Airfoam—T. M. The Goodyear Tire & Rubber Company, Akron. Ohio 


Dr YEAR 


We think you'll like THE GOODYEAR TELEVISION PLAYHOUSE—every other Sunday—NBC TV Network 


“ 
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AUTOMOTIVE WASHINGTON 
Tax Overhaul Hearings 
To Cover 40 Points 


By William Ullman 


Washington Correspondent 


- APPARENT frustration at Administration opposition | 
to his proposed 10 percent personal-income tax slash, Dan) 


Reed, chairman of the House Ways and Means Committee) 
has turned his attention to an exhaustive overhaul of the| 


entire Federal tax structure. 

The New York Republican? 
announced that hearings will 
begin June 16 on 40 proposals 
for revising the revenue system. 

This is expected to be the start | 
of a long-range enterprise leveled 
at prospective changes in the tax 
law to give the Federal Govern- 
ment a permanent taxation basis 
for the future. 

The veteran tax legislator, who 
frequently has referred to the ex- 
isting revenue code as “a hopeless 
jungle through which even the best 
tax lawyers find their way with 





engineered for their jobs 





hearings will not 


William Uliman 





Designing and producing fifty-three 
million radiators over a period of forty- 


two years is an impressive achievement. 


The knowledge gained from long experi- 
ence, plus modern research and testing 
facilities, makes Harrison eminently 


qualified to take care of any automotive 


cooling requirement. 


Radiators — millions of them each year — 
don’t just happen at Harrison . . . they 


are engineered to do specific jobs and 


to do those job 


HARRIS O 
RADIATO 
Divisio 


GENERAL 


LOCKPORT, NEW 


s right. 


MOTORS CORPORATION 


YORK 


ccc eical 
difficulty,” emphasized that the| 
be concerned with 


pending proposals 
for a _personal-| 
income tax cut. | 

Reed said that | 
witnesses will be 
required to con-| 
fine their testi- 
mony to the sub- 
jects listed. 

He noted that 
the last complete | 
tax revision took 
place in 1875. The! 


93 million radiators 


expenses of the taxpayers them- 
a selves). 

6. Business expense deductions 
from adjusted gross income (such 
as traveling expenses, entertain- 
ment expenses, work clothes and 
the relationship of these deduc- 
tions to the standard deduction). 

7. Alimony and separate mainte- 
nance and support payments. 


8 Income-splitting and head- 








| Study Subjects Listed 





sass of-household provisions. 
Pittsburgh Home Show Features Chevrolet— 9. Earned-income credit. 


A Chevrolet Bel Air prominently displayed in the Pittsburgh Home Show beside the 10. The time and manner of filing 
main feature of the show—the model home exhibit—captured a large share of returns and declarations for indi- 
attention from an estimated 150,000 visitors who crowded the Hunt Armory during viduals. 
the 10-day run. No other automotive make was represented. 11. Withholding. 

: : : ¥ 12. Employe death and disability 

time has come, he said, to study| pendency care for working wives benefits. 
the merit, justice and clarity of | widows. etc. i 13. The 3 percent annuity rule. 
each section of what he calls the : 14. Stock options and deferred 
present “crazy-quilt” tax code and | compensation plans. 
rewrite, eliminate or add new pro- | 15. Pension and _ profit-sharing 
visions as needed. treatment. 

* * «& 16. Techniques for alleviating 
double taxation of dividends. 

17. Accounting principles. 

18. Life inventory accounting. 

19. Depreciation and amortiza- 


3. The deduction of medical and 
dental expenses (such as prob- 
lems relating to the 5 percent 
minimum, the maximum dollar 
limits and the coverage of the 
deduction). 


4. Deduction of charitable contri- 
butions, interest and taxes. tion 


5. College and educational ex-| 20. Research and development ex- 
penses (including the unusual penditures. 
school expenses of dependents and 21. Capital gains and losses, in- 
also the professional educational cluding problems relating to basis. 

- a eS ae ee 23. The net operating loss. 

24, Cancellation of indebtedness. 

25. Consolidated returns and in- 
tercorporate dividends. 

27. Corporate reorganizations and 
distributions. 

28. Statute of limitations, as- 
sessment and collection of taxes 
and penalties. 

29. Partnerships. 

30. The various provisions relat- 
ing to income derived from foreign 
sources. 

31. Estates and trusts. 

32. Bad-debt recoveries, bad-debt 
reserves and deduction of nonbusi- 
ness bad debts. 

33. Determination of taxable in- 
come—inclusions and exclusions. 

34. Gift and estate-tax problems. 

35. Excise-tax problems exclu- 
sive of those relating to rates, to 
new taxes or to removal of exist- 
ing taxes. 

36. Retirement funds for self- 
employed and others not covered 
by existing pension plans. 

37. Exclusion of pension and re- 
tirement income for specific types 
of employes. 

38. Depletion and exploration ex- 


== are some of the subjects 
to be considered, listed in the 
planned order in which they will 
be heard: 
1. Qualifications for the depend- 
ency credit. 
2. The expenses of child or de- 





penditures. 

39. Improper accumulation of 
| surplus. 
| 40. Excise-tax rates. 


* * * 


Profits Levy Doomed 

| ¥T APPEARS almost certain that 

the House Ways and Means 

Committee—which must pass on all 
revenue legislation before it can 

|go to the House for debate—will 

;not approve any bill to extend the 

| excess-profits tax. 

Chairman Reed has declared 
repeatedly that the tax should— 
and will—die on schedule, June 
30. 

Reed speaks with considerable 
authority. He has the backing of 
nearly all the members of his 25- 
man committee. 

The 14 Republican members have 
| twice agreed unanimously that they 
opposed extension of the tax and 
most of the Democratic members 
have indicated that they share this 
| view. 

* = + 


Small Business Planning 


ESTIFYING before the House 
| Banking Committee last week, 
Assistant Secretary of Commerce 
| Craig Schaeffer recommended that 
|the functions now performed by 
ithe Small Defense Plants Admin- 
|istration eventually be returned to 
the Department of Commerce. 

However, he indorsed continu- 

ation of an independent small de- 
fense plants agency during the 
mobilization buildup period. 

Schaeffer’s testimony conformed 
closely to recommendations made to 
President Eisenhower by the reor- 
| ganization study committee headed 
by Nelson Rockefeller. 

The witness told the House com- 
mittee that the Department of Com- 
merce favors a bill sponsored by 
Rep. William Hill, Colorado Repub- 
lican, to write a new basic law for 
Government handling of the prob- 
lems of small business. 

The Hill bill would create a 
Small Business Administration as 
4 permanent independent agency, 
under general supervision of the 
President. 
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Cosmopolitan 


The COSMOPOLITAN WHEEL KIT is the only WHEEL KIT that gives all 
FIVE. ..(1) EXTRA LENGTH. . .(2) TOUCH-TOE RELEASE LEVER... 

(3) COMPLETE HORIZONTAL POSITION. . .(4) 100% RATTLE PROOF... 
and (5) NO BODY DRILLING! Adding a true continental flavor to 

any automobile. ..as continental as a week-end in Paris... 

the Bonzer COSMOPOLITAN WHEEL KIT is the hottest item in 

the automotive accessory market today! 


1550 SEABRIGHT AVENUE 


LONG BEACH, CALIFORNIA 
also manufacturers of: STEERING WHEEL SPINNERS, GEAR 
SHIFT KNOBS, PENGUIN CAR COOLERS, PRECISION PARTS. 


NAME IN AUTOMOTIVE ACCESSORIES! 


Somer mere 
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Merchandising 


Memos to Dealers 


By Bob Finlay 





Alans are giving used-car 
merchandising a more careful 
look. 

Heard of one group of dealers 
who asked ad agency to prepare a 
campaign. When they got it, 
dealers’ comment was: 

“This is the same old malarkey. 
We want fresh stuff.” 


So they went out and got a new 
agency. That may or may not be 
the answer, but it would be well 
for advertising men to remember 
that the client is going to demand 


more imagination. 
* * * 


Descriptive 


N PITTSBURGH, a Mercury 
dealer rebelled against ads that 
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describe used cars as “sharp, plain, 
fair, creampuffs, etc.” So he had a 
shopper compare cars on his lot 
with those he liked on other lots. 
Now he is using the precise de- 
scriptive words in advertising copy. 

An independent dealer Wilkins- 
burg, Pa., Brisbin’s Auto sales, 
used a two-inch ad running right 
across the bottom of the page, in 
which he asked: 

“Are you driving a bucket of 
bolts?” In smaller type, he asked: 

“Do people look at your car and 
wonder, ‘Who was killed in the 
wreck?’ Here’s how to overcome 
this social error.” 


New Car 
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Oldsmobile Service Citation for Jerome— 


Roy Fitzsimmons (center), service manager for Jerome Motor Co. (Oldsmobile), New 
Kensington, Pa., receives the ‘good housekeeping’ award for Oldsmobile dealers in 
the Pittsburgh metropolitan area. Attending the ceremony are W. T. Agee (left), 
Pittsburgh zone manager, and C. G. Friedel, zone service manager. The award is 
made monthly to the dealer in the area with the highest point total for his parts 
and service departments based on cleanliness, painting of signs, and equipment 
and layout. 





but Harry A. Brisbin, 
said it drew in customers. 
. * * 


president, ; Price Reducer,” to attract attention 
to used cars. 

A special timing device built into 

its chest reduces the car or truck 


Robot by $25 every minute until the vehi- 


9 ed Kline Chevrolet in South St.|¢je ig marked sold. 


Paul, Minn., is using a_ robot, “Otto” is the only robot of its 


No cars were listed in the ad,| known as “Otto, the Automatic] type in the world, according to 








New car dealers in the Cleveland area step lively in this business of getting new 
cars and prospective buyers together. They are outstandingly successful! 


Added up, they make more new car sales than are registered in anyone of 26 


entire states! That’s the pace set by Cuyahoga County in 1952. 


The Press is proud to play so effective a part in this sales performance. 
Undisputed leader in automotive linage, once again The Press pulled 


away from all other media in pre-selling 7 out of 10 responsive Press 


OE 


e 


families in this rich, brisk-buying market. Accelerated acceptance 
in all quarters of the county points to greater sales ahead. 


Today 312,730 Press families in Ohio’s primary 
market are reading about, evaluating, and 
deciding on the car of their choice — the car 
they're going to buy. 


When you sell more new cars in 
Cuyahoga County, The Press will 
help to sell them first. 


| For the complete analytical 
story of 1952 sales in this top 
market write for “New Car 
Sales Analysis”. 


yi Press 


Jay Kline, company president. 
Billed as the world’s first and 
only mechanical salesman, the 
metal man was the center of at- 
traction at a recent used-car sale 
at the firm. 

“The starting price of each car 
or truck is plainly visible on Otto’s 
chest, as well as on the car or 
truck itself,” Kline explained. 
“Then, as the sale starts, pros- 
pective buyers see the price go 
down until someone decides the 
price is right for his or her pocket- 
book.” 


* * * 


Genuine Sale 


HERE’s nothing like a bona fide 

sale of used cars, if the custom- 
ers are convinced that the sale is 
on the up and up. 

The W. R. Stephens Buick Co., 
Minneapolis, holds several such 
sales a year. And, according to 
Floyd Whitaker, vice-president, a 
policy of offering real price re- 
ductions is adhered to rigidly. 

In the last such sale, Whitaker 
says that 157 cars were sold in 
4% days. At times during the 
first day crowds of visitors were 
so heavy that police were needed 
to maintain order. All sales were 
retail, 

Advertising and promotion for 
the sale, Whitaker said, were con- 
centrated into seven days begin- 
ning with a three-day teaser cam- 
paign followed by a _ large-scale 
classified display in the Minne- 
apolis Star and Tribune every day 
during the sale. 

It was said that advertising ex- 
penditures ran just a bit over 1 
percent of the dollar volume pro- 
duced during the 4% days. 


* * * 


Doll ’Em Up 


A* OLD principle of used-car 

merchandising — reconditioning 
and display—has been revived by 
dealers in Topeka. 

One dealer reported that a cer- 
tain car would not move. He took 
it off the lot, gave it a general 
tuneup and overhaul and a new 
paint job and sold it within two 
hours after it went on the lot in 
the best spot. 

Other dealers in this area have 
rediscovered the selling power of 
a new paint job and are using 
paint, repairs and display to 
move their used-car business out 
of the doldrums, 

This selling technique is also 
having its effect on new-car sales 
because dealers are more careful 
about their trade-ins. Not long ago 
when any car would sell the dealer 
made no mental estimate of the 
work he would have to do before 
| he could dispose of the trade. 
| Now he figures what the selling 
| price will have to be if he adds an 
| overhaul and new paint and a little 
| profit before he takes the trade in 
|at a fancy price. 
| As has always been true of the 
used-car business, some cars be- 
come known as hard to sell. 
Several dealers said that they 
had resolved firmly not to accept 
any more of these cars in trades 
on new but then they always re- 
lent and complete the deal. 

However, the new-car buyer with 
a car to trade is finding that 
dealers are looking over the vehicle 
with an eagle eye—tires, dents, and 
a smoking exhaust—do make a dif- 
ference now. 


Old Timers Club 
Organizing New 


Local Councils 


NEW YORK.— Automobile Old 
Timers, national organization of 
motor car pioneers, is planning to 
broaden its activities by adding 
new councils to its present 33 state 
and city councils. 

Frederick H. Elliott, founder and 
executive vice-president, is now on 
an organization trip to 15 cities in 
five states, and prominent members 
of the automotive industry and 
other fields are scheduled to par- 
ticipate in the discussions. 

Meetings will be held in Harris- 
burg, Pa.; Pittsburgh; Akron; 
Cleveland; Toledo; South Bend; 
Chicago; Fort Wayne, Ind.; Erie, 
Pa., and Buffalo, Rochester, Syra- 
cuse, Utica, Albany and Pough- 
keepsie, N. Y. 

It is expected that the member- 
ship of the club will increase to 
approximately 5,000 before the nex* 
annual convention, which will be 
held Oct. 14 in New York. 





Y\ Geo 
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HE WANTS IT, PLENTY, BUT... 


He’s scared of the price and the monthly payment 
obligations. 

He’s fearful that something might happen to make him 
lose his investment. You’ve sold him on the car, but you 
haven’t closed the deal until you’ve helped him over his 
biggest hurdle—fear of the financial commitment. 

That’s when you tell him about Associates’ Insured 
Payment Plan, one of the most helpful and practical sales 
tools in automotive financing today. 

You tell him how it makes his time payments for him 


in case of illness, disability or death. You show him how 


‘A dotted line is just a dotted line 
—until it's got a signature on it.”’ 





The Old Sage AOU... 


his down payment’s protected in case of emergencies. You 
point out that there’s no red tape, no complicated signing 
of forms, no medical examination, and the coverage is 
effective immediately. You show him how he can buy a car 
on time and still have peace of mind. That’s when you 
close the sale, when you remove the one biggest obstacle 
between the buyer and the car he wants. 

Take advantage of Associates’ Insured Payment Plan. 
Build your sales, profits and good will with complete 
Associates financing and insurance. Call on us for full 


information. 


ssociates 





Associates Investment Company 
Associates Discount Corporation 


Emmco Insurance Company 
South Bend, Indiana 



















INCE I have been unable, for | 
all to ourselves. Now a Columbia 


the past 20 years, to find the 
name Jordan on the list of auto- 
mobile manufacturers and 
since I ’spose the statute of ad- 
vertising limitations must have 
long since expired, maybe I can tell 
you how I happened to write that 
little classic, entitled “The Biogra- 
phy of a Million Dollars,” which 
someone found the other day in 
the attic while housecleaning. 

It contained the idea which made 
the million . . . “just like shootin’ 
fish in a barrel” .. . before the 
1929 depression, when common 





— 
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sense warned us to “get out” while | 


we still had the million. 

There was no secret about the 
idea. Everyone who read _ the 
Saturday Evening Post, and saw 


| the properly timed “full pages” 


now and then in the great news- 
papers of America, knew exactly 
what we were doing. No doubt 


| some advertising men would 


have liked to imitate the idea 
but I felt certain that the 


| engineers wouldn’t let ’em, and | 
| they didn’t. Yuh see, engineers | 


usually figure that a “slip-sliding 
transmission” is much more im- 
portant to a woman than the 
“way she looks to the man who 
likes to look at her.” 

S-o-o-h, in those days we had the 
richest and most profitable market, 


professor (wouldn’t yuh know he’d 
want to make a survey) thinks he 
has discovered a $20 billion source 
of sales. He says the work isn’t 
complete, but it looks as if he 
might find that one-third of all 
women are working . . . bringing 
home some bacon . . . And they 
don’t ask their husbands (except 
as a matter of courtesy) how they 
are going to spend the money they 
make. 

In 1930, one-sixth of all workers 
were women... in 1952 one-third 


nomervance 
< Corps Reserve 


“Blue Beam: from two huge 
searchlights lighted the front of 
Hotel Chase as the reservists and 


a¥TO 


Regiment in Keres. ied many of 


= ST.LOUIS POST-D 


“Never have | koven more 
geliant fighting men thar you 
who were with me om those bitter 


West Berlin 


You Get the 


Nth 
When You Get the 
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Sell the St. Louis Market 











Reliable’s New ‘Rocket Room'— 
Coinciding with its 22nd anniversary, Reliable Oldsmobile Sales, Cleveland, has 


opened its ‘‘Rocket Room," featuring natural lighting to show cars in their true 
color. Attractive closing rooms are arranged along one wall. Seventeen-foot high 
windows permit a broad view of all displays. The remodeling also included a new 
body and paint shop and a used-car lot. Morris Milstein is president, and his son, 
Sol, vice-president. 


of them were on the job. Twenty |to get by on the amount of money 
years ago, the median age of | her husband can allow her. She 
women employes was 30, now its! wants to look as well as other 
38, and in 1952 there were more women and that requires clothes 
of them married | than single. (slip covers, if you like) and ac- 
| cessories. The first thing she wants, 
Women’s Wishes |next to a permanent, is an auto- 
pact is, a woman with a job and, | Mobile. 
perhaps children, finds it hard Perhaps that’s why the women’s 
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the Way the Automotive Trade Does 


Leading St. Louis new and used car dealers, 
trucks, parts and accessories, gas and oil, 
garage and service dealers sold their 
$400,000,000 automotive market in 1952 by using 
1,200,093 lines of display advertising in the 


ST.LOUIS POST-DISPATCH 


the medium which gives you the most 
thorough and economical coverage 
of the St. Louis market 


Circulation: Nearly 400,000 Daily, Over 450,000 Sunday 


NATIONAL ADVERTISING OFFICES 


New York 
521 Fifth Avenue, 17 
J. V. AMBROSE, Manager 


Chicago 
pee Tower 
E. M. ROSCHER, Manager 


Florida 
311 Lincoln Road, Miami Beach, Fla. 
THE LEONARD CO 


PACIFIC COAST 
WEST-HOLLIDAY CO., INC. 


San Francisco 
625 Market St. 5 


Los Angeles 
520 W. Seventh St., 14 


Seattle 
603 Stewart St., 1 


Portland 
520 S. W. 6th Ave., 4 








service magazines again passed the 
top national weeklies in circulation 
during the second half of 1952, ac- 
cording to the Audit Bureau of 
Circulations, and led the weeklies 
by a circulation of 1,100,216 an 
issue during this period. Maybe 
that’s why newspaper advertising 
is getting a great lift. Maybe the 
busy woman doesn’t want to wait 
for the next number when she 
knows she’ll find a newspaper right 
on her doorstep. 

Paul R. Davis, general sales 
manager of Studebaker (in 
business for 100 years) “after 
following the trend of automobile 
buying habits for 29 years,” gets 
a head-line in Automotive News 
in which he says: “It’s All Up to 
Women,” with a subhead read- 
ing, “Their Wish Is the Engi- 
neers’ Command, Says Stude- 
baker Sales Chief.” “All im- 
provements are made to help the 
little lady,” Davis says. 


On the same page is a story 
under the headline “Wife’s Speed- 
ing Leads to New Buzzer Alarm,” 
in which is described a gadget 
which the inventor says would 
eliminate excessive speeding. It’s 
called the “speed informer.” It’s 
hooked up between the speedometer 
and its cable. Now, the inventor 
says, “My wife told me that her 
first reaction when she hears the 
ouzzer is to release her foot’s pres- 
sure on the accelerator.” 

~ bd * 


Seat Cover Deal 


HERE’S an idea just blossoming 

in the seat cover business 
which inspires me to happy remi- 
niscence, Every girl in the Cleve- 
land chapter of the Junior League 
wanted to own and drive a “Jordan 
Blue Boy.” The standard color of 
the job was Copenhagen blue. I 
told Mrs. Clara Daoust (pro- 
nounced, appropriately, Dough), 
their bellwether, that if we got 
orders for 20 Blue Boys, we would 
paint any one of them any color 
any girl wanted and fit them with 
seat covers in any shade the girl 
preferred. Then I’d buy a page in 
the Cleveland Plain Dealer to tell 
the world about it. 

Then the yakity-yak’ started. 
We called in the “style and color 
experts” from Halle Higbee to 
advise the girls as to the most 
appropriate colors to suit their 
particular personalities. 

That is one instance of how I 
learned how to sell women. 


P.S. The promotion of seat 
covers, under the cooperative ef- 
forts of a large group of manu- 
facturers, will be called a “Festi- 
val.” Every dealer who wants to 
make his lady owners happy may 
join in the festival. 


Silent Salesman 
Showcard Listing Prices 


Praised by Block 


A silent salesman can be a 
dealer’s best merchandising aid, ac- 
cording to Irv Block, of Lou 
Block’s, Studebaker dealer in the 
Philadelphia area for 32 years. 

The silent salesman he refers to 
is a showcard which carries a list 
of basic Studebaker prices and ac- 
cessory prices. 

Block says the showcard—a repli- 
ca of the firm’s letterhead—is 
especially effective at mew-car 
showing time when the floor is 
full and salesmen find it difficult 
to give personal service. 

“Moreover, the showcard helps 
to resolve many doubts in custom- 
ers’ minds as to prices as the full 
story is told concisely and is in 
black and white,” Block says. 

The firm pays its employes, in- 
cluding salesmen, an hourly wage. 
Salesmen receive a bonus when 
they top their quotas. 


4 in Southern California 
Buy Chrysler Corp. Deals 


Four southern California auto- 
mobile men have become new-car 
dealers. 

Jess Myers purchased the Dodge- 
Plymouth dealership in Covina; 
George Duffy bought a Chrysler- 
Plymouth dealership in Los An- 


geles formerly known as Sunset 
Strip Motors, and Erold Tremewan 
and William Taylor have purchased 
the DeSoto-Plymouth dealership in 
Pomona. 
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NO BAD CHECK LOSSES for ATOM cles 


We tA ee 


You can’t lose a dime if you sell 


your cars at any of the auctions listed 











PAY to THE 


ORDER OF below, because they’re fully covered 





against bad check losses by Fidelity In- 
surance. Fidelity-insured auctions guar- 
antee the top bid to be your best bid 
.-.no matter who makes it! 


Don’t gamble with profits. Always 
sell your cars at these Fidelity-insured 
auctions—where you can’t lose a dime 


. » - no matter who writes the check! 





FIDELITY INSURED AUTOMOBILE AUCTIONS 


AUCTION NAME ADDRESS AUCTION DAY AUCTION NAME ADDRESS AUCTION DAY 
Aptco Auto Auction 19241 Dix-Toledo Hyw., Melvindale, Mich. | Wednesday Montgomery Auto Auction 729 N. Court Street, Montgomery, Ala. | Wednesday 
Gulf Coast Auto Auction Gulfport Field, Gulfport, Miss. Thursday Owosso Auto Auction 1450 E. Main Street, Owosso, Michigan = Thursday 
Baize & Flippo Auction Co. North Locust Ave., Lawrenceburg, Tenn. Tuesday Slaton Auto Auction, No. 1 U. S. Highway 11, Cleveland, Tenn. Wednesday 
Colfield Auction Boaz, Alabama Monday Slaton Auto Auction, No. 2 Dixie Lee Junct., Hwy. 70, Knoxville, Tenn. Monday 
Columbus Auto Auction Cusseta Road, Columbus, Ga. Thursday Southern Auto Sales Route 5, Warehouse Point, Connecticut Wednesday 
Concord Auto Auction, Inc. 29 Sudbury Road, Concord, Mass. Monday & Friday Capitol Auto Auction 4365 Florida St., Baton Rouge, La. Friday 
Dixie Auto Auction Sales 217 Gadsden Road, Birmingham, Ala. Monday E. M. Stafford, Inc. 2615 Wilkinson Blvd., Charlotte, N.C. | Wednesday 
Dixie Motors Auto Auction 718 Angier Ave., Atlanta, Ga. Tuesday & Friday Tinnin Auto Auction Meridian, Mississippi Tuesday 
Mauldin Auction Sales, Inc. 1227 New Buncombe Rd., Greenville, S. C. Tuesday Tri-State Auction Company 1223 Center Avenue, Moorhead, Minn. Thursday 
Red Farmer's Auto Auction 1010 South State Street, Jackson, Miss. Wednesday Tri-State Auto Auction, Inc. Valley Springs, S. D. Friday 
Doc Greiner Auction 714 Huron Street, Toledo, Ohio Thursday West Kentucky Auto Auction Chestnut at West 12th, Murray, Ky. Monday 
Lapiner's Auction Company 125 South Delaware, Mason City, lowa Wednesday Olney Auto Auction 809 West Main, Olney, Il. Tuesday 
Maney Auto Auction Jordan Lane, Huntsville, Ala. Friday Indianapolis Auto Auction, Inc. 4501 W. 16th St., Indianapolis, Indiana Wednesday 
Nashville Auto Auction, Inc. 1406 Lebanon Rd., Nashville, Tenn. Wednesday Rockford Auto Auction 6402 Forest Hills Rd., Rockford, Ill. Thursday 
Greater Cleveland Auto Auction 13315 Brookpark Rd., Cleveland, Ohio Monday Marshall Renfroe Auto Auction Attalla Fairgrounds, Attalla, Alabama Thursday 


Fidelity Bad Check Insurance boosts your volume, protects your profits, costs 


you little. For the full story, call Nashville 5-4101—or write 204 Stahlman Build- 


ing, Nashville, Tennessee. Do it now! 





FIDELITY INSURANCE COMPANY 


OF TENNESSEE 















Soap Box Derby Plans Laid in Cleveland— 


Preparations for Chevrolet's Soap Box Derby are discussed by committeemen in 
Cleveland. Seated (from left) are A. La Riche, chairman; P. Clark, president of the 
Chevrolet Dealers Assn.; W. La Riche, and J. J. Smith, city sales manager. Standing 
are W. lerg; F. Wieland, zone manager, and H. Mosher. 





| 
Ford Service Managers | ty Motor Co., Inc., Whiteville, 
. | president; C. A. Dovender, Ker- 
Elect Officers in N. C. | nersville Motors, Inc., Kernersville, 
The North Carolina Service Man- | secretary; Cecil Logan, Hood Autos, 
ager’s Club, an organization de- | Inc., Lauringburg, treasurer. 
voted to the improvement of auto Retiring officers were Elwood 
service to Ford dealers and/ Mize, Lexington, president; Luke 
customers, has elected new officers. | Byrd, Dunn, secretary; and L. W. 
They are Gilbert Rushing, Quali- | Poteat, Yanceyville, treasurer. 








The Leesburg (Fla.) Automobile 


Dealers Assn. has elected the fol-| outh), has been elected a director | 
lowing officers: 


Lee S. Herlong, president; Toby 


F | Haynes, vice-president, and James | 
|D. Boyte, secretary. 


* * * 


| Greene County (O.) Dealers 
Name Amblin President 


The Greene County (O.) Auto- 
mobile Dealers Assn. has elected 
James Amblin, of Fairborn, presi- 
dent; Robert Ringer, of Xenia, 
vice-president, and H, J. Glass, of 
Fairborn, secretary-treasurer. 

” * * 


Roach Building Home 
Tom Roach Motors (Ford), tem- 


porarily located at the corner of 
Pecan and Walnut Sts., Sherman, 
Tex., has a new home under con- 
struction. 


* * * 


U. S. Chamber of Commerce 
Names Bergeron Director 


E. P. Bergeron, of Kankakee, IIl., 


president and general manager of 











extensive facilities for volume production enables Campbell 







Creation of custom-styled automotive parts coupled with 


to closely work with leading automobile manufacturers 


in producing economical new designs. 


Exclusive, custom-styled wire wheel disks, 
offered as optional and accessory 
equipment by several of the country’s leading 
automobile manufacturers are just one of 
many mass produced and stamped 
automotive parts created by the 


A. S. Campbell Company Inc. 


secretary, Omar Dillon (Hudson), 
Sidney. 

Directors chosen were William 
Langhorst (Buick), Dorsey Nev- 
ergall (Dodge) and George 
Stamm (Chevrolet), all of Sidney. 


* * * 


| Uptown Sales, Inc. (Chrysler-Plym- | 


of the U. S. Chamber of Commerce.| Palmer Elected President 


| He will represent the district ° ° 

|comprised of Illinois, Iowa and Of Chicago Buick Dealers 

Wisconsin. | ©. Earl Palmer, head of Palmer 
Berger i > ‘ |Buick, Inc., Oak Park, IIll., is the 

of NADA, ee ee eee new president of the Chicago Met- 


ropolitan Buick Dealers Assn. 
. . | Other officers elected were Rich- 

Harrington Gets Deal lard V. Lynch, of Frank Lynch 

Concordia Implement Co, (Hud-| Buick Co., vice-president; Charles 
son), Concordia, Kans., held open|McFarland, of McFarland-Keenan 
| house recently at its new location, | Co., treasurer, and T. W. Hufstader, 
| 111 W. 5th St. L. K. Harrington is | of Bonnie Buick Co., Evanston, sec- 
owner of the company, which also | retary. 
handles Ferguson and Co-op im-| 2 Te 


| pPlements. Ex-FBI Agent Joins 


Hull-Dobbs-Oakley 


Alfred L Means, agent in 
charge of the Federal Bureau of 
Investigation office in Memphis, 
has resigned to enter the auto- 
mobile business with Hull-Dobbs- 
Oakley Supervision Service. He 
has been appointed a_ special 
representative for the service, 
which directs 40 Ford dealerships 
in the United States, Hawaii and 
Puerto Rico. 

* 


* * * 


* * * 


|Shelby County (O.) Dealers 


Choose New Officers 


The Shelby County (O.) Auto- 
mobile Dealers Assn. has elected 
the following officers: 

President, Robert H. Wagner 
(Ford), Sidney; vice-president, 
William Wentz (Chevrolet), Sid- 
ney; treasurer, Chester Buirley 
(Chevrolet), Jackson Center, and 





Frank Dealership Switches 


| To Chevrolet in Chicago 

Z. Frank, Inc., of 6116 N. Western 
Ave., Chicago, a Chrysler-Plymouth 
|dealer since 1936, has become a 
Chevrolet dealer, according to Zol- 
. lie Frank, president, by taking over 
North Town Chevrolet Sales, 6131 
N. Western Ave. 

Howard Ramser, owner of North 
Town since 1946, is temporarily re- 
tiring from the auto business after 
j}handling Chevrolet for 31 years. 


+ * * 


: Buffalo Area Dealers Lend 


83 Cars For Driving Courses 


Buffalo automobile dealers now 
have 27 cars loaned out for driver 
training in this area, bringing to 
83 the number of cars loaned 
since the program was inaugu- 
rated. 

The Buffalo Automobile 
Dealers Assn. considers the 
figures impressive, since only 
three schools in Buffalo have 
driver training programs. 

The following dealers have 
loaned cars in the area program: 
Read Motor Co. Inc., Brost Bros. 
Inc., McLean Chevrolet, Inc., Mer- 
nan Chevrolet, Inc., Awald Chev- 
rolet, Inc., Foss Chevrolet, Inc., 
Superior Motors, Inc., Al Morgan 
Motors Inc., J. C. Stephens Mo- 
tors, Millian Buick, Inc., L. B. 
Smith Motors, Inc., Eschborn Mo- 
tor Sales, Korst Chevrolet, Don 
| Allen’s City Chevrolet, Hal Casey 
Chevrolet, Inc., Ed. H. Cottrell, 
Inc., and Wm. Tunkey, Inc. 


* * * 


Kemp Starts Pontiac Deal 


Kemp Motor Co. (Pontiac), 
Cedartown, Ga., has opened in the 
location formerly known as Har- 
vell Motor Co. Gene Kemp is owner 
of the new firm. 

* * * 


White Joins Brother 


Thomas W. White has rejoined 
his brother as a partner of Bob 
White Motors (Studebaker), Cleve- 
land. His most recent post was 
general sales manager of Morrison- 
Barnhart (Studebaker). 





With our new expanded design and sales offices at * * * 


10124 W. McNichols Road, in Detroit, Michigan, we are now better 


equipped to serve your every 


eel 


DETROIT 2, MICHIGAN 


automotive stampings and trim. 





2nd Hudson Dealership 


Opened by Doraty 

W. W. Doraty marked his 30th 
anniversary in the auto business 
by opening a new Hudson dealer- 
ship in Parma, O. Doraty also 
heads a Hudson dealership in 
near-by Lakewood. 

William A. Loeber, formerly 
with National Sales System, has 
been named general manager of 
the Parma operation. William 
Heitman is sales manager, A, F. 
Lester Reardon, parts manager. 

* * * 


Casey Buys Buffalo Firm 


From Allen Organization 
Hal Casey, 20-year veteran in the 
automobile business, has acquired 
South Park Motors, Inc., of 1545 S. 
Park Ave., Buffalo, a Chevrolet 
dealership which had been a unit 
in the Don Allen organization, The 
firm will be renamed Hal Casey 

(Continued on Page 23, Col. 1) 
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Chevrolet, Inc., with Casey as presi- | 
dent. 

The purchase price reportedly in- 
volved around $750,000. The sale in- 
cluded the firm’s used-car operation | 
at 1570 S. Park Ave. 

Casey had been in charge of | 
South Park Motors since 1944 as/| 
vice-president and general man-| 
ager. 

* « cd 


Kiwanis Elects Sharp 


Jack Sharp, partner in Cormier 
Motor Co. (Chrysler-Plymouth), of | 


Opelousas, La., has been elected 
president of the local Kiwanis 
Club. 

* « # | 


Adamson Cadillac-Olds | 


Marks 30th Anniversary 
Adamson Cadillac-Olds Co., of 
Greensboro, N. C., has com- 
memorated its 30th anniversary. 
The firm, headed by Eugene B. 
Adamson, employs 35 persons. 
John Dear is general sales man- | 
ager; Paul H. Henson, parts man- | 
ager; Frank Gartland, account- 
ing office manager; W. B. Clark, 
service manager, and E. H. Holt, 
used-car manager. 
* * * | 
Superior Opens Lot 
Superior Motor & Service Co. has | 
opened a used-car lot at 601 S. 


Main St., Pratt, Kans. Marvin | 
Schrader is manager. 
« * * 


Hinkle Changes Posts 


Duane Hinkle, of Junction City, 
Kans., is now parts and office man- 
ager of King-Atkinson Pontiac Co., 
Clay Center, Kans. He was previ- 
ously office manager of J. W. King 


Motors in Junction City. 
* 7 . | 





Pattersons Open Deal | 
Patterson Motor Co. (Hudson), | 
405 E. Fourth, Colby, Kans., held 
its grand opening recently. L. F. 
Patterson and Ferrel Patterson 


are owners of the firm. 
Of * a 


Russell Honors Buyer 


Russell Motor Co., Inc., Junction 
City, Kans., awarded $100 to its 
3,300th used-car purchaser, Ernest 
H. Schnelle, 131 Sunset Dr, 
Junction City, who bought a 1951 
Ford Fordor. Harry B. Russell is 
president, and Howard L. Goad, | 


secretary-treasurer of the firm. 
+ * * 


Sage, Stengle Appointed 
Russell M. Sage has been named 
new-car sales manager for Lee 
Motors, Inc., Toledo Ford dealer- 
ship, and Walter T. Stengle has 
been named used-car sales man- 
ager. Sage formerly had his own 
businesses in Miami, Fla. and 

Bellefontaine, O. 
- * 


* 


Chapman Takes New Post 


Huston E. B. Chapman, sales 
manager for Ford Miller Nash 
Co., Toledo, for three years, has 
been named general manager of 
Dorr-Reynolds Nash, Toledo. 

~ 7 * 


Blanchard Adds Lines 


Bill Blanchard, owner of an Oro- 
ville (Calif.) Pontiac dealership 
bearing his name, has announced | 
that he now is handling the Morris, 
MG and Austin. 

* 


* * 


Miller Heads Up Sales 


The position of sales manager of 
the Boas Pontiac dealership in 
San Francisco is now being filled | 
by Max A. Miller, according to 
Roger Boas, general manager. | 

* of oa | 


Parma Has Birthday 


Parma Motors (Kaiser-Frazer), 
Cleveland, has rounded out seven 
years of service and has just com- | 
pleted a new service building fea- 
turing eight entrances. Steve 


Soltes is service chief. 
* ~ x 





Gate City Motor Plans 


New Showroom, Garage 


Gate City Motor Co, (Chrysler- 
Plymouth), of Greensboro, N. C., 
will build a new showroom and 
ne in the 300 block of N. Forbis 
t. 


Plans show a frontage of 122 feet 
and a depth of 241 feet. The service 
department will have the latest 


Doings 


(Continued from Page 22) 


equipment, including 12 twin hy- 
draulic lifts and pit-type front-end 
machines. | 
Charles W. Edwards sr., is presi- | 
dent of the dealership. | # 
+ + * 


3 Cooke Brothers Donate 


Fund for College Library 


Three brothers, L. R. Cooke, of 
Lexington, Ky., and V. V. and AIl- 
mond Cooke, of Louisville, all 
automobile men, have donated 
most of a $250,000 fund to build 
Cooke Memorial Library on the 
Georgetown (Ky.) college campus. 

The present library will be con- 
verted into a religious education 
center. 








Felz Joins Packard Family in Chicago— 


The opening of Felz Motor Sales, Inc., 1132 Diversey Bivd., Chicago, is another 
step in Packard's campaign for wider penetration of the area, according to Fred J. 
Walters, marketing vice-president. Felz became the fourth Packard dealer to open 
in greater Chicago in recent weeks. Above, C. A. Oleson, owner of the firm, shows 
a Packard Caribbean to guests. The open house attracted more than 2,100 visitors. 


* * * 


Potter Oldsmobile Opens 


New Building in Miami . - = 

Potter Oldsmobile, Inc., has 
opened its new sales and service 
building at Broad Causeway and 
Biscayne Blvd. in Miami, Fla. The 
land, building and equipment repre- 


ing of 150 customer cars. Potter 
said the service department can 
handle 300 cars a day. 

Company officers include D. P. 
Brether, president; Gordon Maas, 


sent an investment of more than 
$400,000, according to E. E. Potter, 
general manager. 

The site, consisting of 81,232 
square feet, provides for the park- 


66 







Cello Grille and Trunk Guards—made 4 
materials throughout, provide customizeé 
tion and chrome plated beauty equalled 
other guard today. Cello guards—beca 
highest quality are the one accessory you 
count on for fastest turnover and increased prof 


With standardized mounting—Cello guards re-- 
quire only one wrench for their simple installation. 
Each guard is manufactured to rigid specifications 
to insure a “perfect” fit on '53 cars (as well as 
"46 to ’52 cars). 


Furnished with dual uprights, sturdy cross rail and 
wing rails, Cello’s gleaming chrome guards are 
guaranteed to meet latest automotive plating 
standards. 


Individual packaging assures chrome protection at 
all times during shipment. 





PRODUCTS COMPAN 


SUBSIDIARY OF A. S. CAMPBELL COMPANY, INC. 








sales manager; Web Foster, service 
manager; Norman Blay, business 
manager, and Gus Stratten, used- 
car manager. 

* + * 


Lasater Open House 


Lasater Chevrolet Co., Eskridge, 
Kans., held its grand opening re- 
cently. Employes of the Jeffries Mo- 
tor Co., former owners, are being 
retained by Mr. and Mrs. Orville 
Lasater, owners of the new firm. 

* * * 


Fire Does $350,000 Damage 


To Hauser Nash Sales 


A fire that destroyed the sales 
and service rooms of Hauser 
Nash Sales, Inc., 3737 Lawrence 
Ave., Chicago, caused damage 
estimated at $350,000. 


Paul E. (Bud) Hauser, owner, 
said 15 new cars and 40 used cars 
were burned or crushed into total 
losses. Auto parts, stock and 800 
new tires also went up in flames, 


Hauser said. 
+ * * 


Kesler Opens Body Shop 

Kesler Ford Sales, of 203 N. Main 
St., Fairmount, Ind., has opened a 
Kesler Ford Sales Body Shop at 
115 E. First St. Clyde Parks has 
been named manager. 


IF 


... the accessories 
you can count on for 
increased profits! 


ustom styling, maximum protection, guaran- 
brome and only minutes in installation— your 
elling guards today are Cello. 


cts—License Frames, License Brackets, 
Gust Extensions, Fender Guards. 
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Gerhardt Neumann | 
Staff Writer 


| @'KIDDING off the road, one of | 
; the greatest hazards to safety, | 
may become less dangerous if | 
recent research results are trans-| 
lated into practical use, says Motor | 


By 


Vehicle Research, Inc., of South} 
| Lee, N. H. 

"| Its answer is to pad soft road | 
| shoulders with 
small trees and wmariomas Savety 


councs’s 


| shrubs which, ac- 
| cording to its ex- 
| periments, can ef- 
fectively stop a 
{car in a reason- 
lable distance 
when it runs off 





Cincinnati Tries “Horror Chamber"— AUTOMOTIVE 


\ the highway. 
To warn motorists, particularly teen-agers, of driving dangers, police and traffic, {ycoq for plant- ED 
safety officials in Cincinnati have converted a Trailmobile trailer into a ‘chamber of ling were special 


| shrubs from Asia, According to A. J. 


horror,” which shows the results of reckless driving in their most gruesome forms. 
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THE MOST MODERN CAR DEALER SHOPS 
STEP UP EFFICIENCY with 


ECO ISLANDERS and TIREFLATORS 


—_—_—_— ae 
/ 


——al 


NTU) eee 
step in proper wheel alignment 
is “BALANCED INFLATION."’ 
Only Eco can give identical pres- 
sure in both tires in a matter of 
seconds. 





EVERY MINUTE SAVED ON THE JOB MEANS 


EXTRA PROFITS —That's why progressive 
car dealers install modern shop equip- 
ment that saves steps and time on routine 
jobs. Quick convenient water service and 
automatic tire inflation right at your lift 
will save enough time and manpower 
to put through several extra lube jobs 
each week. 





Eco Remote Control Tireflators provide 
precision automatic tire inflation in sec- 
onds with overhead reel convenience. 
Tireflator mechanism also available for 
attachment to any make of air reel previ- 
ously installed. Eco Islanders give you 
handy complete water and automatic air 
service right at your finger tips — with 
fully automatic hose retraction. 


FREE 


Write for your copy of AIR-31, 
John Wood Company's new bro- 
chure telling how to save man- 
hours and increase shop output. 
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JOHN WoopD COMPANY, Bennett Pump Division, Muskegon, Michigan 


Offices in Principal Cities 


1953 


Shrubs May Lessen 
t Skidding Hazards 


White, director of the research pro- 
gram, 

White explained that the shrubs 
would not only slow down the car 
without injury to the occupants, 
but. expensive grass plot mainte- 
nance would be reduced to a 
minimum and headlight glare 
would be eliminated through a 
certain type of plantings, let 
alone the enhancement of the 
roadside beauty. 

It is estimated that the plants 
would grow to a height of about 
eight inches and remain there for 
years. The estimated cost is five 
cents per foot of highway, with no 
care required after the first year 
and no special soil needed. 

Experiments indicate that a full 
grown planting, 24 feet wide, will 
stop a 4,000-pounds vehicle, travel- 
ing at 20 to 30 miles per hour. It 
|}is even believed that speeds up to 
50 miles can be effectively checked. 
The plants will regrow after 
they are crushed by the impact of 
the car and cannot be killed, White 
says. 


* * * 


Which Is Best? 
yo type of highway is suited 
best for specific areas is a 
question being discussed in many 
parts of the country. In its latest 
annual report, the Board of Wayne 
County (Mich.) Road Commission- 
ers, has tried to answer the 
question insofar as it pertains to 
the needs of Detroit and surround- 
ing area. 

Weighing surface roads against 
depressed highways, Joseph W. 
Gross, assistant director of the 
land and legal division, says that 
in Wayne County the Detroit In- 
dustrial Expressway is of the 
surface type, “and it is an ac- 
knowledged fact that this type is 
satisfactory in the country where 
entrance and exit ramps are 
many miles apart and the high- 
way traverses much open 
country.” 





This tvpe of highway, Gross says, 
could not be used in heavily con- 
gested areas, where a depressed 
highwav was deemed the best so- 
lution. A part depressed and part 
surface tvpe is being studied to 
convert Detroit’s Southfield Super- 
highway into an expressway. 

In some instances, Gross adds, 
elevated expresswavs may be the 
best solution. In New York City, 
the west side expressway is of that 
type. and the “under-the-structure” 
surface streets are utilized for local 
traffic and parking. He savs that 
such a tvpe could be utilized for a 
Fort-Vernor exnressway in Detroit. 
but that residential areas are 
strongly opposed to elevated high- 
ways. 

* . * 


New Road Standards 
OTEWORT HY in this con- 
- nection is a speech recently 
delivered by Thomas H. Mac- 
Donald, former commissioner of 
| public roads, at the annual meet- 
|ing of the American Assn. of State 
Highway Officials. MacDonald 
cones out that the actual in- 





crease in the total highway load 
during the 1921-52 period has been 
| 310.6 percent, if not only the 
|number of vehicles but the in- 
| creases in passenger-car miles are 
| considered. 

He also commented on the 
| marked rise in speed. During the 
| 1921-30 period, the average speed 
on main rural highways was 26 
miles per hour, and 90 percent 
of the drivers did not exceed 40 
miles per hour. 

At the present time, the average 
speed is 50 miles, and 90 percent of 
the drivers do not exceed 62 miles 
| per hour. 
| “These increases in speeds have 
|made necessary much higher 

standards of highway design to 
| meet the accepted safe-use require- 
| soot,” MacDonald warned, 





a 
Recognition for Baster— 


A citation for outstanding achievements 
in the field of engineering is awarded to 
F. S. Baster (right), engineering vice-presi- 
dent of White Motor Co., by Dr. T. Keith 
Glennan, president of the Case Institute 
of Technology, at a celebration of the 
school's 75th anniversary. Baster was 
graduated from Case in 1918 and has 
been prominent in automotive engineering 
ever since. He has been with White since 
1936 and was instrumental in designing 
White's power-lift cab models. 


Night Vision Cut 
After Sun Glare, 
Expert Warns 


Reduction of night vision, as a 
result of exposure to sun glare 
during the day, may be the cause 
of many night accidents, according 
to Dr. Robert H. Peckham, associ- 
ate professor of research ophthal- 
mology at Temple University’s 
school of medicine. 


Dr. Peckham said that after a 
day’s drive in the sun, 50 percent 
of all motorists may require nearly 
twice as much light as usual to see 
normally with their headlights. 

He pointed out that, while a 
person with normal night vision 
might be able to drive at 60 miles 
per hour and see an obstacle in 
time to stop his car, a person 
whose night vision had been re- 
duced by the after-effects of sun 
glare might not be able to see the 
obstacle in time unless he was 
traveling only 40 miles an hour. 


Road Signs Made 
Vandals’ Targets 


Destruction of highway signs by 
vandals is costing taxpayers many 
thousands of dollars annually, ac- 
cording to the American Automo- 
bile Assn. 

Much of the vandalism, it is 
stated, is done by motorists 
shooting signs from their cars, 
particularly during the hunting 
season, 

AAA warns that besides the cost 
of replacing the signs, safety is 
sharply decreased when warning 
signs are removed. 


= a. * 
On Guard! 
Motorists Advised to ‘Plan’ 


Their Accidents 


“Plan your ‘accidents’ in ad- 
vance,” advises Edgar F. Seney jr.. 
in an article in Pathfinder Maga- 
zine. 

“Applying the ring tactics of the 
boxer offers ways to beat death on 
the highway,” the writer says. 

“He not only learns how to 
punch, but he learns how to feint, 
dodge and duck. 

“The ordinary driver just learns 
how to ‘punch’—that is, drive. He 
doesn’t iearn how to feint, dodge 
or duck. Therefore he isn’t pre- 
pared to act quickly when a dan- 
gerous situation confronts him. 

“Don’t be merely a safe driver. 
Be an anti-accident driver. Be pre- 
pared for whatever might come 
your way. 





Deck-Type Parking 


Studied in Syracuse 

Deck-type parking, suggested by 
businessmen and traffic officials as 
the answer to relieving the park- 
ing problem, in Syracuse, N. Y.. 
appears to be gaining interest. 

It is disclosed that two parking 
lot operators have indicated their 
willingness to provide tiered-ramp 
facilities on their lots, providing 
they receive finarcial help from 
outside sources. 





OBB recive 


i eee 


“sn Gon ~~» 








Lawsuits Affecting Dealers ... 
Court Decisions 


By Leo T. Parker 


Attorney at Law 


YENERALLY speaking, the 


higher courts hold that an em-| 


ployer is liable for a contract made 
by an employe if the testimony 
shows that in the past the em- 
ployer authorized the employe to 
make similar contracts. 


For example, in a case involv- 
ing Goodwin & McDowell Motor 
Co., it was shown that a finance 
company employed a collector who 
at various times was authorized 
by the finance company to order 
servicemen and garagemen to re- 
pair automobiles on which the 
finance company held mortgages. 


The testimony showed that one 
Willie Van bought a car from 
West End Auto Sales Co., which 
took a note and mortgage for 
part of the purchase price. A 
finance company purchased the 
note and mortgage from the 
mortgagee. Thereafter, Willie 
smashed up the car. 


A garageman testified that the 
company’s collector came to him 
and stated that an auto the com- 
pany had financed was wrecked 
and he wanted to see if it could 
be fixed. 

The car was brought in by a 
wrecker. No price for the repairs | 
was agreed upon and no estimate 
made, but the collector told the 
garageman, “We will see that you 
get your money.” 

+ * * | 
Habit Determines Decision | 


1 


pont aee testimony showed | 

that, at the request of the col- | 
lector, the garageman had done 
automobile repair work for the} 
finance company on different oc-| 
ecasions and that the company 
would be charged for the work 
and would pay by check. 


In subsequent litigation, the 
higher court held that the finance 
company must pay the repair bill 
which amounted to $827. The 
court said: 


“The habits and course of deal- 
ing of the principal (finance com- 
pany) in repeatedly permitting the 
agent to incur liability for the 
and in ratifying and adopting 
numerous contracts for repair | 
made by the agent, were sufficient 
for the jury to draw the inference 
that the finance company intended 
that Dean (collector) has the au- 
thority to make this contract for | 
repairs.” 

+ * 


Restrictions on Noise 


LETTER from a reader asks} 
the following question: “I pur- | 
chased property in a business area | 
of a city and intend to operate a 
garage and body repair shop. The 
building inspector has informed me 
that he will have an injunction 
issued against me if I attempt to 
operate the business. Can he do 
this?” 

According to a late higher court 
decision, the answer is yes. 

For example, in Saporiti v. 
Zoning Board, 78 Atl. (2d) 741, it 
was shown that one Saporiti 
purchased property upon which 
he built an office and salesroom. 
In the rear, attached to the build- 
ing, was another structure in 





VFW Elects Peacock— 


R. T. Peacock jr., (right) of Peacock 
Chevrolet Co., Dublin, Ga., has been 
elected commander of Veterans of Foreign 
Wars Post 6544. He is presented with 
the gavel by James L. Carmichael, chair- 
man of the national legislative committee. 


AUTOMOTIVE NEWS, MAY 25, 1953 


which he installed a compressor. 

The land and buildings are lo- 
cated in a business zone. The oper- | 
ation of the compressor caused a 
considerable amount of noise and 
vibration. 

Persons residing nearby com-| 
plained to the building inspector. 
As a result of a warning from the 
inspector, Saporiti installed a rub- 
ber base under the compressor and 
attached a Maxim silencer. The 
complaints continued, and Saporiti 
was orderd to cease operation be- 
cause of the noise and vibration. 
The higher court approved the 
order, saying: 





pavement breaker, and it was de- 
termined by scientific methods that 
the operation of the compressor 
increased the noise and vibration 
in the immediate neighborhood by 











Allen Adds Packard Line 





Packard Salesmen Take Refresher Course— 


In one of a series of sales clinics Packard has been holding in all parts of the! 
| country, these dealership salesmen of the Cincinnati zone met for an all-day con- 

“There was evidence that the| ference conducted by John Barnes, zone business management manager (on platform). 
noise made by the compressor was | The sessions reached more than 90 percent of all Packard retail salesmen. Selection 
comparable to that made by a_| of topics for discussion had been previously made by Packard's master salesmen's 
group, which met two months prior to the meetings to discuss selling methods with 
officials and to establish the pattern for instructing salesmen. 


pointed a Packard dealership for | 
San Marcos, Tex. It will continue 
Allen Motor Co. has been ap-| handling Kaiser-Frazer and Willys. 


offers you 





























Remington Rand Methods News 





Strict control over all phases of your 
automotive business operation has 
never been more necessary than it is 
under the competitive conditions of 
today. To provide a constant check of 
each stage of all your work, we've de- 
veloped practical new systems and 
methods to eliminate needless paper- 
work, save time, build greater cus- 
tomer satisfaction. 


Simplified Prospect Control 
Records Will Develop, Direct 
and Concentrate Sales Effort 


The Prospect Development and Serv- 
ice Follow-Up Visible Record System 
is simple, complete and economical. 
In the initial Prospect Development 
section, two forms—a master copy as 
an office record and a follow-up rec- 
ord for the salesman — are kept in 
Kardex Visible Files. Both cards pro- 
vide spaces that may be filled out as 
the information is received to show 
the prospect’s name, address, phone, 
classification and other pertinent facts. 
Without even lifting a pocket in the 
Kardex slide, you get at one swift 
glance the facts you are seeking. All 
data is up-to-date, and sales manager 
and salesman know—because they can 
see—the status of each prospect, which 
prospects need attention, and what 
kind of attention they need. 

This tested, visible system forms a 
day-to-day and week-to-week work- 
ing plan of sales strategy but requires 
only a minimum of time for checking 
and posting. 

The Service Follow-Up Record is 
more than a working summary—it is 
an important selling tool. It assures 
correct care of the customer’s equip- 
ment and insures his satisfaction. It is 
no secret that customer good will 
means re-sales and new sales. With 
planned, systematic control of pros- 
pect records and with consistent serv- 
ice follow-up you more than pay for 
the records necessary with the gains 
in sales and good will. To learn more 
of simplified prospect control records, 
ask for KD 539. 


Sched-U-Graph brings to motor car 
dealers the advantages of absolute ef- 
ficiency in service work scheduling, 
without record posting, plus simplicity 
and ease of operation. Paper work and 
filing are cut to a minimum. The result 
is less confusion in the shop, quicker 
turnover of cars, less waiting time be- 
tween jobs for mechanics, a smoother 
flow of work in billing and cashier's 
departments. They all add up to 
greater customer satisfaction and more 
repeat business. 

Forward-looking dealers everywhere 
are installing this remarkable Sched- 
U-Graph system of service control, 
with gratifying results. Its efficient op- 
eration means lower costs, more re- 
peat business, more opportunity for 
planned solicitation of new business. 
For complete details, request booklet 
KD 362.1. 


New Speed, New Economy 


Just out, our new Low Cost Book- 
keeping Machine saves you clerical 
time each day, takes the rush out of 
vour month-end financial statements 
and operating reports. A single writ- 
ing posts all your accounts receivable 
records, eliminates costly duplicate et- 
fort, assures perfect agreement of en 
tries and gives you daily proof of 
posting. 

This machine can also handle com- 
plete cost records, general ledgers, in- 
ventory, expenses and disbursements 
—keeping all your figures up-to-date. 





Typewriter simplicity enables your 
present employees to learn quickly the 
know-how on fast touch method op- 
eration. Ask for booklet AB 664. 


HOW AUTOMOTIVE DEALERS CAN 
GET SPEEDIER FIGUREWORK. 
We can help you distribute your 
administrative expenses on the 
basis of departmental sales vol- 
ume, figure workmen’s compen- 
sation and insurance premiums 
and prepare your payroll. The 
Printing Calculator helps you do 
all this figuring quickly, easily 
and inexpensively. The printed 
tape proves the accuracy of your 
figures, makes time-consuming 
reruns unnecessary. See our 

folder AD 541. : 


Memington. Fland. 


Management Controls Reference Library 
Room 1934 315 Fourth Ave., New York 10 
| 
| 
| 





Please circle literature desired: 
KD 539 KD 362.1 AB 664 AD 541 | 
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FLASH-A-CALL 
Service Gontrol 


CUA CAI iksele slate 


We will personally discuss 
with you the problems of 
your shop, the corrective 
measures that must be 
taken. Train your entire 
shop personnel, guarantee 
to increase your customer 
paid labor sales or youowe 
us nothing. As manufac- 
turers, we offer you direct, 
equipment designed for 
this purpose alone, having 
the highest known standard 
of quality, in two complete 
packages, for the large 
dealer or smaller service 
department. Our program 
meets and goes beyond the 
requirements of all major 
factories, Write us today 
and we will arrange an ap- 
pointment with a man that 
will not waste your time. 










FLASH-A-CALL 
SERVICE CONTROL SYSTEM 


1112 South Wabash Avenue 
Dept. AN-50, Chicago 5, Illinois 
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ord’s Hirst 


Pal 


A\NorTHER “FIRST AWARD’’ among all auto- 
mobile posters entered for 1952 marks the sixth 
year in a row that Ford has joined the winners in 
the Annual Exhibition of Outdoor Posters, spon- 
sored by the Chicago Art Directors’ Club. 


Yes, for six straight years . . . 1947, 1948, 1949, 
1950, 1951 and 1952 . . . Ford has been a leader in 
effective selling appeal among hundreds of adver- 
tisers who use this medium to stimulate interest at 
the ‘‘local level.’’ 


During this period Ford has created more prize 
winners than all competition in the automobile- 
truck field, and three Ford entries have received 
Grand Awards over all posters in all merchandis- 
ing classifications. Rated high as works of com- 
mercial art, their universal appeal obviously helps 
sell the product, which is definitely . . . 


Another BI Reason why 


Its GREAT to hea 





HORD Dealer! 
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FORD Division of FORD MOTOR COMPANY 














TWIN PUMP—Model 866 combines two | 


dispensing units into one housing and is 
said to permit more intensive 
limited island space. It can be used for 
handling one product or two different 


grades of fuel. John Wood Co., Bennet | 


Pump Division, Muskegon, Mich. 


* 


* * 


Christmas Cards Feature 


Pictures of Oldtime Cars 


Autoprints, 220 E. Forty-sixth St., 
New York 17, N. Y., is offering a 
series of Christmas cards, with 
colored reproductions of oldtime 
cars. The cards can be personalized 
for car and truck dealers, rental 
service firms, and garage and parts 
distributors. 

The company said that the cards 
contain pictures of historic models 
of Buick, Cadillac, Chevrolet, 
Chrysler, Ford, Hudson, Nash, 
Oldsmobile, Packard, Pontiac and 
Studebaker. 





WIDE-VISION MIRROR—Coronation No. 
53 has a 4%-inch diameter and is said to 
reflect a wider road area than other mir- 
rors. The head is adjustable and can be 
replaced. The mounting bracket features 
a moulded gasket which insures perfect 
fit and eliminates water seepage and cor- 
rosion, the maker says. Available in clear 
and gun metal glass. Supersite Corp., 384 
Canal Pl., New York 51, N. Y. 


* * * 





TRAILER SUPPORT — Fruehauf vertical 
supports now have an adjustment which 
regulates over-all length to accommodate 
tire sizes. Previously, vertical supports 
were made to suit the specified tire sizes. 
Adjustments are made by removing the 
bolts locating the upper bracket assembly, 
which supports the upper end of the sup- 
port sleeve, and moving it up or down as 
desired. Adjustment points are marked A, 
B and C. Fruehauf Trailer Co., 10940 
Harper Ave., Detroit 32, Mich. 


use of | 








and maintenance equipment for 
}industrial use 
Bugs Take a Powder a 
A special cleaning powder tor 
iets 
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NEW PRODUCTS 


Precision Equipment Co., 3712 N. 
Milwaukee Ave., Chicago 41, IIl., 
has issued a catalog featuring steel 
shelving, lockers and other storage 


removing “bug splatter” from auto- 


mobiles has been introduced by 
duPont. The powder, rinsable in WHEEL SHIELDS—Protect wheels from 
water, is designed for use with flying paint spray and come in both paper 


and plastic. They form a pocket which en- 
cases the wheel and protects the exposed 
sides. Arco Co., 7301 Bessemer Ave., 
Cleveland 27, O. 


duPont car wash. It is available in 
eight-ounce cans. 


+ + 








stake- 


CARAVAN TOP — Converts any 
body truck into a panel cargo carrier with 
all-weather protection. Ample floor-to-ceil- 


ing clearance is provided by aluminum 


bows which are assembled by use of metal 
slip holders installed on top of the stake 
slats of the truck, according to C. K. Turk 
Corp., 1122 Mishawaka Ave., South Bend 
15, Ind. 





* * + 
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DOLL-UP STRIP — Silvatrim 
have the lustre of chrome and to fit any 


ey 
wemapenant #9 Saenae Ene 


shape. The manufacturer claims it will 
prevent chipping, rusting and scratching 
of edges. Glass Laboratories, Inc., 407 
Douglas St., Brooklyn, N. Y. 

* 





* * | 


Industrial Truck Data 


Two bulletins covering the 101) 
Transtractor and Hyskid Trans- 
porter, electric industrial trucks, 
have been announced by Automatic 
Transportation Co., 149 W. Eighty- 
seventh St., Chicago. 


PRICE CHART—Flat-rate tables for com- 
puting prices in the radiator service field. 
It is stated that this chart helps the 
radiator repairman measure adequate 
| profit and is flexible enough to eliminate 
refiguring as core prices change. Inland 






| Mfg. Co., 1108, Jackson St., Omaha 8, 
Neb. 
5 | * * * 
| Paint for Tire Sidewalls 


| Available in 5 Colors 


Paint for coloring tire sidewalls 
s being manufactured in five hues 
| —red, green, blue, yellow and char- 
treuse—by Park Chemical Co., 8074 
| Military Ave., Detroit. 


|. 
}i 
| 


as $1.50. The paint dries quickly 
|and is easily applied with a brush, 
the firm says. 


for Ford V-8 and Mercury, all Oldsmobile 
V-8 models and Ford 6 with overhead 
valves. These cast-iron exhaust headers, it 
is claimed, will last for the lifetime of 


the car and create proper engine temper- 
ature by preventing excessive heat from 
developing under the hood. Standard Av- | 
tomotive Mfg. Co., 3401 E. Pico Blvd., Los | 
Angeles 23, Calif. 





TIRE MOUNT—Falsie is designed to give 
the continental look to almost any 1949- 
53 model, it is stated. It is installed to 
the truck lid without welding or cutting. 
A hub cap allows easy access to trunk. 
Comes with either plain or chrome rim. 
Stylecraft Automotive Co., 403 W. Solano 


12, Calif. 


* 


St., Los Angeles 


Vickers Bulletin Features 
Oil Hydraulic Equipment 


A new catalog covering oil 
hydraulic equipment for Mobile 
applications has been published 
by Vickers, Inc. 

Catalog M-5101 provides speci- 
fications and engineering inform- 
ation on hydraulic vane-type 
Pumps and wmotors, valves, 
power-steering pumps and steer- 


+ 


SAFETY VALVE—Vent-A-Drum is claimed 
to control pressure expansion in 50-gallon 
metal drums containing flammable liquids. 
According to the maker, it permits entry 
of air when liquid contracts or is with- 
drawn, and relieves excess pressure when 
vapor pressure is being built up. Central 
Safety Equipment Co., 2201 E. Huntington 
St., Philadelphia 25, Pa. 










Park says that the cost of paint- | 
EXHAUST HEADER SYSTEMS—Available ing a full set of tires runs as low 


ing boosters, and other oil hy- 
draulic units. 

Address inquiries to M, J. Taup, 
manager, Mobile Products Sales, 
Vickers, Inec., 1532 Oakman 


Blvd., Detroit 32, Mich. 
* * ” 





SEAT COVER BROCHURE — Shows all 
, | styles in Hyman seat covers and cushions, 


|and also contains sales ideas. Also avail- 
|} able are window streamers, newspaper 
mats and a sound movie. S. E. Hyman Co., 
| Fremont, O. 





| TRUCK HOIST—Jayhawk is available in 
two models: The Junior model is for 2, 
% and one-ton pickups, ard the Senior 
for one, 1% and two-ton trucks. Action 
entirely hydraulic-electric, it is stated. In 
both models, the hoist remains locked at 
any degree of the dumping cycle as well 
as in the down position, according to 
Wyatt Mfg. Co., Salina, Kans. 

* _ 





ADAPTER PLATES — Can be 
without removing or disassembling 


installed 
the 


distributor, it is claimed. With Du-L-Spark | 


installed, the maker says, the motorist gets 


> | hotter spark for easier starts, faster take- 


| off and smooth performance. Available for 
Ford and Chevrolet. Hove Engineering Co., 
1503 Hennepin Ave., Minneapolis 3, Minn. 
* * * 


Globe Hoist Issues Study 


On Lifting Problems 


To show how hydraulic power 
can be applied to lifting, loading, 
positioning, and materials hand- 
ling, Globe Hoist Co., 1000 E. 
Merimaid Lane, Philadelphia 18, 
Pa., has prepared a book of 
“Case Studies.” 

The book, available without 
charge, contains photographs and 
data showing how the Globe 
Oilift principle was used to solve 
specific problems. 

+ * 


* 


American Brass Issues 


| Pamphlet on Conduit 


| “Sealtite,” a flexible liquid-tight 
electrical wiring conduit, is des- 
cribed in a bulletin published by 
American Brass Co. 

Copies of the bulletin are obtain- 
able from American Brass Co., 
American Metal Hose Branch, 692 
Main St., Waterbury, Conn. 











i 
| STOP LIGHTS—The lens of both KD B201 
(above) and KD B200 is claimed to have 
a light output three times stronger than 
previous KD stop and rear lights. Both 
have detachable plug assembly and ready- 
to-splice pigtails. This brings the amount 
of light from rear signals in trucks in line 
with late-model cars, according to K-D 
Lamp Co., 1910 Elm St., Cincinnati 10, O. 
| * 
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| ABRASIVE TOOLS — Designed to save 
| shop time and lengthen abrasive life, ac- 
cording to the maker. The disc feather- 
edger (top) comes in six and eight-inch 
| size and consists of a wool-pile feather- 
edger and a quick-change slip nut. Its 
light weight and balance is claimed to 
lessen operator fatigue. The cone man- 
drel (bottom) is for grinding and finishing 
| sharp curves and hidden places, such as 
fender curves, window moldings, truck lids 
and back deck panels. It comes with 
extension attachment and sanding head. 
Minnesota Mining & Mfg. Co., 900 
Fauquier St., St. Paul 6, Minn. 


Special Sun Visor Rack 


Puts Coins at Fingertips 


A special leatherette rack which 
can be clipped to an auto sun visor 
and has a plastic coin holder, a 
registration compartment and pad 
and pencil is being marketed by 
Bridgeport Leather Specialty Co., 
80 Carbon St., Bridgeport, Conn. 

For full information, write Ed- 
ward Ochman, Bridgeport Leather 
Specialty Co., Box 141, Fairfield, 
| Conn. 








AIR HORNS — Formed of 
these horns are said to produce a long- 


spun brass, 


range, mellow tone. Operating on com- 
pressed air, butane or propane, they are 
internally cleaned with each blast of air 
er gas, according to Western Products, 
5718 Bankfield Ave., Culver City, Calif. 


* * * 
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MAGNETIC PLUGS — Attract abrasive 
ferrous particles directly from the oil or 
lubricant stream, it is stated. The plug 
are easy to clean, are interchangeable 
with common pipe or drain plugs, anc 
prolong the life of bearings and gears 
according to Magnetic Drain Plug Co 
Wellington, O. 








Chevrolet 
dealers have 


everything 


KO MAAR atch Kes 
leadership 









‘including the 
Bel Air series— 
a new class of American 





now more than ever... 


AMERICA’S LEADING FRANCHISE 


CHEVROLET 
———— 





' CHEVROLET DIVISION OF GENERAL MOTORS, DETROIT 2, MICH. AMERICA ’S LEA DING DEA LERS 
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Dawson Makes Packard Month a Civic Event-— 


Dawson Motor Sales, El Paso, Tex., kicked off Packard's Invitation Month with a 
breakfast for civic leaders and a parade through the city. Then the group returned 
to Dawson's, where owner J. J. Dawson participated in opening ceremonies which 
were filmed for use on television. Above, Ed Pooley, editor of the El Paso Herald 
Post, drops the first Packard contest card in the box, while Sam Smith (right), sales 
manager, looks on. 
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Inland Steel Co. has announced 
| the appointment of Robert M. Bud- 
dington, formerly manager of the 
{company’s Chicago district sales 
office, as an assistant general man- 
ager of sales, and Derrick L. Brew- 
ster, as manager of the Chicago 
office, replacing Buddington. 


Brewster has been assistant}! 


| manager of sales in the bar and 
|semi-finished division. Buddington 
has been with Inland since 1939, 
while Brewster started with Inland 
fin 1945. 
| * * *& 


'Philco A ppoints Allemang 


| Planning Vice-President 


Herbert J. Allemang, manage- 
ment consultant who joined Philco 
as a corporate officer in 1951, has 
been appointed vice-president in 
charge of planning for Philco Corp. 
it is announced by William Bal- 
derston, president. Allemang will 
be responsible for long-range plan- 
ning of manufacturing facilities, 
organization and operations. 

Allemang was a senior partner 
for 13 years of Stevenson, Jordan 


Auto Personnel 


| & Harrison, Inc., management con- 
sultants, in which connection he 
took part in consultation on long- 
range planning for Philco. 
© + x 


Twin Coach Puts Brehm 
|In Charge of Service 
Appointment of A. E. Brehm as 
service manager of Twin Coach 
Co., Kent, O., has been announced 
by Walter C. Smart, vice-presi- 
dent. 
Brehm had been Twin Coach’s 
Chicago district service manager 
since 1927. 


* * + 
New Rep. District Manager 


Named for Bennett Pump 


S. K. Makemson, general sales 
manager for the Bennett Pump 
division of John Wood Co., an- 


been appointed district represent- 
ative to handle the Bennett-Eco 
oil equipment lines in the Pitts- 
burgh territory. 

Acting as co-district managers 
will be the principals of the firm, 








nounces that Edwards & Son has 





“Wherever you go there's 
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Delco Signal-Seeking Radio 


Completely automatic tuning! Press 
the Selector Bar and the Signal- 
Seeking Tuner travels across the 
dial until it encounters a station 

signal. Another touch of the finger 
and the next station is tuned in 
. selection virtually unlimited! 






pe 


Delco “Favorite Station" Radio 


Highest development of the auto 
radio science . . . combines push- 
button tuning of any five predeter- 
mined stations with Delco Radio's 
famous Signal-Seeking Tuner. Push- 
button stations easily arranged by 
sliding tabs . . . 


easily readjusted. 


Proof of the outstanding perform- 
ance of Delco Radios is contained in 
the fact that Delcos are selected for 
installation in nearly half of the cars 
and trucks that are currently being 
radio-equipped. For automotive man- 
ufacturers now know they can 
depend on the world’s largest pro- 
ducer of auto radios to provide 
models with unsurpassed power and 
clarity. Whether your customers 
prefer a radio that is manually tuned, 
push-button tuned, or is equipped 
with the famous and exclusive 
Signal-Seeking Tuner, they are assur- 
ed maximum listening pleasure with 
a Delco. Ask your car manufacturer 
about Delco auto radios. 


GENERAL MOTORS CORPORATION 
KOKOMO, INDIANA 


, radio. 





Delco Push-Button Radio 


Push-button setting to any five 
predetermined stations, without 
tools... re-setting is equally easy. 
Manual control also provided. Dual- 
purpose tubes afford extra long- 
range performance . . . automatic 
volume control prevents fading. 
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Delco Manual-Control Radio 
High in quality . . . low in cost! 
Comparable to the push-button 
radio in performance and tone 
quality, this model Delco provides 
crystal-clear, long-range reception 
. tone control and automatic 
volume control are both included. 





J. R. Edwards sr. and J, R. Ed- 
wards jr., who have offices at 904 
Union Trust Bldg. 


Also announced was the appoint- 
ment of R. W. Lane as district 
sales manager for the Kansas City 
territory, with headquarters at 310 
Board of Trade Bldg. 

* + * 


| Diamond T Adds Hansen 


| To Vice-President’s Roster 


Z. C. R. Hansen, former general 
manager of Automotive Equipment 
Co., Portland, Ore. has been 
elected vice- 
president of Dia- 
mond T, accord- 
ing to E. J. Bush, 
president. 

Hansen, in his 
10-year term as 
head of the 
Oregon distribu- 
torship, lifted 
Diamond T sales 
volume in the 

area to the No. 1 
Z. ©. R, Hansen position among 
all Diamond T dealers and distri- 
butors throughout the country. 

He has been associated with the 
truck industry for more than 25 
years. He received his early train- 
ing with International Harvester 
Co, and its export subsidiary. In 
1944, he became vice-president and 
general manager of Automotive 
Equipment Co. 

x 








Timken Ups McConkey 


Timken Roller Bearing Co. has 
appointed Richard K. McConkey as 
assistant general manager of the 
industrial division. Formerly 
district manager of the industrial 
division at the Moline (IIl.) office, 
he succeeds the late Melvin H. 
Kuhl. 


* * * 


Reeves Heads Auto Sales 
Of Fedders-Quigan 


W. W. Reeves, assistant sales 
manager of the automotive divi- 
sion of Fedders-Quigan Corp., has 
been named divi- 
sion sales man- 
ager, according 
to A. J. DeFino, 
general manager. 
Reeves succeeds 
August Ihde, who 
has retired and 
will serve the 
company as con- 
sultant. 

Reeves joined 
Fedders in 1946 
and served three 
years as a design engineer. Later 
he was assigned to the refrigera- 
tion and automotive division as a 
sales engineeer, before being pro- 
moted to assistant sales manager. 

* *~ 


Lotz to Stage Dealer Forums 


For Los Angeles Firm 


Nu Orm Plans, 1015 S. LaCionega, 
Los Angeles, producer of service 
merchandising plans and controls, 
announces the ad- 
dition of Henry 
Lotz, former serv- 
ice manager for 
Nash. 

Lotz will con- 
duct a series of 
forums on profit- 
able dealer oper- 
ation, designed 
particularly to aid 
dealers on the 
west coast who 
now are subscrib- 
ers to the Nu Orm service. The 
forums, held monthly, will comprise 
lectures, conferences and meetings 
where motion pictures and other 
visual aids will be employed. 

x * x 


Dillon Heads Division 


Martin T. Dillon has been ap- 
pointed manager of the New York 
division of Boston Woven Hose & 
Rubber Co., according to Fred V 
Maloon, director of general sales 
Dillon has been with the company’s 
sales organization in the New York 
area for 30 years. 

* 


Jet Medalist 


Bendix Engineer Is Honored 


For Fuel-Test Idea 


William J. Kunz jr., chief engi- 
neer of fuel- metering electronics 
at Bendix Aviation Corp.’s Bendix 
Products division, South Bend, was 
awarded the Wright Brothers 
Medal of the Society of Automo- 
tive Engineers at the SAE national 

(Continued on Page 31, Col, 1) 
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aeronautic meeting and aircraft 
production forum in New York. 

The gold medal was presented to 
Kunz for development of electronic 
equipment which reduces to a few 
days’ time fuel-system testing on 
jet engines. Previously these tests 
required weeks. 

Developed under Kunz’ direction 
the equipment determines fuel re- 
quirements for jets to reach peak 
power and operating economy 
under such various conditions as 
different temperatures, speeds and 
air densities. It also determines 
what is known as the “stall area” 
in the engine. For jets to operate 
efficiently, fuel must be fed to the 
engine under precise control. 

Kunz joined Bendix in 1937 and 
has been chief engineer of fuel 
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_been announced by Glenn F. Crow, 
sales vice-president. 

Fuller will supervise sales of 
Fixible and Flxible-Twin Coach 
| buses for uses 
senger transportation. He formerly 
was sales manager of funeral-car 
|} and ambulance sales. 
* * + 


Kendall Gives New Duties 


To Feinen and Pruch 


The appointment of John R. 
Feinen as sales manager of the 
west coast division of Kendall Re- 


G. Harold Osborne, general sales | 
manager. 


as sales manager of Kendall’s New | 
England division, Osborne said. 


metering electronics for three|Pruch formerly was engineering | 


years. 
* * * 


Three New Executives 
Appointed at Mortell 


Three new appointments have 
been announced by J. W. Mortell 
Co., Kankakee, IIL, manufacturer 
of sound deadeners and protec- 
tive coatings. 

T. P. Fitzpatrick has been 
named vice-president and general 
manager; E. F. Gerrity is the 
new sales manager, and R, A. 
Dixon becomes assistant treas- 


urer. 
* * 


Chrysler Corp. of Canada 


Names Hogan Treasurer 


Appointment of Frank J. Hogan 
as treasurer of Chrysler Corp. of 
Canada, Ltd., has 
been announced 
by E. C. Row, 
president and 
general manager 
of the company. 

Hogan is a na- 
tive of Windsor, 
Ont. He joined 
the Chrysler or- 
ganization in 1925. 

Prior to his 
latest appoint- a 
ment, he _ served F. J. Hogan 
as assistant secretary and assistant 
treasurer. 





* . * 
Perfect Circle Promotes 4 


In Top-Level Changes 

Dewey Bookout, Richard Ban- 
croft, Dean Parsons and Karl Eff- 
man have been given new assign- 
ments at Perfect Circle Corp., 
Hagerstown, Ind. 

With the creation of a new cen- 
tral staff position, Bookout, former 
manager of the manufacturing di- 
vision, becomes chief industrial 
engineer. 

In other changes, the manufac- 
turing division has been split into 
two parts, with Bancroft and Par- 
sons heading the castings and 
machining divisions respectively. 
Parsons formerly was supervisor of 
production planning. 

Succeeding Bancroft as manager 


of the engineering division is 
Effman, formerly chief research 
engineer. 


* * oJ 
Gemmer Promotes Phillips; 


Blume Takes Over Sales 

Frank E. Phillips, former _— 
vice-president of Gemmer Mfg. Co., 
Detroit, has been promoted to 
senior vice-president, according to 
Frederick M. 
Hammond, presi- 
dent. 

Hammond also 
announced the 
appointment of 
William A, Blume 
as sales vice- 
president to suc- 
ceed Phillips. 

Blume, prior to 
joining Gemmer, 
was president of 
Asbestos Mfg. 
Co., Huntington, Ind., and vice- 
president of Thermoid Co., Trenton, 
N. J. Before going to the Hunting- 
ton company, he was president of 
American Brake Block Co. 

* * * 


Fuller to Manage Sales 


Of Flxible Special Coaches 


Appointment of J. S. Fuller as | 
special-coach sales manager of 
Fixible Co., Loudonville, O., has 





Wm. A. Blume 








correspondent. 
* * * 


Ford’s Krolicki, Bogart Cited 
As Sloan Fellows for °53 


Two Ford Motor Co. manufac- 






































other than pas- 


American Know-How for European Defense— 


American methods of engineering and production are studied by Lt. Gen. Jean 
fining Co. has been announced by | Etienne Valluy (left), deputy chief of staff for logistics and administration at Supreme 
Headquarters, Allied Powers Europe, who went to Detroit for meetings with auto- 
motive and ordnance officials. With him are Fred J. Walters (center), Packard's 
Henry Pruch will replace Feinen | marketing vice-president, and his brother, Lt. Col. Vernon A. Walters, in charge of 
the language section at SHAPE, who accompanied Gen. Valluy to this country. 


turing managers have 
named Sloan Fellows 
and will study for a year at 
Massachusetts Institute of Tech- 
nology, Cambridge, Mass. 

They are John A. Krolicki, 


manufacturing engineering man- 


























































been | 
for 1953 | 


ager, Dearborn general manufac- 
turing division, and Harold N. 
Bogart, melting superintendent, 
Dearborn specialty foundry. 
Krolicki started with Ford in 
1933 as an apprentice tool and 
die maker, and Bogart joined 
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19387 as 





Ford in 
operator. 


a production 


* * * 


| Howard Named Coordinator 


Of Ford Aircraft Plant 


Appointment of Harold F, How- 
ard as assistant group executive 
has been announced by John Dyks- 
tra, vice-president for the aircraft 
engine and machined products 


|} group of Ford Motor Co. 


Howard, who will be responsible 
for over-all direction and coordi- 
nation of activities of the aircraft 
engine division in Chicago, for- 
merly was president of Harold F. 
Howard Co., Detroit industrial 


|} engineering and business consult- 


ant firm. 
* * 


Metzger Is Personnel Chief 


Of Armour Foundation 


Joseph A. Metzger, personnel and 
labor-relations specialist has been 
named personnel manager of the 
Armour Research Foundation of 
the Illinois Institute of Technology, 
according to Dr. Haldon A. Leedy, 
director. 


Metzger will direct all personnel 
activities of the foundation’s staff 
of more than 1,100 scientists, engi- 
neers and nontechnical employes. 


Get 50% More 


Profit on your 
UNDERCOATING JOBS 





UNDER-CAR SEALER AND SILENCER 


50% More Jobs Per Drum 


* Nokorode is concentrated—no excess solvent. 
You spray Nokorode to 6” thickness—and it 
dries to almost %”. It’s made entirely by Lion 
under U.S. Patent 2393774, assuring controlled 
uniformity, controlled quality. Nokorode goes 50% 
farther, yet costs no more than ordinary under- 
coatings. That means 50% more profit for you. 


Easier Application ... Lower Labor Cost 
* Nokorode is uniform for smooth application 
—no troublesome “blobs”. . . flows freely, per- 
mitting steady pressure in the gun. There’s no 
lost time due to lost pressure. 


Nokorode is stable, made of highly compatible 
materials—won’t separate in storage, won’t clog 
guns or hoses. You avoid unnecessary clean-up 
jobs—you save man-hours and money. 


LION o11 Wee 


EL DORADO 


undercoating profit. 


Name 
Address 
City 
State 





FREE: Details on how to increase 


LION OIL COMPANY, El Dorado, Arkansas 


Please send information on higher profits 
with LION NOKORODE. 





COMPANY 


ARKANSAS 
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Ford’s recent national ad, “Worth 
More—and Why,” has been so 
popular with dealers, the division 
says, that 1,500,000 reprints of the 
ad have been prepared in booklet 
form to send to customers. 

The Ford advertising depart- 
ment has received many letters 
commenting on the unusual ad, 
it was explained, and is enthusi- 
astic about the returns of this 
type of advertising. 

“We never have had such re- 
sponse to an ad from both dealers 
and the car-buying public,’ Gordon 
C. Eldredge, advertising manager, 
said. “It is sales language that 
customers understand —that com- 
mands their immediate attention.” 

+ > + 


Willys to Air TV Dramas 


Raymond R. Rausch, executive 
vice-president of Willys, has an- 
nounced that the company will 
sponsor a summer series of “live” 


fo 


A combination of experience, research and _ technical 
knowledge has made Delco the foremost producer of 
shock absorbers . . . has made Delco the best-known, 


Affecting Factories and Dealers... 
Auto Advertising 








television dramas, written and | 
supervised by Ben Hecht. 

Rausch said that the series will 
be known as “Tales of the City,” 
and will be presented as the Willys | 
Theatre program over the CBS 
television network every other | 
| Thursday, beginning June 25, at| 
|8:30 p.m. (EDT). 

* + 


+ | 


| Chrysler TV Theater 


| Additional information about the 
|Chrysler Corp, television show, re- | 
|cently announced by Batten, Bar-| 


|}announced by the corporation. 

The show, “Chrysler Medallion 
Theater,” will begin Saturday, | 
July 11, and will be a half-hour | 
dramatic show from 10 to 10:30 
p.m, (eastern daylight saving 
time). 

William Spier, currently produc- 
ing “Omnibus” and formerly “The 
Clock” and “March of Time,” will 
produce the show. Plymouth, 





r... quality 


» +. quantity 


..- On-time 


the most-wanted shock absorber. 


There are Delco designs for every automotive application 
—cars, trucks, buses, military vehicles—and Delco pro- 
duction facilities insure prompt delivery. For detailed 
information get in touch with Delco Products, Division 


of General Motors Corporation, Dayton, Ohio. 
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Dodge, DeSoto and Chrysler cars 
will be featured in alternate weeks 
| of the series. 


* + * 


Chicago Trib Picks Elrod 

Wally Bates, manager of the 
Detroit office of the Chicago Trib- 
une, has announced that Thomas 
J. Elrod, working out of the Chi- 
cago office, will handle the Akron 
tire accounts. 

Bates said that Harry Harlow, 
formerly in charge of the rubber 
firm accounts from the Detroit 
office, has been transferred to the 
New York office. Elrod had been 
in charge of rubber contacts in 


the Chicago area. 
a . + 


Nash Film Honored 


Nash’s latest outdoor sports film, 


and recreation films sponsored by 
American industry. 

“Out of the North” was filmed 
in the United States and five Can- 
adian provinces. It traces wild fowl 
life from the laying and hatching 
of eggs to migration and hunting 
sequences. 

The citation commended the film 


delivery 





| 
In Friendly Feud— 

R. T. Scott (left), partner in McDonald- 
Scott Chevrolet Co., Oklahoma City, better 
known as ‘Chief Powerglide,"’ readies his 


ton, Durstine & Osborn, Inc., which “Out of the North,” has been cited | tomahawk for Stewart Meyers, insurance 
will handle the program, has been! by Business Screen as the “best | man, in a friendly argument growing out 
lof the year” among sports, travel 


| of a membership drive for the Oklahoma 
| City Y.M.C.A. Scott's ‘Sioux tribe"’ raised 
| $96,711 for the cause. 


ment of natural history and sports 
lore.” 

* + + 
|Newspaper Color Service 


| A new, low-cost color service 


“for the quality and excellent treat-| has been launched by the Mil- 





Delco Hydraulic Shock Absorbers 


| waukee Journal. Through 
arrangement with Lake Shore 
Electrotype, Chicago, the Journal 
will make available edition mats 
| of all kinds of newspaper color 
material, bringing the cost of run- 
ning such color very nearly in 
line with black-and-white pro- 
| duction, it is said. 

The new service, operating as 
a department of the Journal and 
having its headquarters in Mil- 
waukee, will be known as ROP 
Color Service for Newspapers. 

Its purpose, as stated by Jour- 
nal officials, is to create a nation- 
wide pool of color material, en- 
abling subscribing newspapers to 
improve and diversify their edi- 
torial color content. 

* * > 


Joins Parade 


Milton P. Rasmussen has been 
appointed assistant to Walter Ten- 
ney, vice-president in charge of 
publisher relations of Parade, ac- 
| cording to N. B. Brodhead, execu- 
| tive vice-president. 

Rasmussen comes to the Sunday 
picture magazine from Reynolds- 
Fitzgerald, Inc., newspaper pub- 
lishers’ representative, of which he 
was a vice-president. 

He previously was associated with 
the Texas Daily Press League and 
the bureau of advertising of the 
American Newspaper Publishers 
Assn. 





Detroit Dealers on TV 

Dizzy Trout, former Detroit Ti- 
ger pitcher, has turned his talents 
toward television for the Detroit 
Dodge Dealers Assn. Trout is 
master of ceremonies on the 
Dodge Knot-Hole Gang television 
show, which is carried direct from 
Briggs Stadium prior to every 
televised Tiger game. The show 
features outstanding teen-age 
sandlot players from various boys’ 
leagues. 

x * . 


|Hahn in New Home 


| Marvin Hahn Agency announces 
}the opening of new offices in its 
|}own building at 2889 W. Grand 
Blvd., Detroit. 

| The agency’s automotive accounts 
| are Rinshea-Mason Co., Park Chem- 
|ical Co,, Wettlaufer Mfg. Co. and 
| Redmond Co. 


* * ° 


Names 


Robert E. Little has been named 
|auto editor of the San Francisco 
| News and a member of the national 
| advertising department sales staff 
|... 0. Stewart Whitham has been 
|appointed advertising manager of 
Cars magazine, published by Faw- 
cett Publications, Inc., New York 
|. . . Charles E, Maxwell will head 
| the new sales division of the Broad- 
cast Advertising Bureau, Inc., New 
| York, it has been announced by 
| William B. Ryan, president. 


Thomas A, Sinding, formerly 
vice-president in the Chicago office 
of Sawyer-Ferguson-Walker Co., 
has joined Small, Brewer & Kent, 
|iInc., as western manager. 

I. T. Galanoy, of Robert S. Tap- 
linger & Associates, has been 
named as account executive for 
public relations for Rootes Motors, 
Inc., British manufacturers of the 
|Hillman Minx, Sunbeam - Talbot, 
Humber and Rover automobiles. 


Hugh V. Munce, formerly public 
relations manager for Pontiac, has 
been added to the staff of Mac- 
Manus, John & Adams, Inc., ad 
agency in Bloomfield Hills, Mich. 

William J. Jost has joined Geyer 
Advertising Inc., as account ex- 
ecutive. He formerly was  vice- 
president of the Owen & Chappell 
agency, handling the Frankfort 
Distillers account. 


Swartz Opens Cadillac Firm 
After Resigning GM Post 


A new dealership, Swartz Cadil 
lac Co., has been established o1 
Reisterstown Rd. in Owings Mills 
Md., it is announced by William B 
Swartz, Chesapeake Cadillac Olds- 
mobile Co. will be its distributor, 
according to Roland A, Flanagan, 
Chesapeake vice-president and 
general manager. 

Swartz had been with General 
Motors since 1925, most recently 
as a director of the material pro- 
curement, purchasing and salvage 
section in Washington. He resigned 
to head the new dealership. 
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WHAT A TEAM! Not only is the MG America’s 


favorite sport car but it is the most popular imported 
car in America. During 1952, more MG’s were sold 
in the U.S. than any other foreign car! In the begin- 
ning, the Morris Minor, (cousin to the MG) was 
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NUFFIELD NEWS: 


os 
a 


wasn’t long before Americans discovered that the 


Morris Minor is the most economical family car 
to buy (about $1500 complete) and to rum (up to 
40 miles to a gallon of gas). Both cars carry the 
stability and reputation of Nuffield engineering. Now 





Sales beat the field almost 2 to 













DISTRIBUTORS 


(#) S.H. ARNOLT, INC. 
415 East Erie Street 
Chicago 11, Illinois 


(2) BRITISH CARS 


& PARTS, INC. 
610 Colman Bldg. 
Seattle 4, Washington 


Pall 
ad 


To capitalize on the natural relationship be- 
tween MG and Morris cars, a national advertising 
campaign will tie the two together. The starting gun 
has already been fired in page advertisements in the 
New Yorker and Sunset magazines featuring the 


(3) BRITISH MOTOR CAR 
DISTRIBUTORS, LTD. 


swept along with the tide of MG popularity but it 


the MG and Morris team is scoring profits for dealers. 


above photograph. 


In 1952, MG sales increased 97%. Almost twice as many MG’s were 
sold as the second leading imported car. — 


If you're interested in additional profits you should invest- 
igate the money-making MG-Morris team while the sport 


car revival is still in its infancy. MG leadership is unquestion- 


able, and . . . right now, Americans are beginning to realize 





TEAMWORK — There's a complete line of Morris Minors in four-door, two- 
door and convertible models (all selling for around $1500, complete). The 
popular colors — blue, grey, green, or black contrast with the genuine leather 
and vynide upholstery. The complete line makes the MG-Morris team the most 
profitable imported car team in America today. 





OUT IN FRONT — When it comes to convertibles, you can’t beat the Morris 
Minor. Selling under $1500 complete, it’s the greatest convertible bargain of 
the year. One new car dealer who took on the MG-Morris team as a side line 
writes, “I had no idea there was such a demand, I can sell all the convertibles 
you can ship me — and more! 






that the Morris Minor is the common sense solution to park- 
ing problems, traffic jams and the high cost of living. If you 
are seriously thinking of getting into this field don’t delay 


contacting the MG-Morris distributor for your territory. 


LEADS THE PACK — It was the MG that got Americans interested in sport 
cars. During 1952 more MG’s were sold in the U.S. than any other foreign-built 
car. It was thru the MG that Americans first became acquainted with the Morris 
Minor. Now the MG-Morris team is winning greatest popularity among Ameri- 
can families and scoring profits for American automobile dealers. 





MG-Morris distributor territories. For details about dealerships, write to the 
distributor for your territory. 








214 Van Ness Avenue 
San Francisco, Calif. 


(4) DENVER IMPORTED 


MOTORS, INC. 
2610 W. Alameda Ave. 
Denver 19, Colorado 


(S) FOREIGN MOTOR CAR CO. 
843 S. Main St. 
Salt Lake City, Utah 


(6) GALLAGHER ENTERPRISES 
South Higgins and Third Sts. , 
Missoula, Montana 


(7) GOUGH INDUSTRIES, INC. 
819 East Ist St. 
Los Angeles 54, Calif. 


(8) J.S. INSKIP, INC. 
304 East 64th Street 
New York 21, New York 


(9) IMPERIAL CAR 


DISTRIBUTORS, INC. 
215 Academy Street 
Hampton, Virginia 


(0) NUECES GARAGE 
617 North Water Street 
Corpus Christi, Texas 


(4) CLARENCE TALLEY 


AUTO CO. 
2146 North Harwood St. 
Dallas, Texas 


(2) WACO MOTORS 
1779 West Flagler St. 
Miami 35, Florida 


ARCHIE WALKER 


IMPORTED MOTORS, INC. 
4317 Excelsior Boulevard 
Minneapolis, Minnesota 
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On the Financial Front... 





Manufacturing Profits 


Off 10 Pet. 


eee of manufacturing cor-|high of $250.2 billion in 1952, the 


porations after taxes in 1952 
declined 10 percent to an estimated 
$10.7 billion, according to a joint 
report by the Federal Trade Com- 
mission and the Securities & Ex- 
change Commission. 

Profits before taxes declined 16 
percent in 1952 compared to 1951, 
the report said. 

With sales reaching a_ record 





Briggs Mfg. 

Briggs Mfg. Co. reported first- 
quarter earnings of $1,225,737, or 
63 cents per share, as compared 
with $2,555,474, or $1.61 per share 
for the same period in 1952. How- 
ever, Everett E. Lundberg, presi- 
dent, was optimistic in his report, 
saying that employment is highest 
in company history, production is 
up and demand for Briggs products 
is increasing. 
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report said, the profit decline re- 
flected a continued rise in costs. 
Provisions for income and excess- 
profits taxes in 1952 amounted to 
$12.2 billion, a decline of 22 percent 
from the preceding year. 

Figures in the report showed a 
provision for Federal income taxes 
of $12.2 billion. 





* * * 


(ao dividends amounted to $5.5 | 
billion and _ retained earnings | 
were $5.2 billion. 
According to the report, the 
average profit per dollar of sales 
(after taxes) was 4.3 cents for all 
industries. For motor vehicles 
and parts it was 4.7 cents. 
Total assets of manufacturing 
corporations at the end of 1952 


Key Hudson dealers from the Memphis area met for a conference with Hudson 
officials. Those in charge of the meeting were (from left) Roy Chapin, Hudson assistant 
general sales manager; J. C. Clem, Memphis zone manager, and Lew Sumpter, 
southern division sales manager. 





million during the year to a level|of U. S. Rubber Co., told a stock- 
of $44.1 billion, while net working | holders’ meeting that sales are ex- 
capital was estimated at $55 billion, | pected to remain high this year and 
a nee of $2.5 billion. probably will surpass the 1952 


U. S. Rubber Expects Sales mark, while profit will be about 
were estimated at $166 billion, $7.8|,, . 


the same as last year, unless the 
billion higher than at the end of To Surpass Last Year’s 


excess profits tax is removed. 
1951. Inventories increased $700 H. E. Humphreys jr., president Humphreys also announced that 








RIGHT UNDER HIS NOSE 





.°’ Socony-Vacuum will help train your °s 


os 
: lubrication men 


ONLY SOCONY-VACUUM OFFERS ALL THREE: 


® America’s Favorites—Mobilgas and Mobiloil. 
®@ World’s Greatest Lubrication Experience. 
@ Exclusive “On-The-Job” Training. 


*., for your other service departments! —,s 


... but does he see it? 


Scores of training centers coast-to-coast—plus a staff of 
experienced instructors and salesmen to train your men 
on the job—make Socony-Vacuum’s lubrication training 


ae program the finest of its kind. Here’s what it does: 
ee ee 
e 


. Trains your men in proper lubrication techniques, with 
e 


« emphasis on the make of car you sell... teaches them to 
2 


to find extra business °*% 


point out the need for parts and services to your custom- 
ers. Result: your service departments get extra business, 
°° your customers are satisfied, you and your lubrication 


men gain an outstanding reputation for quality work. 


aeons 






Mobilgas 


SOCONY-VACUUM 





SOCONY-VACUUM OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORP 





the firm’s modernization and ex- 
pansion program will continue at 
a high level, and declared that 
great sales efforts will be necessary 


|to meet keener competition. 


+ . + 


Associates Investment 


Associates Investment Co. has 


|declared a quarterly dividend of 


40 cents a share on $10 par value 
common stock. The dividend is 
payable June 30 to shareholders 


of record June 12. 
* * * 


Allis-Chalmers Mfg. 


Stockholders of Allis - Chalmers 
Mfg. Co., Milwaukee, have voted 
to increase authorized common 
stock from 3,750,000 to 5,000,000 
shares. They also voted to change 
the common stock from shares of 
no par value to shares of par value 
of $20 each. W. A. Roberts was 
reelected as president. 

* . . 


Ainsworth Mfg. 


Net sales of Ainsworth Mfg. 
Corp. for the first quarter 
amounted to $6,746,126, resulting in 
a net income of $152,013, according 
to Warren H. Farr, president. The 
quarterly dividend has been set at 
15 cents per share. 

* * e 


Timken-Detroit Axle 


Timken-Detroit Axle Co. has de- 
clared a dividend of 50 cents per 
share payable June 20. 

* o + 
Van Norman 


Van Norman Co., Springfield, 
Mass., reports for the first quarter 
|@ net profit of $275,684, equal to 75 
|}cents per share on 370,000 shares 
|of common stock. 
| This includes the profits of 
|Morse Twist Drill & Machine Co. 

For the same period of 1952, net 
profits were $202,172, or 55 cents 
per share. 
| * * * 
Minnesota Mining 


Minnesota Mining & Mfg. Co. 
|sales for the first three months of 
| 1953 totaled $51,062,122, the highest 
| first-quarter total in company his- 
tory. Profits after taxes and pre- 
ferred stock dividends were $4,- 
| 256,859, or 53 cents per common 
| share, compared with $3,740,188, or 
47 cents per share, for the same 
period of 1952. 


* * 


General Tire & Rubber 


General Tire & Rubber Co, has 
declared a quarterly dividend of 
50 cents per share on $2.50 par 
value common stock, payable May 
29 to shareholders of record May 
19. 





* * * 


Gabriel 


First-quarter net profit for 
Gabriel Co., according to President 
John H. Briggs, was $121,184, or 
22 cents per share of common stock. 
Briggs also reported to sharehold- 
ers that Gabriel’s first-quarter sales 
volume was 40 percent over the 


| Same quarter of 1952. 


'U. S. Survey Lists 
160,000 Cars 
As Rental Units 


WASHINGTON. — Publication of 
a nationwide survey of rental and 
drive-yourself cars has been an- 
nounced by the Defense Transport 
Administration. 

Prepared by DTA’s street and 
highway transport division, the 
survey covers 1950-53 and is repre- 
sentative of 2,140 of the approxi- 
mately 3,000 rental firms in the 
U. S. 

It finds that about 160,000 autos 
are available now for rental, The 
study also summarizes statistical 
data on the make of autos used, 
annual mileage operated and 
| gallons of fuel consumed. 

During 1951, the survey shows 
103,731 rented cars operated over 
1,300,000,000 miles, an average vf 
13,303 miles per vehicle. 

A limited number of copies of 
the report are available from tle 
DTA Information Office, Roo 
4133, ICC Building, Twelfth ar 
pe Ave., Washington 2), 
a 





Slavin Opens New Lot 
Slavin Motors, Inc. (Kaiser- 
Frazer), 3421 Irving Park Dr., 
Chicago, has opened a new lot for 
used-car sales at 3515 Irving Park. 
The lot will display about 20 cars 
and will be open evenings, 











lke'S moneyman 


and Abraham 
Lincoln’s hat 


Tonight millions will face a happy 
dilemma—where to start this week’s 
Saturday Evening Post. There are 
seven stories. (Don’t miss James 
Warner Bellah’s yarn about the 
Rebel who stole Lincoln’s hat!) 
There are ten articles. (Try the 
Alsops’ revealing interview with 
Treasury Secretary Humphrey.) 
192 advertisements for America’s 
most popular products. It adds up 
to 184 pages of topflight reading. 
Sit down with the Post tonight 
and see why readers spend more 
time with it than with any other 
weekly magazine. 





have proved the way to pre-sell customers. 


When it’s time for convertible tops to come 
down, car sales go up. But spring fever doesn’t 
account for all the sales. Advertising plays a 
big part—particularly advertising in the Post. 
Over the years, your factory’s ads in the Post 
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Time was running out for the kids caught in the 
flood. Only a frail woman could save them. 
But why should she risk her life? Their father 
had murdered her husband. What woman can 
resist a story like this? It’s master storyteller 
MacKinlay Kantor’s latest novelette. 
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Wherever this seal (above) goes up, sales go 
up as well. It shows customers you sell the 
famous automotive lines they’ve seen in the 
Post. They’re your fastest-selling lines, too. 
That’s why the Post continues to carry the 


most automotive advertising. 











Are today’s pitchers outsmarting themselves? 
The old Flash, Frank Frisch, says yes! His 
advice: Serve up two basic pitches and let 
the hitter worry. They All Can Be Pitched To 
is lively—and controversial. Millions of Post 
sports fans will take sides on this one. 


The Saturday Evening 


POs! FA 


the heart of America 





Surveys show that: PReaders spend more 
time with the Post—and return to it more 
often. ®Readers believe that the Post is 
more reliable. ® Readers pay more attention 
to advertising in the Post and have more con- 
fidence in Post-advertised products. 
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Waiting for the Magic Ingredient... 


A Peek at Plastic Body Future 


By Ruth M. Eddy | standpoint of design versatility, the|ens its bid for a major role in the 
Staff Correspondent incentive for finding the missing | new industry. 

WARREN, R. I.—All that stands | !ink to speed production is great. Joseph W. Frazer, former 
in the way of broad use of plastics} Already considerable production Chrysler sales executive who be- 
in car bodies is a few hours of cur-|@8 been announced for the Cor- came president of Willys, then 
ing time, according to Theodore F. vette by Chevrolet and the Darrin gained control of Graham-Paige 


Jones, president of Glass Plastics sports car by Halser-Fraser. But and later became a partner in 


s there have been reports that Chev- : . : . 
International here. rolet may switch to steel if large Kaiser-Frazer, is chairman of the 
-| board of GPI. 


But Jones says that handicap/| quantities of the Corvette are pro- : 
will eventually be eliminated. duced. "7 4 is no gg oo To 
, Other makers are usin lastic |1n K-F management, although it is 
Detroit auto sources say that 2 | understood that GPI is one of the 


; bodies to give their designers| COG : 
the four hours now required’ te | greater rein in experimentation. a bidding for K-F plastic-body 
usiness. 


cure plastic body panels makes | Jones believes that the “know- 
for an assembly line that is im- | pow” of GPI’s. craftsmen strength-| Without identifying the client, | 
practical for mass production be- | — 2 dw aaeaeinacibciaiael piaesiade 
cause it takes too much space. 
But Jones feels that some process 
—perhaps an ingredient that will 
make possible press molding or 
post-forming—will solve that diffi- 
culty. 
And with American makers in- | 
trigued by plastic bodies from the | 








In the Hopper 


Automobile transports up to 13) 
feet six inches in height will not 
need special permits in Delaware 
if a bill passed unanimously in the 
State Senate becomes law. The} 
owner of the transport would be} 
liable for damage to bridges or) 
overpasses. The maximum height | 
for other vehicles on Delaware 
roads is 12 feet six inches. 

& * * 


Pa. Dealers Support Bill 


To Control Pedestrians 


Pennsylvania’s new-car dealers | 
are actively supporting a measure | 
in the Legislature which would give 
local authorities power to adopt 
ordinances to control pedestrian 
traffic and require pedestrians to 
assume responsibilities in motor ve- 
hicle accidents. 

The measure, which also is fa- 
vored by state officials, would re- 
quire pedestrians to obey traffic 
signals and to cross streets or high- | 
ways only in a crosswalk, 

Announcing dealer support of the 
measure, Claude S. Klugh, general 
manager of the Pennsylvania Au-| 
tomotive Assn., said, “The proposal 
clearly defines the responsibility of 
the pedestrian in cases where his 
own negligence can be shown, thus 
giving the motor vehicle operator | 
the protection to which he is en-| 
titled.” 

* * * 
Delaware Senate Passes 


Reciprocity Measure 

A bill to set up a reciprocity com- 
mission to work out motor vehicle 
law compromises with other states 
has passed the Delaware Senate. 

The commission would consist of 
the motor vehicle commissioner, the 
chief engineer of the State High- 
way Department and a third mem- 
ber appointed by the governor. The | 
Senate approved the bill unani-| 
mously after amending it to forbid | 
compensation for board members| 
and to forbid any agreement which | 
would reduce State income appre-| 
ciably. 

* na * 


N. H. Rejects Biil to Exempt 


Used Cars from Stock Tax 
New Hampshire’s House has 
killed a bill which sought to 
exempt used cars from the State 
stock-in-trade tax. The measure 
had been favored by the New | 
Hampshire Automobile Dealers | 


Assn. 
* + * 


Me. Senate Kills Bill to Put 


Tax on Casual Auto Sales 
Maine’s Senate has rejected an 
attempt to revive a bill proposing 
the imposition of the State sales 
tax on casual sales of automo- 
biles—those between individuals 


not in the automotive business, 
- - * 


Delaware Eases Bus Curb 

Maximum length for buses on 
Delaware highways is increased 
from 35 to 42 feet in a bill signed 
by Gov. J. Cabel Boggs. 
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| Jones says that GPI has built five | 


| plastic bodies for one of the auto 
makers. 

GPI came into being as a result 
of the efforts of Frazer. When the 
1938 hurricane swept away the 
small boat shop in Providence where 
Anchorage, Inc., had been making 
wooden boats for several years, it 
moved to Warren and Anchorage 
Plastics Corp. was formed to enter 
the plastic boat-building field. 

In 1945, Anchorage developed its 
first reinforced plastic boat and led 
the firm into production of the 
boats three years later. 

In the spring of 1952, Graham- 


| Paige imported an English Allard. 


Frazer asked Anchorage to make a 
plastic body for the car. 


This led to the formation of | 





zer became chairman of the board 

and Jones, who had been general 

manager of Anchorage, became 
president. 

The purpose of GPI, Jones says, 
is to transform to mass-production 
methods the various processes 
learned in reaserch and develop- 
ment. 


The cost of plastic is still high, 
Jones says. While steel sells for 
less than 10 cents a pound, plastic 
costs 45 to 50 cents a pound. 

Some interesting claims for plas- 
|tic made by GPI are that it has 
the same strength as steel although 
it is only 40 percent as heavy, that 
it is non-corrosive, is more pliable 
|'and can be repaired easily and 
cheaply by the car owner. 

And plastic bodies can be manu- 


| 


Glass Plastics International, Fra- | factured in color. 


New Fast Drying Combination 
requires NO EXTRA EQUIPMENT! 


NO ANNOYING ORANGE PEEL! 
MORE PAINT JOBS 
ASK YOUR R-M JOBBER! 


PER DAY! 
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Used-Car Auction Prices 


Market Trend 


Wholesale used-car prices continued to slide last week, according to 
Automotive News’ used-car index. The overall average price dropped 
$11, to stand at $1,018. 

All models were off except ’46s, which were up $1. Losses for the 
week were as follows: '52s, $30; 48s, $19; ’51s, $17; ’50s, "49s and 
"47s, $7, and ’53s, $4. 

Activity improved, however. At 10 representative auctions last week, 
1,204 cars were sold from 1,822 offerings for 66 percent. At the same 
auctions a week earlier, 1,136 cars were sold from 1,832 offerings for 
62 percent. 









Prices marked with an * indicate a unit equipped with an automatic 
transmission or overdrive, and (ps) indicates power steering. 






RINSHED-MASON Co. 











7 . (61) coupe, $1,290*. "48 (60) 4-dr. 1,- 
LOS ANGELES 085". '46 (61) 4-dr., $650°. 3 
(Los Angeles Auto Auction. Sale every | CHEVROLET—’53 Bel Air conv., $2,225*; 
Tuesday and Thursday. Prices are for sales (150) 2-dr., $1,660; %-ton pickup, $1,- 
of May 7, 12.) 480, $1,445. '52 Bel Air $1,920", $1.800*, 
(Demand better here, Extra sharp cars $1,675. '51 conv., $1,170*, $1,355*; SL 
brought extreme high dollar, but aver- Deluxe 2-dr., $1,205*, $1,305*; FL De- 
age and rough units still down, Sold 334 luxe 2-dr., $1,225*; SIL Deluxe 4-dr. $1,- 
cars out of 470 offerings, Strong demand 195*; 2-dr., $1,170, $1,100, $1,080; %- 
for sports models and station wagons.) ton pickup, $795. ’'50 Bel Air $1,245* 
BUICK—'53 Super Riviera 2-dr., $3,100*, SL Deluxe 2-dr., $1,070*%; SL Special 4- 
$2,860*. ‘52 RM Riviera 2-dr., $1,900*,| 4F., $895*; club coupe, $805. '49 SL De- 
$2,010*, $2,095*; Super Riviera 4-dr., $2.- luxe 4-dr., $950, $805; FL Deluxe 2-dr., 
015*; RM 4-dr., $1,985*. '51 RM Riviera $915. ‘48 FL Deluxe $620, $560. '47 FL 
4-dr., $1,525", $1,475*; Special 2-dr., 2-dr., $585, $510, $515. 
$1,405*. ‘50 Super Riviera 2-dr., $1,415*; | CHRYSLER—’'53 Windsor club coupe, §$2,- 
RM Riviera 4-dr., $1,320*, $1.195*: Spe- 310* ‘52 Saratoga 4-dr., $2,000*, °51 
cial sedanet, $955*; Super Riviera 4-dr.,| Windsor Newport, $1,610*; NY 4-dr., $1,- 
$1,175*. °49 Super 4-dr., $950*. } 560*. °50 Windsor club coupe, $1,195*; 
CADILLAC—'53 Coupe deVille, $5,630"; Royal 4-dr., $1,150*. 
conv., $5,400*; (62) club coupe, $4,900*; | DeSOTO—'52 Fire Dome (8) 4-dr., §$1,- 
4-dr., $4,875*. °52 Coupe deVille, $4,300*, 655*. '51 Sportsman, $1,290*. '50 Custom 
$4,205*, $4,050*; conv., $3,985*; (62) 4-dr., $1,150*, $1,095". 
club coupe, $3,955*, $3,680*; 4-dr., $3,-| DODGE ‘53 Coronet Diplomat, $2,175*. 
525*. $3,645*. °51 Coupe deVille, $3,485*, "50 %-ton pickup, $515. '49 Meadow- 
$3,370*, $3,340*; conv., $3,090*; (62) 4- brook 4-dr., $730. 
dr., $2,750*, $2,605*. ‘50 (60) 4-dr., $2,- | FORD—'53 Victoria, $2,405*; Custom (8) 
770*; (61) coupe, $2,675*, $2,645*, §$2.- club coupe, $2,100*; Main (6) business 
600*; (60) 4-dr., $2,540*; (61) coupe, coupe, $1,625*. °52 Country Squire, $1,- 





$2,445"; (62) 4-dr., $2,370*, $2,370". °49! 905, $2,050*, $2,405*; conv., $2,230*, $2,- 
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145*, $2,090; Ranch Wagon, $2,040*, $2,- 
050*; Victoria, $2,070*, $2,020*, $2,005", 
$2,000*, 2 at $1,995*, $1,920*, 2 at $1,- 
900*. '51 Deluxe (8) 2-dr., $990*, $1,035; 
conv., $1,300*; Deluxe (8) business 
coupe, $1,060; Deluxe (8) 2-dr., $1,080. 
"50 Custom (8) 2-dr., $1,085*; club 
coupe, $1,060*; 4-dr., $930; conv., $900. 
’49 Custom (8) 4-dr., $815; Custom (6) 
club coupe, $690; Deluxe (8) 2-dr., $660; 
"48 conv., $500. 

FRAZER—'49 Manhattan 4-dr., $325*. 

HUDSON—’51 Hornet, 4-dr., $1,385*. 

KAISER—’51 4-dr., $985*. 

LINCOLN ’53 Cosmopolitan club coupe, 
$3,775*; 4-dr., $3,625*. 

MERCURY—’53 Sport coupe, $2,655*. °52 
Monterey, $2,500*, $2,320*; conv., $2,- 
050*; club coupe, $2,175*, $2,025*; 4-dr., 
$1,910*, $1,665*. ’51 4-dr., $1,405*, $1,- 
590*; club coupe, $1,470*. '50 Monterey, 
$1,180*; club coupe, $1,060*; 4-dr., 
$985*. '49 4-dr., $700. 

NASH—’51 Rambler station wagon, $1,- 
200*; conv., $1,005*, $900*%; Statesman 
2-dr., $865*. °50 Statesman 4-dr., $580*. 
°49 (600) 2-dr., $550*. 

OLDSMOBILE — ’53 (98) 4-dr., $3,300*, 
$3,250*, $3,225*; conv., $3,310*; Holiday, 
$3,500*. '52 (98) Holiday, $2,715*, $2,- 
520*; 4-dr., $2,400*; Super (88) 4-dr., 
$1,915*; Holiday $2,350*. ’51 (88) Holl- 
day, $2,150*; $1,955; (98) Holiday, $2,- 
025*, $1,980*. °50 (98) 4-dr., $1,400*, 
$1,220*, $1,225*; conv., $1,390°, $1,380*; 
(88) 4-dr., $1,175*; club sedan, $970*. 

PACKARD— (200) 4-dr., $1,245*. ’50 4-dr., 
$720*. °49 conv., $295°*. 

PLYMOUTH — '53 Belvedere, $2,090. °52 
Cranbrook club coupe, $1,360; 4-dr., $1,- 
270, $1,210; Cambridge 4-dr., $1,235, 
$1,225. °51 Cambridge 4-dr., $995; club 
coupe, $975. ’50 Suburban, $1,265, $1,190; 
Special Deluxe club coupe, $650. ’49 De- 

| luxe business coupe, $435. 

PONTIAC — '53 Catalina, 2 at §$2,820*, 
$2,810*, $2,835*, $2,710*; Chieftain (8) 
4-dr., $2,540*, $2,550*, $2,655*; Chief- 
tain (6) 2-dr., $2,150. '52 Catalina, $2,- 
100*, $2,075*, $2,055*, $2,045*, $2,030*; 
Chieftain (8) 2-dr., $1,700*; 4-dr., $1,- 
595*. °51 Catalina, $1,710*, $1,655*, $1,- 
625*, $1,610*; Chieftain (8) 4-dr., $1,- 
425, $1,425*, $1,355*; sedan, $1,250; 
4-dr., $1,225*. '50 Catalina, $1,480*; 
Chieftain (8) 4-dr., $1,150*; sedan, $1,- 
000*, $905*; 4-dr., $885*. '49 Chieftain 
(8) 4-dr., $1,010*. 

STUDEBAKER—’52 Champion 2-dr., $1,- 
055*. °51 Champion Starliner, $1,125*. 

WILLYS—’52 station wagon, $1,375*. 


MASON CITY, IA. 


(Lapiner Auto Auction. Sale’ every 
Wednesday. Prices are for sale of May 13.) 
(Market steady. Sold 124 cars out of 

169 offerings.) 

BUICK—’50 RM 4-dr., $1,115*, $1,090*; 
Special 4-dr., $975. ’49 Super 4-dr., $705; 
RM 2-dr., $710*; Super 2-dr., $820*. 

CADILLAC—’53 (62) 4-dr., $4,240*. conv., 
$3,800*; coupe deVille, $4,050*. "49 (62) 
4-dr., $1,690*. 

CHEVROLET—’52 SL Deluxe 2-dr., $1,- 
175. °50 SL Deluxe 4-dr., $850, $1,025, 
$995; 2-dr., $825. 49 SL Deluxe 4-dr., 
$620. '47 sedan delivery, $280; FL aero- 
sedan, $595. °46 SM 4-dr., $485. 

CHRYSLER—’50 Windsor 4-dr., $1,105. ’49 
NY 4-dr., $1,015. 

DeSOTO—’50 Custom 4-dr., $960. 

DODGE—’53 Coronet 4-dr., $2,000*. ’52 
Coronet club coupe, $1,275*. ’51 %-ton 
pickup, $765; Wayfarer 2-dr., $955. '49 
Wayfarer roadster, $515. °47 4-dr., $480. 

FORD—’53 Victoria, $2,325*, $2,315*, $2,- 
300*, $2,225*, $2,330*; conv., $2,280*. 
52 Ranch wagon, $1,885*. '51 Custom 
(8) 2-dr., $1,030, $1,045*, $1,140*; %- 
ton pickup, $705. ’50 Custom (6) 2-dr., 
$690, $760, $815*. ’°49 Deluxe (8) 4-dr., 
$710*; Custom (8) 2-dr., $700. '48 SD 
(8) 2-dr., $675*, $415. 

HUDSON—’52 Wasp 4-dr., $1,265*. °'48 
Commodore 4-dr., $665*. 

KAISER—’51 2-dr., $800. '48 4-dr., $250. 

MERCURY—’51 2-dr., $1,370*. °49 4-dr., 
$915*, $905. °48 4-dr., $490. 

NASH—’51 Statesman 4-dr., $850, $890*. 
"50 Statesman 4-dr., $705*. 

OLDSMOBILE—’51 (98) Holiday, $1,840*. 
’50 (88) 2-dr., $1,195*. °49 (66) 2-dr., 
705*; (88) 2-dr., $805*. 

PLYMOUTH—’53 Cambridge 4-dr., $1,675; 
Suburban, $2,050*. ’51 Cranbrook 4-dr., 
$1,080. ’50 Special Deluxe club coupe, 
$795. '47 Deluxe 4-dr., $335. 

PONTIAC — ’'52 Catalina, $1,965*. ’51 
Chieftain (8) 2-dr., $1,345*. ’50 Chief- 
tain (8) 2-dr., $1,095*. "48 SL (8) 4-dr., 
$580. 

STUDEBAKER—’53 Champion 2-dr., $1,- 
680*. '51 Champion 2-dr., $810*, $850*. 
’50 Champion 4-dr., $645*; 2-dr., $695*. 
’48 Land Cruiser, $495*. 

WILLYS—’46 Jeep, $270. 


MANHEIM, PA. 


(Manheim Auto Sales and Auction Co. 
Sale every Friday. Prices are for sale of 
May 8.) 

(Market steady. Sold 120 cars out of 
193 offerings.) 

BUICK—’53 Skylark, $4,775*, Super 4-dr., 
$2,865*. °51 Special 4-dr., $1,420*. '50 
Super 4-dr., $1,260*; Special 4-dr., $1,- 
185*. °49 Super 2-dr., $750*. RM 4-dr., 
$710. °48 RM conv., $810. 

CADILLAC ’52 coupe deVille, $4,280*; 
(60) 4-dr., $3,990*; (62) 4-dr., $3,470*, 
$3.460*. °'51 coupe deVille, $3,500*, '48 
(61) conv., $1,530*. 

CHEVROLET — '53 (210) 4-dr., $2,070*, 
$1,980. '52 SL Deluxe conv., $1,850*. '51 
Bel Air, $1,500*%, $1,435*; FL Deluxe 
4-dr., $1,335; SL Deluxe 4-dr., $1,300*. 

| "50 conv., $1,170*. 

CHRYSLER—'53 NY 4-dr.. $2,650*. ‘52 
Windsor 4-dr., $1,760. ‘51 NY 4-dr., 
$1,470*; Windsor 4-dr., $1,400". ‘48 
Windsor 4-dr., $410. 

| DeSOTO — '52 Sportsman, $2,200" "48 
Custom 4-dr., $760*. '47 conv., $510. 
DODGE — ’53 Meadowbrook 4-dr., $1,700. 

| °50 Meadowbrook, $1,070, Coronet club 
coupe, $1,010*. '49 Coronet 2-dr., $950*; 
4-dr., $870. 

| FORD—’53 Main (6) 4-dr., $1,540; ‘%- 

ton pickup, $1,360. '52 Victoria, $1,730*; 

Main (8) 4-dr., $1,440. °51 Custom (8) 

2-dr., $1,275*; Deluxe (8) 2-dr., $1,010. 

’50 Custom (8) 4-dr., $880. 

| HUDSON — '53 Super Jet 4-dr., $1,675". 

| '46 Super (6) club coupe, $200. 

| KAISER—’51 club coupe, $850*. 

| LINCOLN—’47 4-dr., $440*. 

MERCURY—’52 Sport coupe, $1,910*. ‘51 
2-dr., $1,430*, $1,290*. ‘50 4-dr., $890. 
‘49 club coupe, $890*. 

NASH—’53 Statesman 4-dr., $2,020*%. ‘51 
Ambassador 4-dr., $1,130%; Statesman 
4-dr., $910°. '47 (600) 4-dr., $370. 

OLDSMOBILE — ’53 (88) conv., $3,270°*; 


(Continued on Page 38, Col. 1) 
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(88) conv., $2,990°. '51 (98) 4-dr., $1,- 
695°. "50 (98) 4-dr., $1,475°. ‘49 (88) 
club coupe, $1,050%. ‘48 (98) 2-dr., 
$705°. 

PACKARD—’53 (400) Patrician, $3,060°; 
Cavalier, $3,000*, $2,875°; (300) 4-dr., 
$2,800°. 

PLYMOUTH—’53 conv., $2,050; Cranbrook 


2-dr., $1,870*. ’52 Cambridge 2-dr., $1,- 


255; Concord 2-dr., $1,140. ‘51 Cam- 
bridge 4-dr., $980. 
PONTIAC—'53 Catalina, $2,875*. '52 SL 


(8) 4-dr., $1,890°. '51 Catalina, $1,700°*; 
Chieftain (8) 2-dr., $1,380, "50 Chieftain 
(8) club coupe, $1,355*. '47 SL (6) 2-dr., 


$555. 

STUDEBAKER "53 Commander club 
coupe, $2,350; Land Cruiser 4-dr., $2,- 
150*; Champion 4-dr., $1,800*; club 
coupe, $1,760. '50 Champion 2-dr., $720. 

DENVER 


(Denver Auto Auction. Sale every Tues- 
day. Prices are for sale of May 12.) 
(Market steady, with clean models 
slightly higher in price. Sold 177 cars 
out of 278 offerings.) 
BUICK—’53 RM 4-dr., $3,025*. °52 Special 
Riviera 2-dr., $1,830; Super Riviera 4- 


dr., $1,770*. °51 RM 4-dr., $1,510*, $1,- 
505*; Super 4-dr., $1,370*. ‘50 Special 
2-dr., $845. ‘49 Super conv., $945; RM 
4-dr., $635. 

CADILLAC—’'53 (62) coupe deVille, $5,- 
150°. '52 (62) 4-dr., $3,410*. ‘51 (62) 
coupe deVille, $3,095*. ‘50 (62) 4-dr., 
$2,260*. 

CHEVROLET—'53 Bel Air 4-dr., $2,550*; 


(210) conv., $2,195*%; club coupe, $1,890; 
sedan delivery, $1,580; ‘%-ton pickup, 
$1,310, $1,300. 52 SL Deluxe 4-dr., $1,- 
500%, $1,400. '51 Bel Air, $1,500*. ‘50 
SL Deluxe 4-dr., $915, $875; %-ton 
pickup, $815, $800. '49 FL aerosedan, 
$800. 


CHRYSLER — '53 NY Newport, 
4-dr., $2,695*; Windsor 4-dr., 
$2,180*. °52 Windsor club coupe, 
560*. °50 Windsor 4-dr., $1,105*. 
NY 4-dr., $980. 

DeSOTO—’'51 Custom club coupe, 

DODGE—’53 Coronet conv., $2,105*; 4-dr., 
$1,950; %-ton pickup, $1,095. '52 Cor- 
onet conmv., $1,575*. ‘51 Diplomat, §$1,- 
215: Coronet 4-dr., $1,000. '50 Meadow- 


$3,000* ; 
$2,525*, 
$1,- 
"49 


brook 4-dr., $710. ‘49 Coronet club 
coupe, $735, $680. 
FORD —'53 Custom (8) 2-dr., $2,235; 


ranch wagon, $2,325; 4-dr., $2,315, $2,- 
300; %-ton pickup, $1,485. °52 Victoria, 
$1,905, $1,770; ranch wagon, $1,735; 
Custom (6) 2-dr., $1,150. ‘50 Custom 
(6) 2-dr., $865; %-ton pickup, $550. '49 
Custom (8) 2-dr., $705, $680; station 
wagon, $630; Deluxe (8) 4-dr., $605. '48 


SD (8) 2-dr., $350. ’47 conv., $590. '46 
station wagon, $405. 

LINCOLN—’53 Capri 2-dr., $3,940*; Cos- 
mopolitan 4-dr., $3,250*. '52 Capri, $2,- 
845*. ‘51 sport sedan, $1,305. 


MERCURY—'53 Custom 4-dr., $2,375*. ‘52 
Monterey, $2,035*. '51 2-dr., $1,485, $1,- 
440. °50 2-dr., $1,315; 4-dr., $1,255. 

NASH—’53 Statesman 4-dr., $1,890*. ‘52 
Rambler conv., $1,180. "51 Ambassador, 
4-dr., $1,130. '50 Statesman 2-dr., $685. 

OLDSMOBILE —- °53 (88) conv., $3,175"; 
(98) 4-dr., $2,945*, $2,935". ‘51 (88) 
Holiday, $1,700, $1.635; 4-dr., $1,545*. 
"50 (98) 4-dr., $1,225*, $1,175*. 

PACKARD-——'53 Clipper 4-dr., $2,240*. 
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After using SPEEDY for five years, one smart Auto Dealer* has this to say: 
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Patrician 4-dr., $1,430*; (200) 4-dr., $1,- 
200°. 

PLYMOUTH—’'53 Cranbrook 4-dr., $1,845. 
"52 Savoy, $1,835*, $1,610; Cranbrook 
conv., $1,565; 4-dr., $1,285, $1,185. °51 
conv., $1,300. '50 SD 4-dr., $780. 

PONTIAC—’53 (8) station wagon, $2,775*; 
$2,590; Catalina, $2,775*. '52 Catalina, 
$2,000*, '51 Chieftain (8) 4-dr., $1,405*. 
’50 Catalina, $1,410*. 

STUDEBAKER—’53 Commander (8) Star- 


liner, $2,325*%; Champion Starliner, $2,- 
000*; sedan, $1,980. '51 Commander (8) 
4-dr., $1,025; Champion 4-dr., $805. '50 


Land Cruiser, $795; Champion Starliner, 
$710. '48 Land Cruiser, $470. 

WILLYS—'53 station wagon, $1,995°*. 
Jeep, $470. 


N. LITTLE ROCK, ARK. 


(Arkansas Auto Auction. Sale every 
Tuesday. Prices are for sale of May 12.) 
(Market up slightly. Sold 35 cars out 
of 72 offerings.) 
BUICK—-'51 Special 
'50 Special 4-dr., 
2-dr., $200. 


"48 


2-dr., $1,225, $1,250. 


$950, $790. ‘41 Special 

CADILLAC—’51 (62) 4-dr., $2,700*, $2,- 
650*. '48 (62) 2-dr., $1,300*. 

CHEVROLET —’53 (210) 4-dr., $2,010, $2,- 


000. '52 Bel Air, $1,395. '51 SL Deluxe 
conv., $1,235. '50 SL Deluxe 2-dr., $855, 
$820. °46 FL Deluxe 2-dr., $355, $350. 


42 SM 2-dr., $250. 
DODGE—'53 Diplomat, $1,550. '52 Coronet 
2-dr., $1,075, $1,080. '50 Wayfarer 2-dr., 


$700. ‘49 Wayfarer 4-dr., $690. ‘48 
Custom 4-dr., $400, $330. 

FORD—'53 Custom (6) 4-dr., $1,905. ‘52 
Victoria, $1,875*. '49 Deluxe (8) 2-dr., 


$685, $570. '47 SD (8) 4-dr., $430, $500. 
‘42 SD (8) 2-dr., $315. 
MERCURY—’51 2-dr., $1,235*, $1,245*. '49 
2-dr., $680, $555. 
OLDSMOBILE—’52 (98) 4-dr., $1,975*. '50 
(98) 4-dr., $1,065*. '42 (98) 4-dr., $110. 
PLYMOUTH—’51 Cambridge 4-dr., $760. 
PONTIAC—’51 Chieftain (8) 2-dr., $900, 
$875. ’49 Chieftain (8) 2-dr., $730, $710. 
STUDEBAKER—'50 Champion 4-dr., $710. 
WILLYS.-'52 Aerolark 2-dr., $885. 


FORT WAYNE, IND. 


(Carl Marker’s Auto Auction. Sale every 
Tuesday. Prices are for sale of May 12.) 

(Prices generally down but newer cars 
are bringing top prices. Sold 139 cars 
out of 190 offerings.) 


BUICK—’'53 RM Riviera 2-dr., $3,025*. 
‘52 Special 2-dr., $1,365*; 4-dr., $1.755*. 
’51 Special 2-dr., $1,100; Super 2-dr., 
$1,300*. '50 Super Riviera 2-dr., $1,360*; 
conv., $1,350. '49 Super 4-dr., $860. ‘48 
RM 4-dr., $405. '47 Super sedanet, $280. 


CADHLLAC—’49 (62) coupe deVille, $1,- 
930. '48 (62) 4-dr., $1,130, $1,180. ‘47 
(62) 4-dr., $580. 

CHEVROLET—’53 Bel Air 4-dr., $1,995; 
2-dr., $2,195. ‘52 SL Deluxe 2-dr., $1,- 
230, $1,350. °51 SL Deluxe 2-dr., $1,- 
045, $1,050. ’50 Bel Air, $1,180. "49 SL 
Deluxe 4-dr., $650; 2-dr., $760, '48 FL 


aerosedan, $610. °47 FM conv., $515. 


CHRYSLER — ’51 Imperial conv., $2,325; 
Windsor 2-dr., $1,395*. 

DeSOTO—'51 Deluxe 2-dr., $1,185*. '46 2- 
dr., $375. 

DODGE—’53 Meadowbrook 2-dr., $1 S00. 


"50 Wayfarer 2-dr., 

2-dr., $665. 
FORD—’52 Custom (8) 4-dr., $1,525, $815: 

Victoria, $1,835*. °51 Custom (6) 2-dr.. 


$580. '49 Wayfarer 


L ALWAYS 


{ COULD RENT 
SAILOR SUIT 


| 
| 


| B16 USED CAR SALE! | 





$880. ‘50 Custom (6) 2-dr., $720. °'49 
Custom (8) 4-dr., $600, $665, $615, $575. 
'47 Deluxe (8) club coupe, $245; 2-dr.. 
$370. 

HUDSON—’46 Commander (6) 4-dr., 
Super (6), $245. 


KAISER—'’52 Henry J (6) 2-dr., $730. 


MERCURY—'49 Deluxe 2-dr., $725, $825. 
’47 Deluxe 4-dr., $375. 


NASH—’47 (600) sedanet, $400. 


OLDSMOBILE—’'51 (88) 4-dr., $1,480. ‘50 
(88) 2-dr., $1,200. '49 (98) 4-dr., $905; 
(76) station wagon, $495. ‘48 (66) 
sedanet, $575. ‘47 (78) 4-dr., $340. 

PLYMOUTH—'53 Cranbrook 4-dr., $1,650. 
’52 Cambridge 4-dr., $1,220. '51 Concord 
2-dr., $815. '50 SD 4-dr., $1,030. 48 SD 
conv., $490. '47 SD 4-dr., $310. 


PONTIAC—’51 Chieftain (8) 2-dr., 
$1,360. '50 SL (6) 2-dr., $1,025, 
$1,150. °49 Chieftain (8) 2-dr., 
$950, $935; sedanet, $755. 47 SL 
4-dr., $345, $400. ‘46 Chieftain 
sedanet, $295, $325. 


STUDEBAKER—'53 Champion 2-dr., 
075; 4-dr., $1,750, $1,760; 
$1,970. '52 Champion 2-dr., $1,075. ’51 
Commander (8) 4-dr., $950; Champion 
2-dr., $910. °'50 Champion club coupe, 
$750; 4-dr., $785. ’49 Commander conv., 
$820. 

MISCELLANEOUS 
$2,550. 


$200; 


$1,300, 
$1,115, 
$915, 
(8) 
(6) 


$1,- 
Sport coupe, 


’52 Jaguar roadster, 


ALBANY, N. Y. 


(Tim Anspach’s Auto Auction. Sale every 
Monday, Prices are for sale of May 11.) 
(Selective lower priced new cars sold 
slightly stronger, heavy cars dropped off 


a bit. Car quality was a little better 
than usual, Sold 125 cars out of 162 
offerings.) 

BUICK — '51 RM sedan, $1,630*; Super 
conv., $1,630*. '50 Special sedan, §$1,- 
100*. '49 Super sedan, $820*; RM sedan, 
$800*, $860*; conv., $970*. "48 RM _ se- 


dan, $620, $570*. '46 Super sedan, $500. 

CADILLAC—’52 (62) club coupe, $3,600°; 
sedan, $3,550*; coupe deVille, $4,075°*, 
$3,800*. °50 (60) sedan, §$2,100*. ‘49 
(62) sedan, $1,375*. 

CHEVROLET—'53 (210) sedan, $2,150*, 
$1,950, $1,900*. °52 SL Deluxe sedan, 
$1,435*, $1,400, $1,450*; SL Special se- 
dan, $1,330. '51 Bel Air, $1,390*, $1,- 
520*; SL Deluxe sedan, $1,240%; FL 
Deluxe sedan, $1,160*. °50 SL Deluxe 
sedan, $895, $990, $1,050*, $1,080*, $1,- 
070*; FL Deluxe conv., $1,000; SL 
Special sedan, $980; FL Deluxe sedan, 
$1,060*, $940; FL Special sedan, $1,000. 
"49 SL Deluxe sedan, $770; SL Deluxe 


sedan, $910, $900; FL Special sedan, 
$850; SL Special sedan, $820, '48 FM 
sedan, $680, $540. 

DeSOTO—'50 Custom sedan, $1,060*. ‘49 
Custom sedan, $940*. 

DODGE—’53 Coronet sedan, $2,075*. ’'51 


Meadowbrook sedan, $1,130*. '50 Coronet 
sedan, $1,135*. ’47 %-ton panel, $125. 
46 Custom sedan, $420. 

FORD—’'53 Victoria, $2,400*. 
(8) sedan, $1,530*, $1,450; Main (8) 
sedan, $1,440. ‘51 Custom (8) club 
coupe, $1,070, $1,210, $1,120, $1,200*; 
Deluxe (8) sedan, $1,110, $1,060, $1,040, 
$1,175°*; Deluxe (6) sedan, $950*; 
Custom (6) sedan, $940*, ’50 Custom (8) 
conv., $1,020; club coupe, $960*; sedan, 
$745. '49 Deluxe (8) club coupe, $720; 
Custom (8) sedan, $650. '46 Deluxe (8) 
sedan, $300. '40 1%-ton (8) Van, $150. 

HUDSON—’'47 Commander (8) sedan, $300. 
’46 sedan, $230. 


’52 Custom 


LINCOLN—’52 Cosmopolitan sedan, §$2,- 
611*. °49 Cosmopolitan sedan, §$710*, 
$700. '47 sedan, $135. 

MERCURY—'51 sedan, $1,160. ‘46 club 
coupe, $310. 

NASH—’53 Rambler station wagon, §$1,- 


780*; Ambassador sedan, $1,900*. 


SUCCESS? 





OH WEL! THIS IS A BETTER 
IDEA ANYWAY - 
1 KNOW I'LL NEVEP GET 


BECALMED IN ONE OF 
THE 5t Bucdies" 
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SPEEDY gives your sales story a lift that captures high reader interest, establishes 


identity for your name and speeds up your sales. SPEEDY is yours on an exclusive 
basis in your locality. 


“We 


are renewing for a sixth year because of our satisfaction at having the most out- 
standing ad in our local newspaper."’ Mail in the coupon for full details. 


*Name of dealer on request. 


(Your ADVERTISING SPECIALIST 


87 MADISON Ave ~- NEW YORK 16, N.Y. 


Rush details about Speedy to me! 
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$1,018 $1,054 $1,106 


i 


March 










it 


(The above figures are averages of used-car auction prices, all 
makes and models, carried regularly in Automotive News.) 





OLDSMOBILE — ’52 (98) 


sedan, $2,100*. 
’51 (88) sedan, $1,510*; (98) conv., 
$1,700. '50 (98) Holiday, $1,535*; sedan, 
$1,275*. °46 (76) sedan, $235. 

PACKARD—’50 sedan, $560. 


PLYMOUTH—’53 Cranbrook sedan, $1,930, 
$1,770, §$2,275*; Belvedere, $2,250*. '52 
Cranbrook sedan, $1,350. '51 Cambridge 
sedan, $1,010; club coupe, $950; Cran- 
brook sedan, $1,160, $1,150. '50 Deluxe 
business coupe, $690, $710; Suburban, 
$1,100; Concord, $800. '46 Deluxe club 
coupe, $320. 


PONTIAC—’53 Chieftain (8) sedan, §2,- 
635*, $2,415*; conv., $2,850*%; SL (8) 
sedan, $2,300*. ‘52 Catalina, $2,275*, 
$1,850*; Chieftain (8) sedan, $1,750*. 
’51 SL (6) sedan, $1,490*; Chieftain (8) 
sedan, $1,300. '50 Chieftain (6) sedan, 
$1,020; Chieftain (8) sedan, $1,130*. 


STUDEBAKER—'53 Champion sedan, §2,- 
140*, $1,950*. '51 Champion sedan, $910. 
"50 Champion sedan, $870*. 


WILLYS—’50 Jeepster, $530*. 


DALLAS 


(Southwestern Auto Auction. Sale every 
Wednesday. Prices are for sale of May 13.) 


(Weather bad, attendance at sale 
poor. Sold 32 cars out of 62 offerings.) 


BUICK—’50 Super sedan, $885; Riviera, 
. 


$975". 

CHEVROLET—’52 Bel Air, $1,815. °49 SL 
Deluxe sedan, $650. °47 SM sedan, $395, 
$275; pickup, $320. '46 FL aerosedan, 
$225. '42 sedan, $110. '40 sedan, $115. 

DODGE — '51 Coronet sedan, $965. ‘50 
gs pickup, $550. '46 Custom sedan, 

15 


FORD—’51 Custom (8) sedan, $1,005. '49 
Custom (8) sedan, $655, $565, $400; 
conv., $615. '47 SD (8) pickup, $265. 

LINCOLN—’'49 sedan, $680. 

NASH—’41 sedan, $140. 

PLYMOUTH—'49 sedan, $635, $415. 

PONTIAC—’51 SL (8) sedan, $950. '47 SL 
(6) sedan, $280. 

STUDEBAKER —’50 Champion sedan, $615. 
"48 Champion sedan, $435. 


CLEVELAND, O. 


(Cleveland Auto Auction, Inc. Sale every 
Wednesday. Prices are for sale of May 13.) 


(Prices and demand are steady on 


Average Used-Car Prices 


(Compiled by Automotive News) 


May 1953 April March 
Model (to date) 1953 1953 
1953 $2,307 $2,305 $2,357 
1952 1,596 1,670 1,810 
1951 1,177 1,255 1,342 
1950 952 997 1,054 
1949.. 749 791 816 
1948.. 5AT 584 588 
1947 440 461 482 
PD cceeccssees 374 368 395 
Overall 
Average $1,018 $1,054 $1,106 














NASH—'49 


(600) sedan, $550. '46 Am- 
bassador sedan, $200. 
OLDSMOBILE — '53 (98) sedan, $3,000* 
‘51 (88) sedan, $1,635*; conv., $1,825*: 
(98) sedan, $1,685*. ‘50 (98) sedan, 
$1,280*, $1,250*; (88) sedan, $1,120*, 
$995, $1,115*, $1,140*, $1,150*. 


PACKARD—’'51 (300) sedan, $1,510*. 
PLYMOUTH—’53 Cranbrook sedan, $1,600. 
$1,520. ‘52 Cambridge sedan, $1,155 


Suburban, $1,490. '51 Cambridge sedan, 
$960, $475, $945; Belvedere, $1,100. 
PONTIAC—’53 Chieftain (8) sedan, §2,- 


605*. '49 SL (8) sedan, $835. '48 conv., 
$655. 
STUDEBAKER — 
$620; %-ton pickup, $490. 
WILLYS—'51 station wagon, $830 
MISCELLANEOUS—'52 Jaguar Mark VII 
sedan, $2,800. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every 
Wednesday. Prices are for sale of Wednes- 
day, May 13.) 


(Market appears steady. Sold 87 cars 
out of 135 offerings.) 


’50 Champion sedan 


BUICK—’51 RM Riviera sedan, $1,275* 
"50 Super sedan, $975*; Special sedan, 
$945. '49 RM _ sedan, $1,000*, $880*, 


$850*; Super sedan, $880*, $850. '48 Su- 
per sedan, $690. '47 RM sedan, $410. 


CADILLAC—’52 (62) conv., $3,850*, '51 
(60) sedan, $2,660*. °50 (62) sedan, 
$2,485*. '49 (62) eonv., $1,895*; sedan, 
$1,650*; (61) sedan, $1,485*. °48 (61) 
sedan, 2 at $1,100*. ‘47 (62) conv., 
$860. 

CHEVROLET—’52 Bel Air, $1,925*, $1,- 


760*. '51 SL Deluxe sedan, $1,170*, $1,- 
110*; SL Special sedan, $1,030, $980, 
$915. '50 SL Deluxe conv., $930; sedan, 
$920. ‘49 SL Deluxe sedan, $855; SL 
Special sedan, $765. °48 FM conv., $585; 
sedan, $580. '47 SM sedan, $430. 

CHRYSLER—’51 Windsor sedan, $1,540*, 
$1,465*, $1,380*. '50 NY Newport, $1,- 
435*; Windsor sedan, $1,220*, $1,175*. 

DeSOTO—’50 Carryall, $1,035. '49 Custom 
sedan, $980, $965. 


DODGE—'51 Meadowbrook sedan, $1,120. 
"50 Coronet sedan, $1,175. '47 Custom 
sedan, $510, $450. 

FORD—’52 Custom (8) sedan, $1,530*: 


clean cars. Rough cars bringing rough Main (8) sedan, $1,340, '51 Custom (8) 
prices, Sold 52 cars out of 95 offerings.) aoe” Sars oe = eeaabe” "as 

. F , ustom (6) sedan, 50. °49 
BUICK—'50 RM 2-dr., $910. Deluxe (8) sedan, $670; Deluxe (6) se- 
CHEVROLET—’52 SL Deluxe 2-dr., $1,- dan, $595, $510. 

375; SL Deluxe 4-dr., $1,320*. '51 SL | FRAZER—’51 sedan, $660. 

Deluxe 2-dr., $1,105*; 4-dr., $930; SL |HUDSON—’49 sedan, $585, $490. 

Special 4-dr., $990. '49 SL Deluxe 4-dr., | LINCOLN—’49 sedan, $595. 

$735, $725; Sedan Delivery, $470. ‘48 | OLDSMOBILE—’50 (88) sedan, $1,250", 


Sedan Delivery, $315. 
CHRYSLER—’51 Windsor 4-dr., $1,445*. 


DeSOTO — '52 Custom 4-dr., $1,480*. 
Custom 4-dr., $340*. 


DODGE—’48 Custom 4-dr., $375*. 


FORD—'52 Custom (8) 4-dr., $1,500*, $1,- 
"50 Custom 
(8) club coupe, $700, $845; Custom (6) 
"49 Custom (8) 4-dr., 
$470. '48 SD (8) 4-dr., $550. '47 SD (6) 


300. '51 Victoria, $1,325*. 


club coupe, $690. 


2-dr., $390. 
HUDSON—'51 Super (6) 4-dr., $910. 


SD 4-dr., $250. 

PONTIAC — '52 Chieftain (8) 2-dr., 
625°. "48 SL (8) 2-dr., $655*. 
(6) 2-dr., $370. '46 SL (6) 2-dr., $330. 

STUDEBAKER — '51 V-8 Land Cruiser, 
$1,095*. '50 Champion 4-dr., $680. 

MISCELLANEOUS—'51 English Ford 
dr., $555. 


$1,- 


4- 





DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of May 8.) 

(Prices still going down. No takers 
for rough cars for any price. Sold 132 
cars out of 201 offerings.) 

BUICK — ’52 RM conv., $2,180*; Super 
sedan, $2,000*. '50 Super sedan, $1,265*. 


CADILLAC—-'51 (62) sedan, $2,765*, §$2,- 
450*. 

CHEVROLET — '53 (210) sedan, $2,125; 
Bel Air sedan, $2,425*, $2,025. ‘52 SL 
Deluxe sedan, $1,495*, $1,505*, $1,425. 
"51 Bel Air, $1,335*; SL Deluxe conv.. 
$1,070; sedan, $1,175*, $1,135*, $1,000. | 
‘50 SL Deluxe sedan, $890, $1,015". | 
$700. | 

CHRYSLER '52 Windsor sedan, $1,615*. | 
’51 Imperial conv., $1,805*; Windsor 
sedan, $1,245*. '50 Windsor Limousine, 
$600. 


DeSOTO—’52 Fire Dome (8) sedan, $1,650. 
‘51 Sportsman, $1,345*; Custom sedan, 
$1,150°. 

DODGE—'47 Custom sedan, $305. 

FORD—’53 Victoria, $2,265, $2,335*, $2,- 
370*; Custom (8) sedan, $2,070; conv., 
$2,305*. '51 sedan, $1,165, $1,205, $1,- 
180. '50 Deluxe (8) sedan, $585; Custom 
(8) sedan, $800, $865. 

HUDSON—’'49 Commodore (8) sedan, $420. 

KAISER—’49 sedan, $430. '48 sedan, $100. 

LINCOLN—'52 Capri sedan, $2,550; Cos- 
mopolitan club coupe, $2,450. ‘50 Cos- 
mopolitan sedan, $950, $1,050*, $600. 


| LINCOLN—’51 Capri 2-dr., $1,850*. 

MERCURY—’51 conv., $1,235*. ‘49 4-dr., 
$715*. 

NASH — '52 Custom 4-dr., $1,585*. °49 
Ambassador 4-dr., $580. ‘47 (600) club 
coupe, $215. 

OLDSMOBILE—’'50 Deluxe (88) 2-dr., $1,- 
050°. '46 (76) 2-dr., $225°. 

PACKARD—'50 4-dr., $830*. 

PLYMOUTH—’52 Cranbrook 4-dr., $1,160; 
club coupe, $1,110, $1,085. °50 Concord 
2-dr., $760. °49 Deluxe 4-dr., $590. '48 


SD 4-dr., $450. "47 club coupe, $440. '46 


‘47 SL 


$1,010. '49 (98) Holiday, $940*. '48 (98) 
sedan, $675*. '47 (76) sedan, $420. ‘46 
(76) sedan, $270. 


‘46 | PACKARD—'51 sedan, $1,290*. ‘50 sedan, 


$720. '48 sedan, $530, $335. 
PLYMOUTH—’52 Suburban, $1,410; Cran 
brook sedan, $1,280, $1,260, $1,130 
Cambridge sedan, $1,200. '51 Cambridge 
sedan, $980. '50 Suburban, $975. ’49 SD 
sedan, $840. ‘48 Deluxe sedan, $430 
PONTIAC—’52 Catalina, $1,975*; Chief- 


tain (8) sedan, $1,650°*. 
| STUDEBAKER—’52 Champion sedan, $1 
| 170, $1,145. 
MISCELLANEOUS — '53 MG Roadster 
$1,610. 








| 


FOR SALE 
1946 DODGE CONVOY 
$1,550 


The above pictured unit has a 
NEW factory rebuilt heavy duty 
engine, new brakes, new paint, 
and is in A-1 condition. 


JOHN TRIBBEY, INC. 
2901 S. WALKER 
OKLAHOMA CITY, OKLA. 
PHONE MElLrose 4-4178 











WITHOUT 
Increasing Sales or Prices 
PROFITS CAN BE INCREASED 
Send for Van Tassel's 
Profit Guide Book—Profit and Loss Facts 
$5.00 


J. B. VAN TASSEL 
332 So. Michigan Ave., Chicago 4, III. 


—————— 
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A COMBINATION REAR 
BUMPER — STEP and 
TRAILER HITCH 


The sturdy, one-piece Mobile 
Bumper—engineered for maxi- 
mum strength—provides all- 
around protection for truck 
and rear fenders of 4, 3% and 
I ton pick-up trucks. It is cus- 
tom designed for each make and 
style of truck and fits bumper 
holes provided by the manu- 
facturer . . . there are no chassis 
holes to drill. The Mobile 
Bumper can be easily installed 
in 45 minutes .. . for the low 
cost of $49.85 for 4% ton 
pick-up trucks—larger trucks 
slightly higher (retail list). 


Agents and Sales Representatives 
who call on automotive dealers. 
Write immediately for full details 
on exclusive territories. 





960 N. PENNSYLVANIA ST. 
INDIANAPOLIS 4, INDIANA 


WRITERS THAT 
READERS FAVOR 


Drew Pearsen Bogs Bear 
The Alsops Alice Hughes 
Robert Ruark 
Henry McLemore 
Hedda Hopper 
Walter Lippmann 
Ed Sullivan 
Victor Riesel 
Josephine Lewman 
Mary Haworth 
Bob Considine Red Smith 
Spadea on Fashion 
Myrtle Meyer Eldred 
Frank Kent 
Marquis Childs 
Dr. R. Van Delian 


ROP Full Color Available 
Daily & Sunday 


BUFFALO 
COURIER 
EXPRESS 


Western New York's 
Only Morning and Sunday Newspaper 
REPRESENTATIVES : 


SCOLARO, MEEKER.& SCOTT 





| where, and the lots are filling up. 


:| March, and 465 more than the total 


AUTOMOTIVE NEWS, MAY 25, 1953 





Sales Conditions in Various Areas ... 





Auto Market Reports 


Buffalo 


New-car sales in the Buffalo area 
during March showed a substantial 
increase over both the preceding 

|month and the corresponding 1952 
month, according to a report by the 
Buffalo Automobile Dealers Assn. 

March sales totaled 3,460, as 
compared with 2,987 in February 
and 2,424 in March, 1952. How- 
ever, they did not come up to the 
3,885 reached in March, 1951. But 
the gain for the month generally 
was considered as impressive. 

Sales of new cars in Buffalo for 
the first quarter totaled 9,301, as 
compared with 7,164 in the first 
quarter of 1952 and 11,203 in the 
first quarter of 1951. 
| New-truck sales in Buffalo during 
March totaled 250, as compared 
with 234 in February, and 259 in 
March, 1952. Truck sales for the 
first quarter totaled 746, as com- 
pared with 717 in the first quarter 
of 1952 and 1,050 in the first quarter 
of 1951.—(George E. Toles.) 


* * * 


Philadelphia 


“Brisk demand and active buy- 





ing” are the order of the day in| 
the new-car field, according to the} 


Federal Reserve Bank of Philadel- 
phia. 

However, 
“It’s quite evident that the auto- 
mobile industry is already in a 
genuinely competitive market, a 
situation that has been unknown | 
for at least a dozen years.” 

The bank’s survey revealed 
that to clinch sales, dealers now | 
are extending terms to 30 and 
even 36 months instead of the 
customary 24, 

At the moment, the bank ob- 
serves, inventories of new auto- 
mobiles are rising, but there is 
little or no evidence of serious} 
overstocking. 

The bank found that the used- 
car market is slipping. Prices are 
|reported weakening almost every- 


The bank attributes the trouble 
to the fact that “there are so 


the bank comments, | 





many new cars.” If the customer 
has the downpayment, he can buy 
a new car with monthly payments 
|only a little higher than those for 
|a recent-model used car. — (Norm 
Shigon.) 


* * * 


New Orleans 


For the fourth consecutive 
month, new-car sales showed an 
increase over the previous month 
in New Orleans when 1,599 were 
| titled for April—1,508 units through 
authorized dealers and 91 through 
unauthorized outlets. The April 
figure was 23 better than that for 


for April of last year. 
Registrations of cars by makes 
| through authorized dealers were: 
| Chevrolet, 366; Ford, 253; Plym- 
| outh, 185; Pontiac, 120; Buick, 
119; Studebaker, 109; Oldsmobile, 
55; Nash, 55; Dodge, 52; Mercury, 
50; DeSoto, 43; Chrysler, 33; 
Packard, 18; Cadillac, 18; Lin- 
coln, 9; Willys, 9; MG, 4; Hudson, 
3; Kaiser, 2; Austin, 2; Henry J, | 
1, and Jaguar, 1. 
Registrations of cars through 
unauthorized outlets were: Chev-| 
rolet, 31; Dodge, 16; Plymouth, 13; | 
Oldsmobile, 9; Pontiac, 7; Ford, 5; | 
Buick, 3; Willys, 3; DeSoto, 25 | 
Chrysler, 1, and Nash, 1.—(Gordon | 
Hebert.) 








* * * 


Providence 


Although the total for the first | 
| three months of 1953 continued well 
ahead of the figure for the corre- 
sponding period a year ago, new- 
car registrations in Rhode Island 
for March fell substantially below 
the total for the preceding month. 

The March total was 1,912, as 
compared with 2,326 in February. 
The total for the first three months, 
however, was 6,378, as compared 
with 5,027 in the first quarter of 
1952. 

Chevrolet topped the March total 
\the. 483, running well ahead of 


| 





the second highest, Ford, with 266. 
Figures for other makes were: 
| Plymouth, 188; Dodge, 140; 


Pontiac, 132; Buick, 132; Oldsmo- 
bile, 115; Chrysler, 74; Nash, 84; 
Mercury, 63; Cadillac, 41; DeSoto, 
47; Studebaker, 41; Packard, 31; 
Hudson, 27; Willys, 11; Henry J, 
10; Lincoln, 8; Kaiser, 6; miscel- 
laneous, 13. 

New-truck registrations in March 


totaled 113, a substantial drop be- | 


low the February total of 189, ac- 
cording to figures compiled by the 
Rhode Island Automobile Dealers 


Assn.—(Thomas L. Forbes.) 
* * * 


Riley County, Kans. 


New-car sales slumped during 


April in Riley County (Manhattan), | 


Kans., according to the county 
treasurer’s report. There were 93 


new-car registrations in April, as | 


compared to 116 in March. 

Sales by makes were: Chevrolet, 
21; Ford, 21; Pontiac, 11; Plymouth, 
9; Studebaker, 7; Buick, 5; Olds- 
mobile, 5; DeSoto, 3; Nash, 3; 
Chrysler, 2; Dodge, 2; Hudson, 1; 


| manship, 


|a decline, with only 239 sales in 
| April, as compared to 274 in March. 
New-truck sales were slightly un- 
|der March, with 11 new trucks sold 
jin April, compared with 16 in 
| March. Sales by makes were: Chev- 
rolet, 4; Ford, 4; International, 2, 
|and GMC, 1. 

Used-truck turnover also showed 
a decline in April, with 23 sales as 
compared with 29 in March. 
(George M. Hunholz.) 


* * * 


Cleveland 
Sales of new units continue to 
keep ahead of a year ago in the 
Cleveland area but are not remain- 
ing apace of factory production. 


Reflecting a strong market, sales 
for the week ended May 16 totaled 
1,733, or 200 above the previous 
week and almost 600 over the same 
week a year ago. Sales are re- 
ported strong because of high sales- 
discounting, and liberal 


Mercury, 1; Packard, 1, and Willys, | allowances in tradeins. 


a 
Used-car registrations also showed 


Oklahoma City Finds 
25% of Cars Defective 


OKLAHOMA CITY.—A vehi- 
cle inspection in this area over 
a period of 10 days revealed 
that more than 25 percent of 
the 13,838 vehicles inspected 
were defective, according to 
Oklahoma highway patrol offi- 
cials, 

Troopers found 3,138 vehicles 
in unsafe condition, and 19 were 
so bad the owners’ were 
summoned to appear in court. 

Most common were light de- 
fects, which numbered 1,997, 
while 469 vehicles had bad 
brakes. Also, 117 drivers were 
found without a proper driver’s 
license. 








| 


According to the Federal Re- 
serve Bank, sales in the last six 
weeks have been 40 percent faster 
than a year ago, but “factory pro- 


| duction is ahead of last year by 
an ever greater margin.” 


In used-car turnover, the May 16 
week saw increased activity, 1,772 
units being sold against 1,611 for 
the seven preceding days and 1,558 
for the same seven days of a year 
ago. 

The Federal Reserve Bank notes 
that, “in the used-vehicle division, 
sales activity positions of passenger 
cars and trucks are reversed. Used- 
car trade, which barely equaled 
year-ago sales during the first three 
months of the year, has been off 
close to 10 percent recently. Used- 
truck sales, however, have been ex- 
panding. The recent year-to-year 
gain is about 20 percent, as com- 
pared with 10 percent earlier.” 

For the week ended May 16, new- 
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|truck sales were 118 as against 107 
for the same period a year ago; 
used-truck sales 77 against 85. 

In April, new-car sales reached 


| 7,471, almost twice the figure for 


April, 1952, Here is the break- 
down by makes: 

Arnolt, 1; Austin, 1; Buick, 627; 
Cadillac, 253; Chevrolet, 1,616; 
Chrysler, 267; DeSoto, 181; Dodge, 
494; Ford, 1,025; Henry J, 8; Hill- 
man, 4; Hudson, 119; Jaguar, 5, 
and Kaiser, 60. 

Lincoln, 51; Mercedes, 2; Mer- 


cury, 313; MG, 5; Morris, 2; Nash, 
207; Oldsmobile, 417; Packard, 87; 
Plymouth, 777; Pontiac, 532; 
Porsche, 1; Studebaker, 255; Sun 
Beam Talbot, 2, and Willys, 59. 

Truck sales for April were 495, 
under the April, 1952, figure of 
587. Here is the breakdown: 

Chevrolet, 165; Dodge, 57; Ford, 
146; GMC, 25; International, 52; 
Pontiac, 1; Mack, 6; Reo, 1; Stude- 
baker, 12; White, 17, and Willys, 13. 

(Sanford Markey.) 

+ * 2 


Pittsburgh 

Better weather and sharply in- 
creased retail buying in the week 
ended May 9 resulted in the second 
biggest week of the year for new- 
car registrations, according to the 
Bureau of Business Research of 
the University of Pittsburgh 

However, industrial production 
and freight shipments were down 
moderately. The bureau’s season- 
ally adjusted index of business for 
the week stood at 191.7 percent of 
the 1935-39 average. It was 192.6 a 
month earlier and 192.0 in the 
comparable week of March. 

* > os 
Minneapolis 

Cars are selling spiritedly in the 
upper midwest, according to a 
survey of business trends made by 
the Minneapolis Sunday Tribune. 

March new-car registrations 
were up 40 percent over a year 
ago in Minnesota and North 
Dakota and 36 percent in South 
Dakota.—(Donald M. Lyons.) 


Tumlinson Appointed 
Jesse A. Tumlinson has been ap- 
pointed service manager for Mc- 
Kinney-Lindsey Motors (Ford), of 
Kerrville, Tex. 





Va 


Low Cost TRAVELLING CRANE 


Lifts and moves up to 1,000 Ibs 
ters, low enough to go into elevators, small enough to operate 


in aisles and through doors 


Integral hydraulic pumping unit 


LEMPCO 


operates easily in close quar- 


no hose or couplings to fail 


Moves and places engines 


dual wheels, oil drums 
Lifting height over 6 ft 


Write for 
Bulletin 


MOBILCRANES 


Also available 


n land 2 TON MODELS 


rea ie 


2 ton Mobilcrane 


Gentlemen: Kindly send Bulletin 


on [) 2 ton Mobilcrane; [) 1 and 


2 ton 


ilcrane. 
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MATCH THIS? 





To make the most of Buick’s 


_ AUTOMOTIVE NEWS, MAY 25, 1953 


Golden Anniversary, 


CAN YOU 


Philadelphia’s Wilkie Buick 


sets a new high 


in “Advertised-in-LIFE” 


promotions—and chalks up 


a sales gain of 61.3%! 


In the Philadelphia market, LIFE reaches 36.8% of all 
households with a single issue—71.1% of all households in 
the course of 13 issues.* That made LIFE the most logical 
tie-in for Wilkie Buick’s Golden Anniversary celebration— 
and theidea soon developed into the largest single ““Advertised- 
in-LIFE”’ promotion ever staged by an automobile dealer. 


Wilkie Buick did it up BIG—with a giant birthday cake 
and a LIFE cover girl; a spectacular parade and a special 
showing of new and old Buicks; newspaper ads, radio spots, 
car cards, direct-mail invitations, publicity; and a variety 
of eye-catching window and showroom displays. 


BUICK REGIONAL MANAGER Jonathan G. Davies 
is shown cutting the Wilkie birthday cake, while 
Mr. and Mrs. Martin H. Bury and LIFE cover girl 
Tippi Hedren look on. Other Buick officials who 
attended the promotion were William McCrocklin, 
Philadelphia zone manager, and H. S. Gallaher, 
assistant zone manager. 


And what happened? Martin H. Bury, president of Wilkie 
Buick Corp.—one of Buick’s top four dealerships in sales 
volume—reports: 


‘The dramatic impact of LIFE, and its thorough cover- 
age, were proved beyond our expectations by the public 
interest in this excitingly colorful sales promotion. Our 
showrooms were crowded with people throughout the 
event—and sales of new cars during the period influ- 
enced by this promotion were 61.3% higher than the 
comparable period last year.” 
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LIFE COVER GIRL Tippi Hedren demonstrates how good show- ager Jack Willis: ““We are sure this memorable event will con- 
manship can draw crowds. Writes Wilkie Advertising Man- tinue to pay off for us for a long time to come.” 


OTHER FAMOUS iBRANDS in the “Advertised-in-LIFE” A LIFE AD “COMES TO LIFE” in this display, using 
promotion were General Tires, United Motors Service, a Buick and two department store mannequins to 
A. C. Spark Plugs and Oil Filters, Pennzoil and Quaker recreate a Fisher Body advertisement on the show- in LIFE. 
State Motor Oils, Fisher Body, Simoniz, Prestone and 
Zerone, Delco Batteries, Carter Carburetors. 


following this dramatic way to tie in with their na- 
tional advertising and “sign their own names” to ads 


room floor. More and more automobile dealers are 





How Important is the 
LIFE Market to Automobile Men? 


The Wilkie Buick promotion gives you an 
idea of how dealers feel about LIFE. And 
the chart at the right shows how manu- 
facturers feel about LIFE. 

They know that LIFE, with a single 
issue, reaches 11,880,000 households—or 
about every fourth household throughout 
America.* And they know this LIFE audi- 


ence grows until, over the course of 13 


issues, it includes 73% of the nation’s new- cua 
car buying homes.* 
; Newsw'k 


. . ° ° 6.4.86. 
*Source: A Study of the Household Accumulative Audi- 


ence of LIFE (1952), by Alfred Politz Research, Inc. | | PATHFINDER 
A LIFE-reading household is one in which one or - — Deane 1 J 
more adults read one or more of 13 issues. 1946 1947 1948 1949 1950 1951 1952 


4 
: 
: 


New-car advertising revenue in magazines, 1946 — 1952 


First in circulation 
SMART BRAND PROMOTIONS, like this one, explain ° ° ° 
why Martin Bury was one of the finalists in this year’s First in audience 
Brand Names Foundation competition. He also is well First in advertising revenue 
known as a member of the General Motors Dealer 2 
Council, and as a newspaper columnist. 9 Rockefeller Plaza, New York 20, N. Y. First with new-car buyers 


Mia s«6hbhan 








42 





Car registrations by states are 
released here weekly, as com- 
piled by R. L. Polk representa- 
tives in state capitals. 


New Passenger Car Registrations, 


CHRYSLER 
TOTAL 


Plymouth 











Chevrolet 


Oldsmobile 
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New Commercial Car Registrations, All States for March, 1953-1992 







Truck registrations by states are re- 
leased here weekly, as compiled by 

Polk representatives in state 
capitals, 
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Truck registrations by states are re- 
leased here weekly, as compiled by 

L. Polk representatives in state 
capitals. 
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that may be passed on to the retail buyer. 


ALLSTATE — Four—2-dr. sed., $1,499. 
Six—$1,686.18. (Sold only by Sears, Roe- 
buck and Co. stores in certain areas.) 


AUSTIN—A-30 sed., $1,495; A-40 Som- 


erset sed., $1,795; stat. wag., $1,895; 
conv., $1, 945; A- 40 sports conv., $2,295; 
Austin-Healey 100 sports conv., $2,985. 
(Delivered at U. 8S. ports.) 

BUICK —Speciai—4-dr. sed., $2,208.76; 
2-dr. sed., $2,149.32; 4-dr., Deluxe sed., 
$2,255.32; 2-dr. Deluxe sed., $2,196.88; 
Riviera cpe., ,295.43; conv. $2,553.17. 
Super — 4-dr. Riviera, $2,696. 17; Riviera 


epe., $2,610.56; conv., $3, 001.59; stat. wag., 
$3, 429.73. Roadmaster — 4-dr. Riviera, 
$3,254.36; Riviera cpe., $3,358.05 conv., 
$3,505.56; stat. wag., $4,030.73; Skylark 
sports car, $5,000. (Dynafiow standard on 
Roadmaster models, optional at $192.50 on 
all others.) 


CADILLAC — Series 62 —4-dr. sed., $3,- 
666.26; cl. cpe., $3,571.33; Coupe deVille, 
$3,994. 's7; conv., $4,143.72. Series 60 Spe- 
cial—4-dr. sed., $4,304.88. Series 75—8- 
pass. sed., $5,604.34; lim., $5,817.73. Eldo- 
rado—conv., $7,750. (Hydra-Matic stand- 
ard on all models.) 

CHEVROLET — One-Fifty — 4-dr. sed., 
$1,670; 2-dr. sed., $1,613; cl. cpe., $1,620; 
bus. cpe., $1,524; 6-pass. stat. wag., §$2,- 
010. Two-Ten — 4-dr. sed., $1,761; 2-dr. 
sed., $1,707; cl. cpe., $1,726; spt. cpe., 
$1,967; conv., $2,093; 6-pass. stat. wag., 
$2,123; 8-pass. stat. wag., $2,273. Bel Air 
—4-dr. sed., $1,874; 2-dr. sed., $1,820; 
spt. cpe., $2,051; conv., $2,175. (Power- 
glide optional at $178.35 on Two-Ten and 
Bel Air models only.) 

CHRY: $2,- 


SLER—Windsor—4-dr., sed., 


492.25 (8-pass., $3, —_:; cl, cpe., = 471. 75; 
stat. wag., $3, 288. Windsor Deluxe—4- 
dr, sed., $2, 721; ae $3,025.25; conv., 
$3,246.75. New Yorker—4. 


-dr. sed., $3,184.- 


Newport, $3,522; stat. wag., $3,932.75. New 
Yorker Deluxe—4-dr. sed., $3,327.50; cl. 
cpe., $3,298.50; Newport, $3,687.75; conv., 
$3,980. Custom Impe —4-dr. sed., $4,- 
259.50; lim., $4,797; Newport, $4,560.25. 
Crown Imperial — 8-pass. sed., $6,921.50; 
lim., $7,043.75. (Fluid - Matic optional at 
$130.10 on Windsor, standard on other mod- 
els. Fluid-Torque standard on Custom Im- 
perial and Crown Imperial; optional at 
$139.75 on other eight-cylinder models, at 
$106.40 on Windsor Deluxe and at $236.50 
on Windsor.) 


DeSOTO — Powermaster 6 — 4-dr. sed., 
$2,385.75 (8-pass., $3,281); cl. cpe., $2,364; 
Sportsman, $2,634.25; stat. wag., $3,107.75. 
Fire Dome V-8—4-dr. sed., $2,673 (8-pass. 
$3,558.75); cl. cpe., $2,651.50; Sportsman, 
$2,922.50; conv., $3,144.25; stat. wag., $3,- 
381. (Tip-Toe Shift optional at $130.10 on 
all models. Tip-Toe Shift with Fluid Torque 
optional at $236.50 on V-8s only.) 


DODGE—Meadowbrook 6—4-dr. sed., $2- 
024.75; cl. cpe., $1,983; stat. wag., $2,201.- 
25. Coronet 6—4-dr. sed., $2,136; cl. cpe., 
$2,109. Coronet V-8—4-dr. sed., $2,244.50; 
cl. cpe., $2,223; Diplomat, $2,385.50; conv., 
$2,519; stat. wag., $2,527.50. (Fluid Cou- 
pling optional at $20.40 on all six-cylinder 
models except the Meadowbrook station 
wagon. Gyro-Matic optional at $130.10 on 
all models except the Meadowbrook station 
wagon. Gyro-Torque optional at $233.50 on 
V-8s only.) 


FORD—Mainline 6—4-dr. sed., $1,690.47; 
2-dr. sed., $1,641.59; bus. cpe., $1,537.33; 


stat. wag., $2,018.90. Customline 6—4-dr. 
sed., $1,782.69; 2-dr. sed., $1,733.79; cl. 
cpe., $1,743.29. Mainline 8— 4-dr. sed., 


$1,766.09; 2-dr. sed., $1,717.20; bus. cpe., 
$1,613.53; stat. wag., $2,095.07. Custoem- 
line 8—4-dr. sed., $1,858.35; 2-dr. sed., 
$1,809.45; cl. cpe., $1,819.50; stat. wag., 
$2,266.76. Crestline 8—Victoria, $2,120.23; 


els.) 


FORD OF BRITAIN—Prefect 4-dr. sed., 


$1,337.04; 


Consul 4-dr, 


$2,075 
Six 4-dr. 
$2,425. 
entry.) 


Anglia 2-dr. 
sed., 


sed., 
(Delivered at New York port of 


$1,695; 
(power top, $150 extra); 


sed., 


$1,179.07; 
Consul conv., 
Zephyr 


$1,890; Zephyr Six conv., 


HENRY J—Corsair Four—2-dr. sed., $1,- 


499. Corsair Deluxe Six—2-dr. 


686.18. 


sed., 


$1,- 


HUDSON—Jet—4-dr. sed., $1,858. Super 


Jet—4-dr. 
$2,310.87; 


465.84; 


sed., 
2-dr. 
$2,310.87. Super Wasp — 4-dr. 
465.84; 2-dr. sed., $2,413.28; cl. 
Hollywood, $2,811.58; 
047.50. Hornet—4-dr. sed., 


sed., 


$1,954. Wasp—4-dr. sed., 
$2,264.12; cl. cpe., 

sed., $2,- 

cpe., $2,- 

conv., $3,- 

$2,768.86; cl. 


cpe., $2,741.99; Hollywood, $3,095.15; conv., 


$3,342.05. (Hydra-Matic optional on all 
models at $178.03.) 

JAGUAR—Mark VII—4-dr. sed., $4,170; 
Mark VII 4-dr. sed. with Borg-Warner 
automatic transmission, $4,450; XK-120 
cpe., $4,065; XK-120 cpe. with modified 
equipment, $4,460; XK-120 conv., $4,039; 


XK-120 conv. with modified equipment, 


434. (Delivered in New York City.) 


KAISER — Carolina 
372.69; 2-dr. sed., $2,312.56. Deluxe—4-dr. 
club sed., $2,459; 
anhattan—4 


sed., 


$2,512.79; 


Traveler, $2,618.55. Mi: 
$2,649.63; club sed., $2,596.76; 4-dr. Trav- 


eler, $2,755.36. Dragon—$3,923.91. 


Matic standard on Dragon, 
$178.55 on other models.) 


LINCOLN — Cos 
cpe., 
‘“*hardtop’’ $3,869; conv., 
Matic standard on all models.) 
MERCURY — Custom — 4-dr. sed., 
2-dr. sed., 
$2,315. Monterey — 4-dr. 


$3,522; spt. 
$3,766; 
(Hydra- 


250.50; 


—4-dr. sed., 


$4,- 


$2,- 
4-dr. 


-dr. sed., 


tan — 4-dr. 


$2,193.50; 
sed., 


(Hydra- 
optional 


at 


sed., 


mopoli 
$3,625. Capri—4-dr. sed., 
$4,030.50. 


$2,- 
spt. cpe., 
$2,332.50; 


tional at $189.81 on all models.) 


MORRIS and MG—Morris Minor—4-dr. 
sed., $1,535; 2-dr. sed., $1,435; conv., $1,- 
465. Morris Oxford—saloon, $2,150; stat. 
wag., $2,385. MG/TD—standard conv., §2,- 
115; Mark II conv., $2,360. (Delivered in 
New York City.) 


NASH—Rambler Super—Suburban, §2,- 
002.60. Rambler Custom — Hardtop, §2,- 


125; conv., $2,150; stat. wag., $2,118.90. 
Statesman Super — 4-dr. sed., $2,178.35; 
2-dr. sed., $2,143.55. Statesman Custom— 


4-dr. sed., $2,331.70; 2-dr. sed., $2,309.50; 
hardtop, $2,433.20. Ambassador Super — 
4-dr. sed., $2,557.20; 2-dr. sed., $2,520.75. 
Ambassador Custom—4-dr. sed., $2,716.45; 
2-dr. sed., $2,695; hardtop, $2,828.60. 
(Hydra-Matic optional at $178.85 on States- 
man and Ambassador. ) 

OLDSMOBILE — Deluxe 88—4-dr. sed., 
$2,327.09; 2-dr. sed., $2,261.62. Super 88 
—4-dr. sed., $2,461.71; 2-dr. sed., §$2,- 
395.25; hardtop, $2,673. 39; conv., $2, $52.59. 
Classic 98—4-dr. sed. $2,785.82; hardtop 
$3,021.75; conv., $3,228.84; Fiesta sports 
car, $5,715. (Hydra-Matic standard on 
Fiesta, optional at $178.35 on all other 
models. ) 


PACKARD—Clipper—4-dr. sed., $2,588; 
club sed., $2,534; Deluxe 4-dr. sed., §$2,- 
735; Deluxe club sed., $2,681; Sportster 
hardtop, $2,795. Packard — Cavalier 4-dr. 
sed., $3,234; Mayfair hardtop, $3,268; 
conv., $3,476; Patrician 4-dr. sed., $3,735; 
Caribbean conv., $5,200; formal sed., $6,- 
526; executive sed., $6,895; corporation 
lim., $7,095. (Ultramatic standard on Pa- 
trician and formal sed., optional at $199 
on other models. ) 

PLYMOUTH—Cambridge—4-dr. sed., $1,- 
765; cl. sed., $1,727.25; bus. cpe., $1,617.50; 
stat. wag., $2,064. Cranbrook—4-dr. sed., 
$1,872.50; cl. cpe., $1,842.50; Belvedere, 


2-dr. sed., $2 031.45. Chieftain’ 8 Deluxe— 
4-dr. sed., $2,193.51; 2-dr. sed., $2,136.32; 
conv., $2,517.66. Catalinas—Deluxe 6, $2,- 
304.30; Custom 6, $2,370.43; Deluxe 8, 
$2,370.99; Custom 8, $2,446. Station wag- 
ons—Two-seat Special 6, $2,449.61; three- 
seat Special 6, $2,505.15; two-seat Deluxe 
6, $2,589.61; two-seat Special 8, $2,524.61; 
three-seat Special 8, $2,580.15; two-seat 
Deluxe 8, $2,663.61. Grain finish on all 
station wagons, $80 extra. (Hydra-Matic 
optional on all models at $178.35.) 

ROOTES—Hillman Minx—4-dr. sed.,$1,- 
699; California hardtop, $1,899; conv., $1,- 
899; stat. wag., $1,938. Humber—Hawk 
sed., $2,395; Hawk touring lim., $2,640; 
Super Snipe sed.,$3,295; Super Snipe tour- 
ing lim., $3,580; Super Snipe Pullman lim., 
$5,110. Sunbeam - Talbot — Sed., $2,685 
conv., $2,911; Alpine sports conv., $2,999 
Rover—Sed., $2,897. (Delivered in New 
York City.) 

STUDEBAKER — Champion Custom — 4- 
dr. sed., $1,767.40; 2-dr. sed., $1,735.12. 
Champion Deluxe — 4-dr. sed., $1,862.83 
2-dr. sed., $1,830.58; 5-pass. cpe., $1, 
868.21. Champion Regal — 4-dr. sed., $1, 
949.17; 2-dr. sed., $1,916.92; 5-pass. cpe. 
$1,954.55; hardtop, $2,115.80. Commande~ 
Deluxe — 4-dr. sed., $2,121.15; 2-dr. sed. 
$2,088.90; 5-pass. cpe., $2,126.52. Com- 
mander Regal—4-dr. sed., $2,207.54; Lani 
Cruiser 4-dr. sed., $2,315.64; 5-pass. cpe 
$2,212.91; hardtop, $2,374.16. (Automati: 
Drive optional at $231.24 on Champior, 
$243.08 on Commander.) 


WILLYS — Aero Lark — 4-dr. sed., $1 - 


732.10; 2-dr. sed., $1,645.70 Aero Falcon 
— 4-dr. sed., $1, 860. 61; 2-dr. sed., $1.- 
796.26. Aero Ace—4- dy., sed., $2,038.45; 


2-dr. sed., $1,963.11. Aevo Eagie (hardtop) 
— $2,156. 79. Station wagons — 4-cyl., $1.- 
862.22 (four-wheel drive, $2,304.03); 6-cy) , 
$1,948.75. 
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Yet for most media in which you can invest your ad-dollars, you pay a huge percentage 





Ever watch a woman looking for “bugs” in her spark plugs? 

Now there’s a sight to panic a mechanic — 

she probably doesn’t know a distributor cap from an Easter bonnet. 

This is a market for auto accessories? 

It’s no secret, of course, that all things automotive are sold preponderantly 
to men. In car sales, 9 out of 10 decisions are made by the hand that 


writes the check. In accessories, the lady vanishes almost completely. 


of your money for women to whom your message is a fine exercise in Sanskrit. 

The one place where you pay for nothing but customers — men who talk your language 
and who patronize your dealers — is between the covers of Esquire. 

That’s where the biggest stag party in America gathers every month for 

man-talk about man’s common interests. 

Automotive advertising really gets the mileage 

in Esquire—because it gets the market. 

But the whole Esquire story is much more revealing, much more rewarding than 


we can tell here. Can we get together and go over it together? 


€aq UTE 
The & Magazine for Men 
Detroit Office: 3575 Penobscot » Bob Saltsman, Manager * WO 3-3094 








Who’s in the Driver’s Seat? 

ESQUIRE MEN have champagne incomes—average $10,472 a year, tripling the national average. 
ESQUIRE MEN buy cars—92.2% of them. And you can sell two cars to 20.5% of them. 

ESQUIRE MEN buy them new—no second hand deals for 8 out of 10. 

ESQUIRE MEN re in the market—now! 200,000 will buy new cars in the next 6 months. 

No muke decided yet by 25% —they’re ready to be sold. 
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Pace Sets Up 
The concern was set up following 


| Accessory Firm | the purchase of manufacturing 


DETROIT. — Formation of Pace | facilities of Budd-Barr Industries. 
Automotive Products, Inc., to| At 43, its president, Pace, has had 
manufacture accessories for the | 11 years of experience as a manu- 
new-car market and the after-|facturer of plastics and metals. 
market has been announced by| General manager is Ken Worden, 





|this line in the summer. 


Lawrence Pace, president. \36, former sales manager 
The company currently is pro- | factory superintendent at 
ducing bumpers, bumper guards |Auken, Inc. Worden also has been | 


and wire wheel discs. Other prod- | with Lyon, Inc. 


BUSY BUFFALO PEOPLE 
MAKE A BUSY MARKET 


The big Buffalo Market 
is New York State's 
second largest. 


In the 
Buffalo City Zone, the 
Buffalo Evening News 
is read by over 91% 
of its families. 


Send for your copy of 
“Western New York 
Census”. . . facts and 
figures taken from the 
1950 U. S. Census. 





> > Pm Pm SELL THE NEWS READERS AND YOU SELL THE 
WHOLE BUFFALO MARKET OF OVER 1,400,000 PEOPLE 


BUFFALO EVENING NEWS 


EDWARD H. BUTLER KELLY-SMITH CO. 
Editor and Publisher National Representatives 


WESTERN NEW YORK’S GREAT NEWSPAPER 
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Details on FTC Parts Hearings 


(Continued from Page 1) 


| son, as a result of its exclusive 


and|than 700 dealers, 


Van | lessens competition and tends to| Frc that it fears the decision in 


| involves exclusive - dealing 
tracts, it is predicted FTC’s de- 
| cision will be as closely watched 





| franchise agreements 


create a monopoly.” 
Since the Harley-Davidson case 
con- 


as the ruling expected soon in 
other pending FTC cases cover- 
ing restrictive contracts. 

The Standard Oil case, which 
dates back more than 10 years, is 
still unsettled after bouncing from 
FTC to the U. S, Circuit Court of 
Appeals (Seventh Circuit) in Chi- 
cago, thence to the U. S. Supreme 
Court, back to FTC and now back 
in the Appeals Court. There is no 


indication in Washington when the | 


latter court will issue its decree. 

In 1946 FTC directed the oil com- 
pany to stop certain discrimina- 
tory price practices in the inter- 
state sale of its gasoline. Standard 
Oil carried its fight to the Court of 
Appeals, which only slightly modi- 
fied the FTC order. The company 
then took the case to the U. S. 
Supreme Court which granted a 
writ of certiorari. 

* * + 


1. Supreme Court reversed the 
Court of Appeals and disagreed 
with the views of FTC. It ruled that 
under the amended Clayton Act a 
seller may successfully defend him- 
self against a charge of price dis- 
crimination even in the face of 
proof of injury to competition at 
the retail level, by showing that he 
was meeting “in good faith” a price 
offered his customer by a com- 
petitor. 

The court said a finding on the 
“good faith” angle should have 
been made by FTC in its decision. 
It criticized the Appeals Court for 
not considering “good faith.” The 
Appeals Court set aside its judg- 
ment and remanded the case to 
FTC. 

FTC in January, 1953, ruled 
that Standard Oil had not shown 
“good faith” and again ordered 
the company to stop selling gaso- 
line of like grade and quality to 
one retailer at a price lower than 
the price charged a competing 
retailer. 

Once again the FTC decision 
moved into the hands of the Ap- 
peals Court in Chicago for review. 
Commissioner Lowell B. Mason, 
who dissented from the original or- 
der in 1946, this time was joined 
by Commissioner Carretta in the 
recent dissent from the findings as 
to the facts on which the FTC 
order had been issued. (It should 
be noted that another new com- 
missioner has been appointed to 
FTC even since this last dissent. 
Thus, if the case ever comes up for 
another vote there might be a com- 
plete reversal.) 

* * * 


‘i complaint in the Standard 
Oil case alleged that the com- 
pany had sold gasoline to four 
dealers in Detroit at prices a half- 
cent to 1% cents lower than prices 
charged to other Detroit dealers 
for gasoline of the same grade and 
quality. FTC said Standard had 
classified the four dealers as “job- 
bers” in order to give them the 
lower prices. 


The spark plug case involves 
Electric Auto-Lite Co, of Toledo; 
AC Spark Plug Co, of Flint, a 
GM _ subsidiary, and Champion 
Spark Plug Co. of Toledo. 


The companies are charged by | 


FTC with discriminatory sales and 
price practices in violation of the 
Clayton Act by selling plugs more 
cheaply to manufacturers as orig- 
inal equipment than to retailers in 





Auto Stocks 








May May 1952-53 

20 13 High Low 
Chrysler 765 77% 98 68% 
GM 62% 615 69 50 
Hudson 14 14 174 12% 
K-F 434 4% 7 3% 
Nash 23 23 25% 17% 
Packard 5% 5% 6% 4\% 
Stude. 35% 34% 48% 31% 
Willys 15% 15% 15% 8% 
Average 29.68 30.02 


Compiled from reports of trading on the 
American and N. Y. Stock Exchanges. 





with more|,. 
“substantially | leum Dealers, 


individual packages for replace- 


| ment, 


The National Congress of Petro- 
representing 260,000 
retail gasoline dealers, has stated to 


jthe sparkplug case might develop 








a “principle which will be extended 
into other fields” and that “inde- 
pendent small businessmen gener- 
ally will be hurt badly and perhaps 
even be destroyed.” The organiza- 
tion also voiced a fear that FTC is 
out to doom functional discounts 
as follows: 
* * * 

A impairment of the historic 

functional discount structure 
in our American distribution would 


Smoked Out 


Our Man, We Fear, Makes 
Light of His Prize 

WASHINGTON.—_Members of 
the Washington Automotive Trade 
Assn. took a day off from work 
last week to hold high jinks at the 
Woodmont Country Club and for- 
get their cares playing golf, pitch- 
ing horseshoes and indulging vari- 
ous other pastimes. 

The affair wound up with a grand 
dinner, in the course of which a 
variety of awards was made for 
this and that. 

Three of the lucky stiffs — all 
guests—were Bud Darlington, man- 
aging director of the Inter-Indus- 
try Highway Safety Committee; 
Clark Moody, of NADA, and Bill 
Ullman, Washington correspondent 
for AUTOMOTIVE NEws. 

Darlington won an ice cream 
freezer; Moody, an electric iron, 
and Ullman, who doesn’t smoke, a 
silver cigaret lighter. 





|seriously injure and in great prob- 
ability destroy the ability of many 
thousands of wholesalers to con- 
tinue to serve their hundreds of 
thousands of retail customers who 
in turn provide essential services to 
the consuming public. 


“The prohibition of functional 
discounts, except where they are 
based on difference in costs, would 
spell the doom of the manufac- 
turer-through-wholesaler-to-retailer 
system of distribution which is so 
important a bulwark in American 
free enterprise.” 


The case involving replacement 
tires and tubes is awaiting a de- 
cision from the U. S. Court of 
Appeals in Washington. There is 
no intimation when the court will 
hand down its decree. 


FTC more than a year ago pro- 
mulgated a rule fixing a carload 
quantity of 20,000 pounds ordered 
at one time for delivery at one 
time as the maximum amount which 
may be used to justify price differ- 
entials on replacement tires and 
tubes. 





. * * 


— quantity limit is the maxi- 
mum amount set by FTC upon 
which discounts or price differen- 
tials based on quantity may be 
granted, if FTC’s decision is up- 
held by the courts. 

The limit was voted by FTC 
as being small enough to enable 
buyers to get the maximum dis- 
count so that it would not un- 
justly discriminate in favor of a 
few large buyers and promote 
monopoly among either buyers or 
sellers, 

In this case, Mason was the lone 
dissenter on the commission. He 
called the commission’s decision 
“improvident and arbitrary.” 








TURNTABLES! 


DIRECT FROM THE MANUFACTURER TO YOU 





Set up your 


495” 


own NEW CAR SHOW! 


® Costs about 1 cent per hour to operate 


® Collector rings for interior lighting 


®@ Drive on runway ® 4500 Ib. Capacity 


F.O.B. Port Chester 
Write for catalog No. 9 


MACTON MACHINERY CO., 


217 LOCUST AVENUE 


© Unconditionally Guaranteed for 1 year 


INC. 
e PORT CHESTER, N. Y. 





If you are — 


BUILDING . 





ENLARGING 


Replacing laadeqecio Waal Control Equipment 


You should definitely consider the Flash-A-Call Service Control System, a Program 
of service management to combat the coming competition. 

We thoroughly understand the problems of your service department and will person- 
ally discuss these with you, the corrective measures that can be taken, sell or lease 
a complete program including all necessary equipment, train your entire service 


personnel so that they understand benefits and obligations, 


you owe us nothing. 


We guarantee to increase customer paid labor 25% or more, 


figures, and improve customer relations. 


Write, stating name and title, dealership, 
representative will contact you at once. 


guarantee results or 
increase absorption 


and amount of paid labor and our nearest 


FLASH-A-CALL SERVICE CONTROL SYSTEM 


1112 S. Wabash Ave. Dept. 
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Index Slides to New Low... 


Used-Car Prices Drop 
Again at Wholesale 


(Continued from Page 1) 


awaken interest in 
bargains at Chevrolet dealers, In 
Chicago, the Tribune has launched 
a used-car sales campaign. 
* * ” 

At A RECENT meeeting of news- 

papermen and sales officials ir 
Detroit, James A. Nance, president 
of Packard, presented what he saw 
to be one reason for the used-car 
glut throughout the country. He 
had just returned from a tour 
around the country talking to 
dealers, 

He said that several boom areas 
have cropped up in the south and 
west since World War II, which, 
up until recently, have not been 
satisfactorily supplied with auto- 
mobiles. These areas, he declared, 
acted as a sponge for the overflow 
of used-cars available in the north. 

It was possible, he said, for 
dealers in those areas to come to 

Detroit and other highly auto- 

populated areas, and buy used 
cars for resale in the home area 

—at a profit. 

But now, Nance declared, such 
areas are full, too—the sponge is 
saturated — and there is no 
southern demand for used cars. 
Dealer lots in the south and west, 
he said, were as full as in the 
north. 

It remains for each dealer to 
take matters into his own hands, 
Nance said, and meet his individual 
situation according to the local 
market. The coming era, he de- 
clared, will perhaps accent 
merchandising, rather than pro- 
duction capacity, as in the past. 

* 7 


—— reports from several areas 
show that used-car sales are 


Ford Chalks Up 
Widest Gain in 
Share of Sales 


(Continued from Page 1) 





independent to gain, scored an ad- 
ditional .09 percentage points. 
* + * 

THER than Ford, makes to gain 

a better share of the first- 

quarter sales pie are as follows: 

Mercury (up .50 percentage 
points); Pontiac (up .41); Willys 
(up .39); Buick (up .27); Chevro- 

let (up .22); Nash (up .23); Lin- 
coln and Cadillac (up .17 each); 
Oldsmobile (up .17), and Packard 
(up .09). Miscellaneous foreign 
makes were up .05 percentage 
points; MG gained .02 percentage 
points. 

Losers were as follows: Stude- 
baker (down 2.34 percentage 
points); Plymouth (.78); Hudson 

(.58); Henry J (.43); Kaiser (.34) ; 
Dodge (.22); Chrysler (.14); De- 
Soto (.08), and Allstate (.01). Aus- 
tin sales were off .05 percentage 
points; domestic miscellaneous 
cars .12 percentage points. 

By makes, shares of the first 
quarter ’53 market were as follows: 
Chrysler, 2.87 percent; DeSoto, 2.19 
percent; Dodge, 5.35; Plymouth, 10.- 
72; Ford, 17.93; Lincoln, .63; Mer- 
cury, 4.66; Buick, 8.05; Cadillac, 
2.10; Chevrolet, 21.79; Oldsmobile, 
5.62; Pontiac, 6.79; Kaiser, .59; Hen- 
ry J, .29; Allstate, .02; Austin, .08; 
MG, .15; Hudson, 1.27; Nash, 3.26; 
Packard, 1.66; Studebaker, 2.44; 
Willys, 1.10 domestic miscellaneous, 
04, and foreign miscellaneous, .40. 


In numbers of cars sold, the 
makers split the 1,269,147 total in 
the following manner: Chrysler 
(36,378); DeSoto (27,762); Dodge 
(67,959); Plymouth (136,005); Ford 
227,615); Lincoln (7,946); Mercury 
59,133); Buick (102,204); Cadillac 
26,641); Chevrolet (276,550); Olds- 
mobile (71,271); Pontiac (86,158); 
Kaiser (7,491); Henry J (3,726); 
Allstate (209); MG (1,878); Austin 
(1,030); Hudson (16,176); Nash (41,- 
356); Packard (21,047); Studebaker 
(31,040); Willys (13,974); domestic 
miscellaneous (463), and foreign 
miscellaneous (5,135). 





the used-car|only slightly higher than new-car 


sales. 

Reports from Buffalo, Toledo, 
Birmingham, Ala., Pittsburgh, 
Akron, Cleveland, St. Louis, Los 
Angeles, Denver and New York 
say that used-car sales are not 
improving, and that stocks are 
dangerously high. 

A report from Augusta, Ga., said 
that used cars are moving well in 
the area, but that tradeins on new 
cars are keeping lots full. 

Reports from auction oper- 
ators last week spoke of prices 
tending downward, except on the 
sharpest cars, and that buyers 
were not interested in rough 
units, This condition has prevail- 
ed for several months, and it is 
expected now that more and 
more used-cars will be thrown 
on the market as new-car trade- 
ins. 

Some of the auctioneers said 
that the market appears to be 
leveling off somewhat, and ex- 
pected that buyers and sellers will 
be meetnig each other on more 
common ground soon, 

Others, however, would venture 
no prediction on the future 
market, saying that too many 
factors are influencing the market 
to make a proper analysis. 


Buetow Takes Up 
3M Presidency 


From Carlton 


ST. PAUL.—Elevation of Herbert 
P. Buetow, executive vice-president 
in charge of finance, to the presi- 
dency of Minne- 
sota Mining & 
Mfg. Co. was an- 
nounced last week 
by the board of 
directors. 

He succeeds 
Richard P. Carl- 
ton, who becomes 
vice-chairman of 
the executive 
committee. 

Buetow joined 
3M as auditor in 
1926 and became controller in 1935. 
He was made treasurer and a direc- 
tor of the company in 1939, and 
an executive vice-president in 1949. 

Carlton had been president of 3M 
since 1949. He joined the company 
as a laboratory assistant in the 
early 1920s and within a short time 
was made responsible for quality 
control of all 3M products. 

In announcing Buetow’s election, 
William L. McKnight, board chair- 
man, explained that, for reasons of 
health, Carlton had asked to be 
relieved, of the duties of president. 
Carlton will, however, continue his 
interest in research and product 
development. 


2 Nash-Healeys 
In LeMans Race 


DETROIT. —Nash has entered 
two Nash-Healey sports cars in 
France’s 21st annual LeMans 24- 
hour Grand-Prix d’Endurance race 
June 13-14, H. C. Doss, sales vice- 
president, announced last week. 


The two entries will be powered 





H. P. Buetow 


by the Nash Ambassador LeMans | 


Dual Jetfire engine—the only Amer- 
ican engine which has scored high 
for three consecutive years in the 
famous French race. The Nash- 
Healey placed third in 1952, sixth 
in 1951 and fourth in 1950. 


The LeMans race, sponsored by 
the Automobile Club de l'Ouest, is 
noted as a test of Sports-car endur- 
ance, speed, and driver skill and 
judgment. Cars from America, 
Britain, Germany, France and Italy 
are entered. 

The Nash-Healey cars will be 
piloted by two experienced teams 
which previously have driven in 
LeMans races. The first car will be 
driven by Leslie Johnson and Her- 
bert Hadley, and the second by 
Pierre Veyron and Yves Giraud- 
Cabantous. 





| 
|Labor Strife Also Affects Chrysler, Studebaker .. . 
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# Outlined at Hudson Rally in Los Angeles— 





More than 300 Hudson salesmen and dealers attended a rally in Los Angeles to hear details of a sales contest, ending 
June 28, which will be based on both new and used cars, with drawing for silver dollars to be held every three weeks. At 
the final drawing by July 7, the top 30 salesmen in the zone will receive additional awards and also compete for a grand 
prize in both the new and used-car divisions—an all-expense tour to Las Vegas, Nev. The meeting was conducted by J. A. 
Stevenson, merchandising manager of Hudson Sales Corp., and Willard Scott, zone manager. 


Ford Is Closed by Forge Tieup 


(Continued from Page 1) 

motive lines were scheduled to be 
closed by today (May 25). 

Meanwhile, the creeping paraly- 
sis induced by strikes at other key 
supply plants affected a growing 
number of other auto manufac- 
turers. 

In the midst of its concern over 
apparent growing unrest in labor’s 
ranks, the industry watched with 
interest the reopening of contract 
talks between General Motors and 
the UAW-CIO. 

* x * 
ORD was forced to close when 
it ran out of axle housings, 
spindles and connecting rods, which 
are made at Canton. A Ford offer 
to settle the Canton strike was 
unanimously rejected at a union 


| meeting last Tuesday. No date had 


been set at press time Thursday 
for the next bargaining session 
over incentive-pay rates. 

All Ford defense work, as well 
as its steel plants, Cincinnati 
transmission plant, and support- 
ing operations for Lincoln, will 
continue. 

Meanwhile, a _ jurisdictional 
squabble within UAW Local 306 
closed Budd Co. in Detroit and 
forced Chrysler, DeSoto and Dodge 
to discontinue auto assemblies. 
Budd supplies those three plants 
with body stampings. Dodge truck 

and Plymouth lines were not af- 
fected. The wildcat strikers were 
urged to return to work by both 
the international and the local. As 
AUTOMOTIVE News went to press, the 
men were still out. If the dispute 
continues, it will soon affect Nash 
and Studebaker. 
* x ~ 
TUDEBAKER already was hav- 
ing its troubles. The six-week 


| deadlock at the Muncie (Ind.) plant 
|of Warner gear division, 


Borg- 
Warner Corp., had halted the flow 
of overdrive and standard trans- 
mission parts. Studebaker, at last 
word, was planning to cut from 
two shifts daily to one shift, start- 
ing today (May 25). Further pro- 
duction, with all cars carrying au- 
tomatic transmissions, is scheduled 
at 560 units daily. 

Willys has also halted all auto- 
motive operations as a result of 
the Warner strike. Car assembly 
was stopped two weeks ago. Mil- 
itary and civilian Jeep output 
ground to a halt Wednesday 
when Willys ran out of transmis- 
sions. 

Nash expects to be able to keep 


| operating at its scheduled reduced 


level of 700 cars a day. 
Kaiser-Frazer has practically 





halted Henry J output as a result 
of the Warner strike, and is con- 
centrating on Kaisers equipped 
with Hydra-Matics. 


was Warner supplies trans- 
mission parts to Chrysler 
Corp., Packard and Hudson, those 
manufacturers said current stocks 
were ample. Chrysler, of course, 
has been hit by the Budd walkout. 

Negotiations at Warner, which 
had broken off entirely, were re- 
sumed Tuesday afternoon when a 
team of Federal mediators re- 
turned to Muncie and called the 
union and company back into 
session, Although there was no 
hint of an early settlement, Medi- 
ator Malcolm House said meet- 
ings would continue’ uninter- 
ruptedly until an agreement is 
reached. 

Some 5,500 members of UAW 
Local 287 have been on strike at 
Warner since Apr. 20 in a dispute 
over incentive-pay rates. 

Murray Corp. of America, De- 
troit, shut down its Willys body 
operations Thursday, Friday and 
Monday. It planned to resume out- 


put of Willys bodies Tuesday 
(May 26), even if Willys is not 
operating. 


+ * * 


URTHER transmission troubles 

had threatened the industry for 
a time last week when _ 2,200 
members of UAW Local 735 walked 
out at the Detroit Transmission 
Division of GM, a key unit in the 
production of Hydra-Matics. Em- 
ployes voted 2 to 1 to return after 
five days on the bricks. GM had 
threatened the UAW with legal 
action if the wildcat strike con- 
tinued. 


In another supplier strike, 
which could cripple GM output, 
1600 members of the UAW 
walked out at the central 
foundry division of GM at Defi- 
ance, O. Talks on working con- 
ditions had been in progress for 
two weeks. The plant makes 
castings for GM trucks and Olds- 
mobile and Hydra-Matic casings. 


While industry’s major concern 
was with the tightening strangle- 
hold on output, much interest was 
centered in the UAW’s contract 
talks with GM. Proceedings were 
under scrutiny because any settle- 
ment doubtless would set a pattern 
for the entire industry in writing 
new labor contracts. 

Formal negotiations between GM 
and UAW were reopened last 
Tuesday, but after a three-hour 


Ford-Produced Tanks Pass Field Tests— 


A Patton 48 medium tank is loaded at Ford's Livonia (Mich.) tank plant for ship- 
ment. The Army has announced that the vehicles have passed rigid field tests and 
will be placed in service with tactical units. The Patton 48 is the first completely 
new medium tank developed since World War Il. It mounts a 90-millimeter high- 
velocity cannon, and one .50-caliber and one .30-caliber machine gun. 





session they were adjourned for 
“several days.” Tuesday’s meeting 
was the first since Feb. 28. 

+ * * 


At TUESDAY’S meeting the 
union’s demands and the next 
cost-of-living pay adjustment, due 
June 1, were discussed. A transition 
from the Bureau of Labor Sta- 
tistics’ “old” cost-of-living index to 
the “new” is expected by the union 
before June 1. The UAW has op- 
posed the old index as not fairly 
representing living costs. 
Whatever the ultimate outcome 
in these talks, pay raises for 
nearly a million workers will go 
into effect May 29 at GM and 
June 1 at Ford and Chrysler. 


The UAW had notified GM last 
Monday that it would “not con- 
sider” any further long-term con- 
tracts, unless an interim settlement 
was reached by June 1 on union- 
sought changes in the present five- 
year contract, which expires May 
29, 1955. 

Technically, no clauses in the 
contract can be renegotiated be- 
fore that date, unless both parties 
agree. 

* * * 
[us warning on long-term con- 
tracts was sent to Harry W. 
Anderson, GM _ vice-president in 
charge of industrial relations, by 
John W. Livingstone, director of 
the UAW GM department. 


The UAW is asking that the 
improvement factor be hiked to 
five cents hourly and that 21 of 
the 24 cents, netted so far on the 
“escalator” cost-of-living adjust- 
ment, be made a part of the basic 
wage. GM had offered to freeze 
14 cents of the 24. 


GM also offered a five-cent hour- 
ly wage hike to 40,000 skilled em- 
ployes and a mathematical method 
of switching to the new index. Both 
offers were rejected. The UAW, 
however, has not said how much of 
a wage hike it wants for skilled 
workers. 

* * * 

HE National Labor Relations 

Board, in an intermediate re- 
port last week, recommended that 
Goff-McNair Motor Co., Lyle Bryan 
Motor Co. and Green Chevrolet Co., 
all of Fayettesville, Ark., bargain 
collectively with the AFL Inter- 
national Assn. of Machinists at the 
request of their service department 
employes. 

In Cleveland, final agreement 
on a contract was expected 
momentarily between the AFL 
teamsters and mechanics unions 
and 52 new-car dealers involving 
700 service employes. 

In Springfield, Mass., last week, 
the UAW voted overwhelmingly to 
permit a strike call at New De- 
parture division of GM. The union, 
which signed a five-year contract 
three years ago, has charged 
management with a speedup and 
with replacing men with women at 
lower rates for the same _ jobs. 
No direct contract issues are at 
stake. 

Wage scales were of concern 
last week to Redmonds, Inc., 
Owosso, Mich., which notified its 
employes that large-scale layoffs 
were impending. Redmonds spokes- 
men said wage hikes and fringe 
benefits had raised its costs 36 per- 
cent, while it had been able to 
raise the price of products only 16 
percent. 















Miami U. C. Dealers Install Officers— 


{ 


¢ 


} 


More than 500 guests attended o banquet at which the Miami Used Car Dealers 
Assn. installed officers for the coming year. Shown (from left) are A. Barnett, vice- 
president; Stacy Rowell, retiring Miami president and current president of the Florida 


used-car dealer group; E. V. Fisher, State 


motor vehicle commissioner; Mike Trabulsy, 


president, and George Prindle, secretary-treasurer. Named as directors were Rowell, 
Oscar Molho, Richard McMahon, Lou Weiss, Tommy Davis, Art Watson, Tony Clausi 


and L. P. Evans. 


Dallas Welcomes 


GM Motorama 
With Big Turnout 


DALLAS. — General Motors’ Mo- 
torama of 1953 played to near- 
record crowds at Dallas last week, 
and the prospect was that when 
attendance for the nine-day stand 
here is tabulated, the total will ap- 


proximate that recorded in the 
other cities where the Motorama 
has shown. 


With 55,000 persons entering the 
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doors on the first Sunday, the sec- 
ond-best attendance record for a 
|first Sunday was set. At an in- 
| vitational preview, 4,500 civic and 


| social leaders were greeted by Har- | 


\low H. Curtice, GM President, and 
|other company executives. 

While 
the Buick-Oldsmobile-Pontiac as- 
sembly plant under construction at 
Arlington, between Dallas and Fort 


Worth. He said the plant is ex-| 


pected to start production on cars 


before the end of this year, with| 


|initial output beginning on 


| models. 
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to Outlaw Such Dealer Contracts .. . 








Exclusive Pacts Under Fire 


(Continued from Page 1 


2 


|facturer is in violation of Setcion 3| 


of the Clayton Act for negotiating 
| exclusive-dealing franchise 
|ments with independent distribu- 
tors, such contracts forbidding the 
distributors from using or selling 


| |the products of any competitors of 
|the particular manufacturer. (The | 


| Clayton Act, originally approved by 
lCon gress in 1914 and often 


/| amended subsequently, was enacted 


to protect trade and commerce 
against unlawful restraints and 
|monopolies. Section 3 of the act 
prohibits contracts where their 


effect may be to “substantially les- | 


|sen competition or tend to create 
|a monopoly in any line of com- 
merce.”’) 

N EXCHANGE for franchise 

agreements where they orally or 
contractually promise to deal ex- 
clusively in a single product, dis- 
tributors are given special price 
discounts and rebates. 

In the case of all three hear- 
ing aid manufacturers, the indi- 
vidual FTC hearing examiners 
already have rendered initial de- 
cisions condemning exclusive 
agencies. All respondent firms re- 
quested reviews of the examiners’ 
findings. The five-man commis- 
sion, now reviewing the cases, 
will probably render its all-im- 
portant final decisions before 
June 30. 

FTC trial staff officials strongly 


1954 | contend that exclusive-dealing con- 


tracts, long a practice in American 
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agree- | 
8 |tend to create a monopoly by man- 


|industry and oftentimes flagrantly 
abused according to FTC com- 
plaints, “substantially injure, de- 








jand open 


stroy and prevent competition and 


ufacturers.” 
Staff officials take the view that 
such franchise agreements, if they 


|}are in effect in a substantial por- 


tion of an industry, suppress free 
competition and there- 
fore work to the detriment of the 
ultimate consumer. 


* * * 


TNOFFICIAL opinion is that the | 


five FTC commissioners, when 
they render their most important 
decision in recent years, undoubt- 
edly will outlaw the use of these 
exclusive-dealing contracts. 
“I suppose the automotive indus- 
try, where this practice is common- 
ly followed and accepted, would be 


next in line to the hearing-aid in- | 


dustry for prosecutions since every- 
body should be treated alike,’’ Ma- 
son commented. 

FTC’s decision in the hearing 
aid cases may establish a highly- 
significant precedent, affecting 
the whole auto industry. In fact, 
every industry which uses exclu- 
sive dealer agreements extensive- 
ly would feel the impact of FTC’s 
ruling, according to Mason. 

FTC is likely to warn those in- 
dustries which commonly practice 
restrictive franchise agreements 
not to arbitrarily cancel contracts 
with distributors who deem it 
advantageous to sell competitive 
products as well. In other words, 
resistive distributors will have the 
protection of the Government and 
courts should they no longer want 
to be subservient to a manufac- 
turer’s insistence on selling his 
products exclusively in order to 
stay in business. 

* oe & 
“MMHREATS, intimidations and co- 
ercions of independent distrib- 
utors and dealers as practiced by 
manufacturers guilty of monopolis- 
tic ambitions should be stopped,” 
Mason said. 

“But just where are we going 
to draw the line? And just how 
little evidence of exclusion are 
we going to take as the basis for 
cancelling out this kind of an 
agency contract? 

“If the Federal Trade Commis- 
sion wants to apply the rule estab- 
lished by the U. S. Supreme Court 
in the Standard Oil of California 
case, there isn’t much doubt in my 
mind we can change the entire 
automotive distribution system. 

“If, on the other hand, we com- 
missioners are supposed to be 
trained in judging whether an ex- | 
clusive dealing contract will or will | 
not tend to create a monopoly, | 
that’s a horse of a different color. | 
I have never heard even the most 
rabid pinko claim there was a| 
monopoly in the automotive indus- | 
try.” 


* * 


NASON further told Attomotive 
1 News: 

“Whichever way we decide these 
four pending cases—and, of course, 
I wouldn't be so rash as to forecast 
our decision in advance—certainly 
people in the automobile business 
will find them of vital interest. 

“As for distributors in any line, 
automobiles included, they have 
to be protected against the abuses 
of exclusive dealing contracts.” 

Industry spokesmen in Washing- 
ton are closely watching the situa- 
tion. While they are concerned with 
implications of the forthcoming 
FTC decision on exclusive dealing 
contracts, they are not visibly 
alarmed as to the ultimate effect 
such a decision would have on the 
industry’s distribution system. 

* * a 


* 


(y= thing is certain: The auto- 
motive industry does not want 
to become aggressive in the matter. 
As one spokesman here said: “We 
wouldn’t want to raise any new 
hornet’s nest.” 

Considerable doubt was ex- 
pressed here that FTC’s decision 
would see many dealers rushing 
out to take advantage of the op- 
portunity to handle competitive 
vehicles despite the knowledge 
that they could not be punitively 
treated by the manufacturer for 
so doing. 

As one industry representative 
pointed out, “to do so would tend 


to throw some companies out of 
business with the larger, financially- 
stronger firms surviving and some 
small independents collapsing.” 
Dual or triple franchise deals 
didn’t work out successfully during 


the depression years and there 
would be very little incentive at 
this time for them to abandon 


single contracts, he said. 


* a * 


“IT TAKES considerable money to 
handle the selling of more than 
one make of a car, and many deal- 
‘ers do not have the resources to 
;}expand their sales facilities, buy 
\large stocks of parts and accesso- 
|ries for the additional makes that 
| they would want to handle, and at 
the same time make available serv- 
icing for these other cars,” he 
| pointed out. 
The spokesman emphasized that 
|dealers have never pressed for 
[ee privileges. “Appar- 
ently they are satisfied with their 
| present system of operating,” he 
added. 
| If exclusive franchise azree- 
| ments are doomed as being ille- 
| 








gal, it could mean that national 
advertising and promotion would 
have to be done and financed en- 
tirely by manufacturers, while 
dealers would be dropped to th> 
status of mere order takers, it 
was predicted. 


A staunch advocate of free en- 
terprise, Mason said that the new 
Republican administration is out- 
spokenly in favor of unrestricted 
business competition, as opposed to 
monopolistic practices that restrain 
trade and injure the end-user. 


“President Eisenhower and others 
in the Administration want to put 
| private enterprise back in the mar- 
| ket place,” Mason emphasized. “I 
|have always maintained let’s give 
| private enterprise the job and not 


| the ‘work.’ 
| HAVE always been a believer 
in competition as the proper 
private incentive to reduce prices 
}and raise the quality of goods and 
| Services, Once you put competition 
jout of business, economic democ- 
| racy goes out the window.” 
| The commission is due to get 
|another Republican member in 
September, at which time the FTC 
will have a Republican majority of 
| three. Mason, who has been serving 
|on FTC since 1945, is a Republican. 
He was reappointed to a seven- 
year term in 1949. 
Mason pointed out that FTC’s 
| Proposed decision would mean 
that a manufacturer would hesi- 
tate cancelling a multiple fran- 
chise dealer’s contract on the ex- 
cuse that he wasn’t measuring up 
to sales results. Thus, there would 
be less chance for a dealer filing 
a treble damage suit on the con- 
tention that he lost the contract 
solely because he took on a com- 
petitor’s car. 
| Mason pointed out that an ex- 
| Clusive franchise agreement doesn’t 
| necessarily have to hurt anyone in 
|order to be adjudged illegal by 
| FTC. 

“For years I have been against 
FTC for trying to extend control 
| over all business decisions,” Mason 
|said. “We ought to keep our nosé 
|to the grindstone on unfair acts 
}and practices at all times, and 
|otherwise let the American busi- 
| nessman alone.” 





* x * 





Old Timers Form 


Group to Boost 


|New Highways 


NEW YORK.—A new committee 
to work for adequate highway ap- 
propriations and prevent their di- 
version to other purposes was 
formed last week by the Automo- 
bile Old Timers. 

The organization of auto pioneers 
warned that speedy action on new 
highway construction is necessary 
if the use of cars and trucks in 
this country is not to be curtailed. 

The committee will be appointed 
by J. E. Henry, president of the 
organization. 

It will stage a campaign among 
highway officials in every locality, 
working through the organization's 
33 affiliated state and city councils. 
































Hustle Beats Sales Blues 


And 16 Out of 18 Are Postwar Salesmen 
4t Turner Ford Dealership 
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move with an average turnover 
of 14 days. He puts it this way: 
“We sell everything we can get 
our hands on.” 

That includes new cars with a 


factory contract calling for deliver- | 


ies in excess of 1,000 units a year; 
52 percent of used cars taken in 
trade, and trucks. Last month 
Turner sold 170 used cars and 155 
new cars. He classifies in his new- 
car sales factory official cars and 
over-quota cars, Only cars whole- 
saled are those which can’t meet 
Turner’s standard for quality in a 
used car. 

In the face of an outstanding 
sales record, Steele says: “We're 
not doing the job we should be 
doing.” He refuses to admit there 
can be a sales saturation point. 


With many other dealers cutting 
back, Turner sees nothing but con- 
tinued high sales and good business 
conditions ahead. He is backing 
his four-ace hand with an outlay 
of more than $100,000 to completely 
remodel the showroom and business 
offices. This will be followed later 
in the year by an extensive spruc- 
ing up of the service department. 

Turner is an auto veteran. 
Starting on the Ford Motor Co. 
assembly line in 1929, he moved 
up through various departments 
to become district manager at 
Cincinnati in 1944, In 1946 he 
purchased his dealership. 

Steele, who became sales man- 
ager, had been Turner’s clerk at 
Ford. Bud Truba, business man- 
ager, had been a Ford electrician 
who worked for Turner at one time 
in the car distribution office. 

Turner insists that the _ sales 
drive which sold 325 cars last 
month is kept steamed up with 
the daily sales meeting. Steele is 
the ringmaster, with Turner him- 
self firing up the crew “once or 
twice” a week. 

Steele opens each sales meeting 
by dumping out a bag of silver 
dollars and passing them out for 
“incentive money” and “financial 
reserve.” Silver dollars passed out 
daily are figured as part of the 
weekly pay for bookkeeping 
purposes. 

The company, Steele says, de- 
mands one thing of its salesmen 
at the daily meeting: That they 
be “on time and rarin’ to go.” 
In return, Steele says, the sales 
manager must offer ways for 
them to “make money for them- 
selves.” He hammers at various 
techniques, elaborating on those 
which have proved successful in 
Birmingham. 

“We give ’em hell,” Turner says, 
“and the boys eat it up. 

“They’re going to get an E for 
effort, even if they don’t get an A 
for accomplishment,” Steele says. 

“Our salesmen are paid a straight 
20 percent of the washout price,” 
Turner says. “Sales mean money 


Lincoln Reports 


"48 Sales Peak 
Topped by 39% 


DETROIT.—A _ record - breaking 
month in Lincoln sales was chalked 
up during April, according to 
Joseph E. Bayne, Lincoln-Mercury 
general sales manager. 

Retail deliveries totaled 4,649 
during the month to set a new high, 
Bayne said. This volume was 39 
percent greater than the previous 
peak month of December, 1948. 

Sales for the 10-day period end- 
ing April 30 were also record- 
breaking, topping the former high 
established Dec. 21-31, 1948, he said. 

“Coming on top of the best first 
quarter in our history, this con- 
tinued heavy demand for Lincoln 
cars is indicative of the best year 
we have ever had,’ Bayne said. 

Early reports from all parts of 
the country show May sales to be 
continuing at the same pace as 
during the first four months, with 
the demand far greater than 
supply, he added. 

Bayne had previously reported 
Lincoln sales 61 percent better dur- 
ing the first quarter over the same 
period of 1952. Dealer stocks re- 
main low, averaging one car or 
less per dealer, he said. 





|in their pocket. They get out and 
beat the bushes.” 


Turner demands that 
customer be given a fair shake and 


he outlaws high-pressure practices. | 


“We don’t beat down the custom- 
er,” he says. “That’s poor re- 
lations.” 

Turner’s payroll carries 88 names. 

In charge of the service de- 
partment is Russ King. The shop 
operates on the theory that a serv- 
ice customer is sold when a car is 
sold, and that a satisfied service 
customer brings in others. 


“The brutal truth,” says Steele, 
“is that in the service depart- 
ment the way to survive is to 
find what the customer wants 
done and then get it done.” 


Mechanics are paid on a 50-50 
basis. Parts and labor have been 
averaging $58,000 monthly during 
1953. 

Turner leases his body shop to a 
metalman. 

“When we started,” he says, “it 
showed a monthly profit. But when 
we figured up at the end of the 
year, our profit disappeared, due 
to unaccounted losses.” 

Under the leasing setup, Turner 
writes orders, furnishes equipment 
and handles collections. The lessee 
furnishes all supplies, pays rent 
and gives Turner 20 percent of 
profits. 

“It works out very nicely,” Tur- 
ner says.—(Bob Lienert.) 


Abernethy 


(Continued from Page 2) 
York, operating five retail sales 
branches, as well as the New York 
company. 

From the position of Packard 
New York zone general manager, 
which office he took over in 1950, 
Abernethy was chosen to fill a key 
position with the home sales office 
of Packard in Detroit, where, since 
1951, he has served as assistant 
general sales manager. 

Born in West Monterey, Pa., in 
1906, Abernethy now resides in 
Grosse Pointe, Mich., with his wife, 
Florence, and two children. 

Abernethy attended the East 
Brady High School, East Brady, 
Pa., and the Carnegie Institute of 
Technology. 

+ + 

JUARLIER in the week new ap- 

pointments, involving the reas- 
signment of two K-F divisional 
sales executives, were announced 
by T. A. Bedford, vice-president 
and general manager of the auto- 
motive division. 

James J. Hallinan, former assist- 
ant general sales manager of the 





J. 3. Hallinan 


Chicago Midwestern divison, was 
appointed general sales manager of 
the Northeastern division with 
headquarters in New York City. 

He succeeds Frank J. Brosnan, 
who has been named general sales 
manager of the Central division at 
the Willow Run main plant. 

Brosnan joined K-F in 1947 
after 13 years with Chrysler Corp. 
in various sales and merchandis- 
ing capacities and later as gen- 
eral manager of a Studebaker 
distributorship in Richmond, Va. 
He served K-F as Philadelphia 
regional. manager, Eastern sales 
manager and assistant general 
sales manager before his North- 
eastern divisional appointment. 

He succeeds E. W. Berger, whose 
appointment as vice-president and 
manager of dealer franchising, was 
recently announced. 

Hallinan, a former K-F dealer, 
joined the company in 1947 and 
served as St. Louis regional man- 
ager before becoming assistant gen- 


eral sales manager of the Midwest- | 


ern division, 





every 
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'L-M Holds Merchandising Conference— 


Representatives from Lincoln-Mercury sales offices throughout the country attended 
ja three-week merchandising conference in Detroit, and more groups will come to 
| Detroit successively until all regional and district sales people have attended. Then, 
| L-M officials say, the program will be extended to cover dealer personnel. Pictured 
| (from left) are George O. Hackett, sales training manager; A. C. Strohmeyer, assistant 
sales manager of the Buffalo district; H. G. Christman, Philadelphia district field man- 
ager; L. B. Newman jr., business management, Atlanta district; J. W. Sylvester, parts 
and accessories manager of the Denver district; G. P. O'Connell, used cars, Twin City 
district, and Michael G. Orlovich, manager of the conference. 












Oldsmobile Dealers See Plastic Car— 


Seated in the experimental Oldsmobile Starfire at the General Motors Motorama in| 
Dallas and looking over the Fiberglas car are (from left) Fred S. Balch sr., of Balch | 
Motor Co., Inc., Little Rock, Ark.; A. L. Ingalls, of Triangle Motors, Dallas; J. F. 
Wolfram, Oldsmobile general manager, and Harley J. Earl, styling vice-president of 
GM. Standing is Gordon Rountree, of Gordon Rountree Motors, Inc., Waco, Tex. 








Detroit Ford Dealers Stimulate Craftsmanship— | 


William Schultz, Detroit district service instructor for the Ford division, explains the | 
inner workings of a Fordomatic transmission to Richard Balkwell, high school student. | 
The lecture took place during a 20-day industrial arts exhibit staged by public school | 
pupils at the Detroit Historical Museum under co-sponsorship of the Ford Dealers of | 
Metropolitan Detroit. Young craftsmen showed their talents in the fields of wood, | 
| metal, electrical construction, plastics, leather and graphic arts. One of the displays 
was a rebuilt car. 


Lockheed Economy Test 
Is Won by Dodge V-8 


LAS VEGAS.—Sweepstakes win-| Cosmopolitan, also scored 19.527 
ner of the 1953 Lockheed Aircraft} miles per gallon in this luxury 
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Sunday Closing 


‘Topic of Polls 


To Philadelphia 


PHILADELPHIA.—The Philadel- 
| phia Automobile Trade Assn. and 
Philadelphia Used Car Dealers 


Assn. are surveying their member- 
ships to determine how many are 
in favor of Sunday closings. 

Last year, a mail survey deter- 
mined that many new and _ used- 
car dealers were in favor of Sun- 
day closings during the summer. 

PUCDA says that if the dealers 
don’t regulate themselves, the 
salesmans’ unions will. 


Oden Plans New Lot 


R. L. Harrison, partner in Oden 
Motor Co., Albuquerque, N. M., has 
announced that the company will 
establish a used-car lot on Central 
East at Monroe St. Ed Black is 
manager of the firm. 


STOC-TIK-17 


(Patent Pending) 


Double 
forced meta! 
eyelets — Hang 
keys from either 
end — Complete 
information. 
TAGS & RINGS 
PRICED AT 
1000... $17.00 
500... 8.75 
250... 4.50 


Enclose Check with 
O:der. 


rein- 


Shipments Prepaid. 


Free Used Car Systems 
& Aids Catalogue. 


BARRY AUTOMOTIVE CO. 
(SYSTEMS DIVISION) 


Sta. “A’’, Box 1037, Cleveland 2, Ohio 


excLusivet 
Hevicrome Name Plates 


Zine die-cast with heavy chrome 
plate-— NO DIE CHARGE 


Quality chrome — EXTRA HEAVY 
Small orders filled 

Available in original designs 
Prompt delivery assured 


For complete details send for free 
illustrated brochure and quotations. 





FACTORY 





Service, Inc., 
Run was a 1953 Dodge V-8 driven 


| by Vurl Frazier. 


Frazier covered the 289 miles 


|from Burbank to Las Vegas at an 
| average of 50.516 ton miles per gal- 


lon and 23.496 actual miles per 


|gallon. That compares with 52.856 


ton miles and 23.418 actual miles | 
for the Dodge which won Class C 
honors in the Mobilgas Economy 
Run to Sun Valley, Id. 

Beside the sweepstakes award 
there were prizes for winners in 
Class A, for luxury cars; Class B, 
for medium-priced cars; Class C 
for lower-priced cars, and Class D 
for lightweights. Class B was di- 
vided into sections for cars with} 
automatic transmissions and with | 
standard or overdrive transmis- 
sions. 

Glenn Husong, in a 1952 Chrysler 





Employes Economy | 


| sions, first place in the ton-mileage 


class, but his ton mileage fell be- 
low Husong’s figure to 48.427. 
Albert Chulack’s 1952 Mercury 


;won Class B at 49.062 ton miles. 


The 1953 Mercury made 52.562 ton 
miles in the Sun Valley run. First 
place in actual mileage was won by 
Robert Benoist in a 1951 Mercury 
with a figure of 22.403. 

In class B automatic transmis- 


test went to W. W. Groomer, driv- 
ing a 1953 Nash Ambassador, with 
48.390. Actual-mileage winner in the 
same class was Al Pentland, with 
22.403 miles per gallon in a 1953 
Kaiser Manhattan. 

Winner in the Class C division 
was H. A. Shafer, who drove a 1952 
Ford 6 and scored 46.374 ton miles 
per gallon. In actual mileage, Jane 
Brown chalked up a figure of 25.804 
with her Studebaker Champion. 


New Yorker, won the Class A Best ton mileage in Class D, com- 

trophy with a ton mileage of 49.989| posed exclusively of Nash Ram- 

and 19.527 actual miles. A 1953 New| blers, was 44.153—logged by Robert 

| Yorker in the Mobilgas run logged | Otto, driving a 1953 model. K. Ige, 

45.700 ton miles. | driving a '51 Rambler, scored 28.900 
Bill Fuqua, driving a 1953 Lincoln | actual miles per gallon. 








SECONDS 


Truck and 
Passenger Tires 


White Sidewalls 
15” High Tread 
Used Tires 

MORRIE BLOOM 


335 E. Dickson Ave. 
Mansfield, Ohio 








ER 5000 DEALERS 


SPECIFY STEMAC PERSONALIZED 
NAME PLATES 


ASK FOR DETAILS 


STEMAC 1281 SO. CHEROKEE 


DENVER, COLORADO 
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Illinois Sailers Reelect Crai ‘ 





Armacost Blasts Sales ‘Paralysis’ ' 


(Continued from Page 6) 

Gus Langenfeld, Langenfeld Motor | 
Co., Centralia; R. F. Marston, 
Marston Buick Co, Kewanee; 
Robert E. Norem, Norem Buick Co., 
Ottawa; Rex G. Reason, Reason 
Buick Co., Springfield; R. E. Schul- 
theis, Kamp Motor Co., Mt. Car- 
mel; Robert P. Spangler, Spangler 
Motor Co., Streator; Bruce Steb- 
bins, Stebbins Motors, Inc., Sterl- 
ing; Floyd B. Tague, Tague Chev- 
rolet, Morris; Allen T. White, Rock 
River Motors, Inc., Rockford; V. 
A. Williams, Wi:liams Motors Co., 
Salem, and Ralph Young, Mont- 
gomery Carrott Ford, Quincy. 

In resolutions adopted at the 
closing sessions, the state asso- 
ciation urged all dealers to re- 
quire a sufficient downpayment 
and reasonable’ time - payment 
limit for payment of balances. 
“The danger is,’ said the re- 





‘Teacup’ Campaign 
To Show Hudson 


Jet's Economy 


DETROIT.—Hudson Jet perform- 
ance and fuel economy will be 
stressed in a strong advertising and 
promotion cam- 
paign during 
June and July, 
according to N. 
K. VanDerzee, 
Hudson’s sales 
vice-president. 

“Reports from 
our dealers show 
Jet demonstration 
rides are the key 
factor in mer- 
chandising this 
low - priced Hud- 
“To fully 
appreciate the Jet’s remarkable 
performance, handling and roada- 
bility, the prospective buyer must 
drive it. Our aim is the most ambi- 
tious demonstration program in the 
industry.” 

The multimillion-dollar campaign 
will invite the public to test the 
Jet performance and economy on a 
“teacup” of gas, VanDerzee said. 
Demonstration cars equipped with 
special gasoline metering devices 
will furnish visual proof of Jet 
economy. 

VanDerzee said that Hudson 
would use more than 1,800 news- 
papers each week and 750 radio and 
television stations to promote the 
“Teacup Test.” In addition, con- 
tests with Jets as prizes to the 
public will highlight localized pro- 
motion in 23 regions. 

Meetings were held last week in 
Buffalo, Pittsburgh, Salt Lake City, 
Boston, Cincinnati, Detroit, Denver, 
New York and Cleveland. 

Other sessions will be held as 
follows: Today (May 25)—St. Louis; 
Billings, Mont.; Philadelphia; Min- 
neapolis, and Portland, Ore. To- 
morrow—Kansas City, Washington 
and Milwaukee. Wednesday—Hou- 
ston; Albuquerque, N. M.; Atlanta; 
Chicago, and Berkeley. Thursday— 
Memphis; Tampa, Fla. and Los 
Angeles. 

Factory officials participating in- 
clude: C. A. Hadley, sales man- 
ager; G. R. Browder, director of 
advertising and merchandising; 
W. S. Milton, director of service, 
and Roy D. Chapin jr., assistant 
sales manager. 





N. K. Vanerzee 
son,” VanDerzee stated. 





solution, “that failure to carry 
out sensible credit downpayment 
and monthly payments can only 
invite imposition of government 
controls to which we are all op- 


possed.” 
New CATA directors elected at a 
business meeting following the 


banquet were: Steve J. Barrett, 
Logan Square Buick; H. S. Brody, 
Mid-State Motors, Inc.; Norman A. 
Lindsay, Lindsay Cadillac Co.; 
Willard F,. Nelson, Nelson Motors, 
Inc.; Oak Park, and A. L. Walsh, 
Packard South Shore, Inc. 

James F. Goodwin, CATA presi- 
dent, urged dealers to cultivate 
good public relations in the period 
ahead. 

“We are entering a different era 
in automobile merchandising,” he 
said. “The great sellers’ market of 
the postwar years is dwindling 
away. Gone are the days when if 
you didn’t have good relations with 
the public, you still had plenty 
more customers to draw upon. Now 
we are in a period when good 
business practices and policies are 
not only important, but essential 
to our business.” 

Charles F. Carpentier, Illinois 
secretary of state, first speaker on 
the program, urged support of the 
proposed new drivers’ license law, 
which would empower him to re- 
voke the driving privileges of mo- 
torists involved in encounters with 
the law. 

The revised law would also give 
Carpentier authority to withdraw 
driving rights from elderly persons 
and others found to be suffering 
from “deteriorated faculties” under 
a re-examination program. 

Carpentier pounded home “in- 
adequacies” of the present law and 
stressed the fact that 80 percent 
of highway accidents are caused by 
10 percent of the state’s three 
million licensed motorists. He 
added: 

Frederick M, Sutter, of Colum- 
bus, Ind., chairman of the NADA 
industry relations committee, 


spoke on “You and Your 
Factory.” 
“There’s a lot wrong with 


factory-dealer relations today,” he 
said. “Part of it is caused by cold- 
blooded policies of manufacturers, 
but a much greater part is caused 
by the activities of ambitious men 
in the field forces employed by the 
factories, And a lot of the trouble 
—and I know you won't like this— 
is caused by dealers themselves. 
“Sometimes we say that what is 
needed is a new climate of good 
faith—and that is probably true. 
Certainly, if both factory and 
dealer were to practice the prin- 
ciple of the golden rule, virtually 
all our industry relations prob- 
lems would be solved overnight. 
“But until we are willing to 
apply the golden rule, we will have 
to do the best we can with our 
faulty human natures, and improve 
our ground rules as best we can. 
“That means a revision in the 
terms of our present selling agree- 
ments—or, more accurately, a new 
dealer contract. The NADA staff 
has been making extensive studies 
in this field with the object of de- 
veloping a dealer contract which 
will eliminate those things which 
are giving dealers most headaches 
and most heartaches. 
“These include (1) cancellation 
without cause; (2) not safeguard- 
ing within all reasonable limits 


Dodge Truck with Mobile Telephone— 


A service truck with mobile telephone was among nine Dodge trucks with special 
equipment exhibited at the 30th International Petroleum Exposition in Tulsa, Okla., 
which attracted 500,000 visitors. Guy E. Clark (left), of Parrish & Clark, Tulsa Dodge- 
Plymouth dealership, waits for Byron S. Snowden, merchandising manager of Dodge 
trucks and director of the exhibit, to complete a call to the Detroit home office to 
announce the opening of the show. W. K. West, Oklahoma City regional truck man- 
ager, points out other trucks for oil and gas field work to Ralph Clark (right), of 


Parrish & Clark. 





the interest of the heirs in the | 
event of a dealer’s death; 
providing a continuing contract. 


Sutter reported that the NADA 


industry relations committee is de- | 


veloping a program for effective | 
action by line groups. He said it | 
would work this way: 

In each state, all member dealers | 
handling the same make would | 
elect a fellow dealer to represent | 
them. All 54 NADA states would do | 
the same. Dealers then would have | 


a make advisory committee for| 


their own line consisting of these 


54 members who could meet when- | 


ever necessary, and at least once | 
a year during the NADA con- | 
vention, 

Among other convention speak- 
ers were A. C. Hall, of Milwaukee, 
NADA director, who spoke on 
“Dealers’ Sons and Their Relation- | 


brook, chief clerk of the auto- 
mobile department in the Illinois | 
secretary of state’s office, who dis- 
cussed ways to improve working | 


department; Stuart M. Bell, Chi- 
cago, attorney and former vice- 
president of Montgomery Ward & 
Co., whose address, “Let’s End 
Special Privileges,” dealt with the 
inequities of labor laws which give 
unions special benefits denied to 
business enterprises and _ other 
economic organizations; and Sey- 
mour M. Lewis, attorney for IATA 
and CATA, who reported on legis- | 


| 


| 


(3) not | # 
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ship to the Business;” W. C. West- | Pittsburgh Dealers Elect Officers— 


rial 
SY 





A. McClinchie jr. 





(seated), of Pinkerton Motor Co., is the new president of the 


| Pittsburgh Automobile Dealers Assn. Other officers are (from left) Edgar D. McKean jr., 


| 
| 
| 


lof Morrowfield Oldsmobile Co., treasurer; Hartley R. Graham, who was reelected 


relations between dealers and his | secretary- manager, and E. A. Herzberg, of 


Homestead Buick Co., vice-president. 





2,200 GMC Dealers 


Helping Promote 


Safety Campaign 


PONTIAC. — More than 2,200 
GMC truck dealers throughout the 
nation are promoting highway 


lative problems and efforts to solve | Safety in a year-round campaign 


them. 

Karl M. Richards, 
field service manager, Automobile | 
Manufacturers Assn., reported that 
U. S. Motorists are wasting $3 bil- 
lion a year because of bad and 
congested roads. 

Richards said that crowded 
and unsafe major roads and 
streets are estimated to be di- 
rectly responsible for one-third of 
the nation’s yearly traffic acci- 
dent costs, $1 billion in added 
trucking costs, and $750 million 
in yearly wasted gasoline and 
needless wear on tires and 
brakes, 

The importance of developing an 
adequate highway program, Rich- 
ards said, is shown by Government 
forecasts which indicate that by 
1975 there may be 65 million auto- 
mobiles and 20 million trucks 
registered. This contrasts with 
registrations totaling 43.9 million 
automobiles and 9.5 million trucks 
at the end of 1952, he said. 

Reports of IATA activities were 
presented by President Craig; Les 
Sanders, executive secretary, and 
Earl Johnson, retiring treasurer. 


Hudson Plans Sports Car ~ 


Built on Jet’s 


DETROIT.—Hudson will soon in- 
troduce a “new type of sports car, 
built around the Jet chassis,” A. E. 
Barit, president, disclosed last week 
at the annual meeting of stock- 
holders. 

“I am sure that when this car 
is exhibited, which will be done 
shortly, it will prove of interest 
to the public,” Barit said. He re- 
marked that “our engineers and 
consultants, both here and abroad, 
are engaged in many forward 
projects aimed at the continued 
development of our cars.” 

Barit reported that operations for 
the first quarter resulted in a profit 
of $1,846,421.15 after all charges. In- 
come taxes totaled $2,140,165. 

First-quarter profits for 1952, it 
was said, totaled $2,104,603. Income- 
tax payments for that period were 
$2,347,978. 

In reviewing 1952 business, Barit 
said that the company earned $8,- 
307,847 during the year, equivalent 
to $4.15 a share. 

Banking indebtedness, he said, 
now totals $2,000,000, half of which 
is payable July 6, and the balance 
Jan. 6, 1954. 

Barit told stockholders that 
production of the Jet, latest ad- 
dition to Hudson’s line of cars, 
had suffered many delays, in- 
cluding problems at the body 
builder’s plant, strikes and a 
shortage of steel. 

“These problems have been over- 





| directed at truck drivers and 


of Detroit,| owners, with special emphasis in 


May, the National Vehicle Safety- 
Check month, it was announced 


|last week by R. C. Woodhouse, 


truck general sales manager of 
GMC Truck & Coach. 


Through the use of four-color 
wall and window posters, safety 
slogan strips for the dealer service 
shops, a summary of Interstate 
Commerce Commission regulations 
on truck inspection and mainte- 
nance and other visual displays, 
GMC truck dealers are urging truck 
owners to periodically check their 
trucks and thus ¢@heck accidents, 
Woodhouse said. 


In addition, GMC Truck advertis- 
ing will have a safety theme in five 
trade magazines in May. “May is 
Safety Month so keep safety first 
in your GMCs,” the advertisements 
state. 


Dealers have purchased the dis- 
play material for the safety 
program from the GMC factory and 
received the first of three major 
releases in April, with a second 
in July and the third in September. 


Chassis 


come one by one, and the produc- 
tion line is now running with rea- 
sonable smoothness,” he said. “This 
will enable Hudson to give a suffi- 
cient working stock to all dealers 
so that they can conduct a proper 
sales campaign. 

“The factory is taking the lead 
in this campaign with greatly in- 
creased advertising and merchan- 
dising appropriations aimed at ac- 
quainting the public with the unique 
features of this new kind of car. 
The car has characteristics of com- 
pactness which make it especially 
adaptable to present-day road and 
parking conditions. 

“Additional body types are 
either in the tooling stage or 
projected for the future, and will 
be announced when ready for the 
market. This new car will be in- 
creasingly helpful to our business 
as time goes on.” 

The company gave a review of 
the stock-car racing record of Hud- 
sons, stating that 47 out of 60 con- 
tests last year were won by Hud- 
sons, and that so far this year, 11 
out of 18 races have been won by 
Hudsons. 


Hudson defense operations em- 
ploy about 4,000 persons, Barit said. 

All directors of the company were 
reelected at the annual meeting. At 
the board meeting following the an- 
nual meeting, all officers of the 
company were reelected. 


Obituaries 


Freuhauf Vice-President, 


F. M. Reid, at 53 

DETROIT. — F. M. Reid, engi- 
neering vice-president of Fruehauf 
Trailer Co., died here May 11. 

Reid, 53, also was a Fruehauf di- 
rector. Prior to joining the trailer 
firm, he had been associated with 
Packard and the now-defunct 
Nelson. 

Reid had been credited for many 
basic improvement in truck-trailer 
design over the past 25 years. 

- * + 


David J. Vail 
MUSKEGON, Mich.—David J. Vail, 52, 
sales vice-president of Campbell, Wyant 
& Cannon Foundry Co., died May 18 
following a heart attack. 
* * * 


Fred A. Webb 

RALEIGH, N. C.—Fred A. Webb, 73, 
retired automobile distributor, was found 
dead May 15. The coroner ruled the death 
a suicide. For many years, Webb was a 
factory representative for Nash and dis- 
tributed cars to dealers in eastern North 
Carolina. More recently he had been en- 
gaged in the contracting business. 

7 * * 


Bedford F. Pace 


HOUSTON.—Bedford F. Pace, business 
manager of the Houston § Independent 
Automobile Dealers Assn., died at his 


home here May 3, following a _ heart 
attack. He was 69 years old and had 
formerly owned and operated Pace Motor 
Co. 
* * * 
Tom C. Cheaney 

GAINSVILLE, Tex. — Tom C. Cheaney, 
75, pioneer Gainesville automobile dealer. 
died in a hospital here Monday, May 4. 
With his brother, Will Cheaney, he entered 
the automobile business in 1914. He bought 
his brother’s interest in the business two 
years later. 


* * * 
Richard A. Crawford 
AKRON.—Richard A. Crawford, 52, di- 
rector of rubber research for B. F. Good- 
rich Co., died at his home in Akron re- 
cently. He had worked at Goodrich 29 
years. He won national recognition as a 
specialist on reclaimed rubber, rubber 
cements and adhesives and the compound- 

ing of latex. 


* * * 
Charles G. Batson 

GRAND RAPIDS, Mich. — Charles G 
Batson, 60, owner of the Wayland Ford 
Motor Sales and Fordson-Batson tractor 
dealerships in Conklin and Grandville, 
Mich., died after a heart attack suffered 
while he was fishing in the wilds of 
northern Canaéa. 2 

on M. ftv Sr. 

DALLAS.—Raymond M. Adams sr., 61 
office manager of Autocar Sales & Service 
Co. here, was one of 19 persons killed in 
the crash of a Delta-Chicago & Southern 
airliner May 17 near Marshall, Tex. He 
was enroute to Meridian, Miss., to appear 
as a witness = 6 —. 


Thomas O. Richards 

DETROIT. — Thomas O. Richards, 53 
new head of the executive engineering de- 
partment of General Motors’ Research 
Laboratories division, died May 17 ir 
Grace Hospital after a short illness. Mr 
Richards, whose service with GM datec 
back to 1923 when he worked for Cadillac 
in 1927 was named head of the GM Re 
search technical data department and as 
sistant secretary of the new devices com 
mittee. He served in both capacities unt! 
Jan. 1, 1937, when he was placed i: 
charge of the laboratory control depar 
ment. He became head of the executive 
engineering department last Jan. 1. 


Kelley Takes Packard 


James E. Kelley, of Jim Kelle) 
Motors, Inc. (Dodge-Plymouth), 31! 
E. Washington Blvd., Fort Wayne 
Ind., has bought Packard Fort 
Wayne Sales, Inc., 1627 S. Calhoun 
St. William Hefner will be genera. 
manager of Packard Fort Wayne, 
while George Aichele will continue 
as service manager, 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 


Week Week dan. 1 dan, 1 
Ended Same Ended May, to to 

May 23, Week, May 16, 1953 May 24, May 23, 

1953 1952 1953* to Date 1952* 1953* 
SHRYSLER 24,382 18,552 30,254 89,042 389,954 542,696 
Chrysler 2,688 2,822 4,509 12,139 53,049 79,224 
DeSoto 2,164 1,660 3,426 9,913 39,793 57,513 
Dodge .... 5,112 ° 4,532 7,820 25,450 104,372 143,516 
Plymouth . 14,418 9,538 14,499 41,540 192,740 262,443 
FORD 21,699 20,514 28,448 88,312 358,090 533,428 
Ford .... 16,539 16,293 21,944 68,003 278,808 411,265 
Lincoln .... ‘ 1,498 895 1,645 4,805 11,905 20,661 
Mercury ................ 3,662 3,326 4,859 15,504 67,377 101,502 


GENERAL MOTORS .. 68,893 39,866 67,650 213,602 737,356 1,185,136 


Buick .... 12,781 7,097 =12,186 37,611 133,122 212,846 
Cadillac... S000 2,502 2,157 2,486 8,015 36,428 49,348 
Chevrolet -. $4,419 | 19,357 33,373 106,513 360,995 596,637 
Oldsmobile ane 9,088 5,177 9,233 28,801 93,984 150,821 
Pontiac .... ssn 10,103 6,078 10,372 32,662 112,827 175,484 
KAISER-FRAZER . 10 2,582 1,320 4,386 44,562 42,065 
Kaiser .......... 750 1,401 735 2,312 24,713 17,618 
Willys . Becceieieaves verde 1,171 585 2,074 19,849 24,447 
SEER, SecrsdeseesGoiscsvstceni cues, | Sei aa 1,259 baarsiees 
HUDSON ..... a 1,824 1,298 1,773 6,452 33,503 43,042 
NASH ..... ‘ 3,166 4,912 4,774 13,650 52,665 88,889 
PACKARD ...... ‘ 2,298 1,402 2,293 7,336 26,557 48,315 
STUDEBAKER 6,250- 3,304 5,393 18,704 73,413 79,165 


Total Cars, U. S. ........129,262 92,430 141,905 441,484 1,717,359 2,562,736 





*Revised. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan. 1 
Ended Same Ended May, to 
May 23, Week, May 16, 1953 May 24, 
1953 1952 1953* to Date 1952* 
CHEVROLET .. 6818 6,882 7,749 24,5382 134,731 
CROSLEY ......... ce % icons a 180 
DIAMOND T. ............ 160 wi 155 491 3,210 
DIVCO ...... : tacetuck 50 60 50 160 1,438 
DODGE ..... ee 3,517 2,530 8,064 68,319 
FEDERAL spasohiavecdes 65 37 45 161 700 
MME vseasesscicserscsvcessnsee 2,451 4,927 4,300 16,443 94,249 
eee = 2,607 2,110 2,613 9,012 48,231 
INTERNATIONAL .. 2,656 2,599 2,682 7,988 66,613 
re a 202 188 169 723 4,953 





348 349 335 7,557 
944 1,328 262 2,295 26,158 
324 238 322 1,028 6,001 6,150 
1,156 2,472 1,527 4,801 47,062 39,735 
274 308 281 905 6,347 5,949 


Total Trucks, U. S. .. 20,583 25,015 23,520 77,684 515,749 550,246 





Total Cars, Trucks 


Mba Os osscanaschscsnescomsese 149,845 117,445 165,425 519,168 2,233,108 3,112,982 





Total Cars, Trucks 


Canada ............... 12,214 §=10,528 11,726 37,739 144,672 209,358 





Grand Total 
Cars and Trucks 


U. S. and Canada __..162,059 127,973 177,151 556,907 2,377,780 3,322,340 





*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, etc. 


N.B.: All U. 8S. totals include cars and trucks for military orders. 





Ford Managers 
Tie Conference 


To 50-Year Fete 


DEARBORN. — As part of Ford 
Motor Co.’s 50th anniversary ob- 


servance, executives from all parts | 
of the United States and six foreign 
countries last week attended the 


largest management conference in 
the company’s history. 


Highlights of the three-day meet- 
ing included formal dedication of 
the company’s new $80 million re- 
search and Engineering Center, and 
a banquet following the dedication. 
Guests of honor at the banquet 
were Ernest W. Grimshaw, a 
Rouge plant die maker who started 
with Ford as an office boy in 1906, 
and Blanche Furlong, a Ford divi- 
sion general sales office supervisor, 
who joined Ford as a stenographer 
in 1912. 

Attending the conference were 
800 managers and their wives, 
representing all plants, parts de- 
pots, and regional and _ district 
sales offices in the United States, 
plus executives of Ford affiliates in 





Canada, England, Mexico, Brazil, 
Belgium, and Germany. 


Principal speakers at the open- 


ing-day conference were Henry 
|Ford II, president of Ford Motor; 
|Ernest R. Breech, executive vice- 
president, and T. O. Yntema, 
| finance vice-president. 


Deals 


(Continued from Page 2) 


charge, and a 6 percent interest 
| rate on the total amount. 


Monroe was free on bond pend- 
ing a ruling on the defense at- 
torney’s motions for a new trial 
and for probation of the prison 
sentence. 

Monroe, who now operates a 


Buick dealership in Garland, still 
had his franchise with the com- 
pany last week, pending final dis- 
position of the case. 


King Gets U. C. Building 
J. W. King Motors, Inc., Junction 


City, Kans., has leased a building 
formerly occupied by Bermant Mo- 
tor Co., at 920 N. Washington, for 
used-car display. 


Can You Use This Man's Experience? 
EDUCATION EXPERIENCE PERSONAL 


1. Four years pre- 


12 years sales, retail 
and wholesale. Age 42 


paratory school 10 years administra- Married 


tive; with supervi- No children 
2. University with sory work eur Gan Owns car 


pre-legal training. employees. References 


This man has had most of his experience in the automotive and aircraft field. 
He offers effective personal coverage of Central and Southern Illinois. Write for 
detailed personal data. Box 450 Automotive News, Detroit 26, Mich. 
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Supplier Strikes Cut Auto Output 


(Continued from Page 1) 


of labor turmoil—the Borg-Warner 
tieup at Muncie, Ind., and a work 
dispute at Ford’s own axle-feeder 
plant in Canton, O. Ford final as- 
sembly lines started going down 
last Thursday. 

Dodge, DeSoto and Chrysler car 
output was stopped Wednesday 
night following a walkout at Budd 
Co. Budd supplies the Chrysler 
plants with body stampings. 

It seemed certain that this 
week would find Ford and Mer- 
cury final assembly across the 
nation blacked out. Lincoln out- 
put was to continue until supplies 
run out, The Borg-Warner tieup 
created considerable doubt as to 
whether Studebaker might be 









back in production full strength. 
Meanwhile, the Borg-Warner dis- 
pute could be blamed for having 
already shut off car output entire- 
ly at Willys and considerably re- 
stricting Nash assembly. Nash and 
Studebaker face complete paralysis 
as a result of the Budd strike. 
* * +” 
HE whole labor situation added 
up to a shattering of hopes 
that U. S. plants might build as 
many as 605,000 cars and 108,000 
trucks in May. 


It seems likely now that May 
production of both cars and 
trucks will drop sharply below 
last month’s levels. April output 
in U. S. plants was made up of 
601,184 cars and 128,767 trucks— 
a total of 729,951 units. 


May’s output is around 550,000| the same 1952 period. 


cars and 90,000 trucks, a total of 
640,000 units. 

That means that 600,000-plus cars 
would have to be built in June, if 
U. S. makers are to realize a goal 
of 3,300,000 cars for the first half 
of 1953. 


* * = 

OR some time now, the overall 

truck output situation has evi- 
denced little enthusiam for hitting 
an original goal of about 720,000 
trucks in the first six months of 
this year. 

So far this year, U. S. plants 
have turned out 2,562,736 cars, as 
against 1,717,359 at the same 
point in 1952, 

This year’s truck output of 550,- 
246, compares with 515,749 built in 


a 


- - Classified Want Ads - - 


FOR RATES, ETC., SEE NEXT PAGE 


Kindly Acknowledge 


Advertisers availing themselves of this 
Want Ad Section are requested to ad 
vise all respondents if and when their 
wants have been fulfilled. A post-card 
will do and your courtesy will help 


us maintain the present high regard 


which this department enjoys 


AUTOMOTIVE NEWS 





HELP WANTED 


WANTED—tTop notch general service man- 
ager for large Ford franchise. Presently 
operating with two locations but ex- 
pecting to consolidate soon at the new 
location with 30,000 square feet service 
floor on six (6) acre lot. Must have ex- 
cellent sales and service ability. Salary 
plus incentive. References required. Write 
Carl Beasley Co., 722 West Market St., 
York, Pa. 


AN EXCELLENT OPPORTUNITY for 
salesmen covering new car dealers and 
accessory stores to carry a strong repeat 
order line of seat covers. An ideal side 
line for a constant source of income. 
Advise all information and_ territory 
covered. Kristy Mfg. Co., 599 N. W. 
29th St., Miami, Fla. 


ASSISTANT GENERAL MANAGER, Well 
established ‘‘Big Three’’ automobile 
agency in growing town in Wyoming 
wants experienced automobile salesman 
with executive ability for assistant 
general manager—for permanent job. 
Owner to devote only part time to the 
business. Fifteen thousand investment 
required. Want man who can accept 
responsibility. Box 2547, c/o Automotive 
News, Detroit 26. 


SALESMEN — Make up to $300 weekly. 
Every car dealer needs our timely repeat 
business builders. Show samples and take 
orders. Box 2570 c/o Automotive News, 
Detroit 26. 


EXCELLENT PROPOSITION for new car 
salesman. Good working conditions. Mild 
climate. Only proven producer with years 
of Packard experience. No one over 50 
years. Southern Motor Co., Packard 
Dealer, 1517 Austin, Houston, Texas. 

EXPERIENCED CLASS ‘A’’ mechanics 
wantea to work on British motor cars. 
References. Interviews between 9 and 5 
Monday through Friday. Rootes Motors, 
Inc., 42-32—2ist St., Long Island City, 
N. Y. Telephone STillwell 6-2305. Please 
mention this ad. Contact shop foreman. 


SALES 
EXECUTIVES 





Large parts manufacturer with 
headquarters in Detroit offers 
unusual opportunity for right 
man. Applicant should be am- 
bitious, having a thorough 
familiarity with all phases of 
merchandising automotive re- 


placement parts at all levels, 
manufacturing, wholesale and 
retail. This is a permanent job 
for the right person, offering 
opportunity and a fine career. 
Salary and bonus. Reply fully, 
stating age, experience, pres- 
ent employer, income and sal- 
ary requirements. Replies held 
confidential. 
Box 2615, c/o Automotive 
News, Detroit 26. 





HELP WANTED 





POSITION WANTED 





TRUCK MANAGER with proven ability GENERAL MANAGER— SALES MAN- 


for Dodge dealer, Tampa, Fla. Incentive 
compensation plan will produce over 
$10,000 a year income. Car furnished 
plus other employe benefits. State age, 
past eight years employment record. En- 
close picture with your reply to Penn 
Motor Co., Tampa, Fla. 


POSITION WANTED 


caftic 





RELIABLE MAN, OVER fifteen years’ 
experience as salesmanager new and 
used car department, wants position as 
salesmanager. Preferably in south, would 
consider anywhere. Box 2585, c/o Auto- 
motive News, Detroit 26. 


GENERAL MANAGER, experienced, cap- 
able profitably operating dealership un- 
der present challenging conditions, ob- 
taining good market penetration, con- 
sistently moving used cars retail also 
obtaining reasonable service absorption. 
Will build strong youthful aggressive 
organization all departments and oper- 
ate to a high standard, insuring good 
factory relations. College education, 
steady, reliable, middle aged, good ap- 
pearance, family man. Excellent refer- 
ences, including present employer, an 
outstanding dealer. Salary and percent- 
age net result, Earning potential must 
be attractive. Prefer California to be 
nearer other members of family. Box 
2583, c/o Automotive News, Detroit 26. 


USED CAR MANAGER, age 51, twenty 
five years’ experience. Married, sober, 
familiar with all phases of corner cut- 
ting used merchandising, advertising, 
reconditioning, appraising, buying, etc. 
Prefer ‘‘Big Three’’ organization doing 
from 400 to 500 new units yearly. Would 
consider general manager position, up 
to 200 new units. Deal must be located 
in a western state or west coast. Avail- 
able July 1st. Box 2584 c/o Automotive 
News, Detroit 26. 


BUSINESS-OFFICE MANAGER. Educated, 
British, 41, single, permanent visa. 
Fifteen years Ford dealer; full control, 
experience (England, USA). Recom- 
mended Ford business management de- 
partment and dealers. Must be _ re- 
sponsible position. Airmail details, salary 
to Jack Martin, 931 I St., Arcata, Calif. 


PARTS MANAGER, aggressive, thoroughly 
experienced. Exceptional background and 
references. Box 2558, c/o Automotive 
News, Detroit 26. 


SERVICE MANAGER or service salesman. 
37 years of age. Twelve years with 
present employer at GM dual dealership. 
Can furnish references. Box 2582, ¢/o 
Automotive News, Detroit 26. 


WOMAN ACCOUNTANT, 39, seeks re- 
sponsible position with either bonus, 
profit sharing arrangement or $5,000 
yearly salary potential. Thoroughly ex- 
perienced in General Motors accounting 
including daily operating controls, fi- 
nancial statements, forecasts. Will travel, 
go anywhere. Write Box 2539, c/o Auto- 
motive News, Detroit 26. 


AUCTIONEER, auction. school, _ college 
trained. Will help establish auto auction, 
other auction work. Aggressive, depend- 
able. Box 810, Waynesboro, Va. 


EXPERIENCED BUSINESS MANAGER 
wants permanent job with future. Pre 
and postwar experience. Have had Ford 
volume operation experience, Experienced 
in merchandising, coordinating depts, 
control expenses and increase service 
absorption, building a net profit in 
service operation, increasing trading 
margin. Assist dealer in car sales. Avail- 
able immediately. Salary plus_ profit 
sharing. Jack Lynch, 8306 S. Throop, 
Chicago, Ill. 


SECRETARY - BOOKKEEPER, six years’ 
automobile experience Buick and Chevro- 
let. Excellent references. Would like po- 
sition in Arizona, New Mexico or 
southern California. Write Box 2587, c/o 
Automotive News, Detroit 26. 





AGER, 37 years old, 17 years experi- 
ence in large dealerships. Top organizer 
and know how to get best possible deals 
in buyers market. Top used car merchan- 
diser and appraiser. My methods always 
work. Sober and settled. Want perma- 
nent connections with well financed 
dealer and chance to buy into business 
after ability is proven. Best references 
from dealers and _ factory. Available 
June ist. Box 2601, c/o Automotive 
News, Detroit 26. 


SALES MANAGER. Aggressive, Excellent 
background of experience in all phases 
since 1930. Now having full responsi- 
bility of dealership, 300 new cars per 
year. Not a drifter—been with same 
dealer for years. Capable of training 
personnel, appraising—buying. Excellent 
organizer with proven record of obtain- 
ing maximum efficiency and profits. 
Write to Box 2586, c/o Automotive 
News, Detroit 26. 


EXPERIENCED in all phases of dealer- 
ship. All experience with ‘‘Big Three.’’ 
Served as used car manager, sales man- 
ager, zone manager, general manager 
and dealer. Had over twenty-five years’ 
experience. Now employed with Chrysler 
product dealership as sales manager. De- 
sire a change in the southeast. Capable 
of taking any or all responsibilities in 
any capacity. Box 2602, c/o Automotive 
News, Detroit 26. 


DEALERSHIPS AVAILABLE 


SMALL DEALERSHIP handing Buick in 
wealthy farming area near Kansas City. 
Ideal downtown location with attractive 
lease. Parts inventory and fully equipped 
shop will run about $6,000. This deal 
has wonderful potential. Box 2576, c/o 
Automotive News, Detroit 26. 


DEALERSHIP AVAILABLE, handling 
GM. Midwestern city, 650 car contract. 
No real estate. 65% absorption. Factory 
approval necessary. Replies held in strict 
confidence. Box 2594, c/o Automotive 
News, Detroit 26. 


DEALERSHIP AVAILABLE, handling 
GM, in central California’s great central 
valley. One of the richest diversified 
agricultural areas in U. 8. Close to 
recreational areas. A good going 
business. Must submit evidence of 
factory approval and financial ability. 
All details confidential. Write Box 2595, 
c/o Automotive News, Detroit 26. 


DEALERSHIP AVAILABLE handling 
Dodge-Plymouth in northern Missouri. 
Excellent facilities. No book accounts or 
used cars to buy. Box 2596, c/o Auto- 
motive News, Detroit 26. 


‘“‘BIG THREE’’ DIRECT dealership also 
tractor and implement, Fine location in 
heart of Colorado’s hunting and fishing 
country. Very fast growing trade area. 
Established 40 years. Modern facilities. 
Used car lot across street. 1952 gross 
business over third million dollars. Fine 
opportunity for expansion. Parts and 
equipment at inventory. No book ac- 
counts or used cars. Real estate may 
be leased or purchased. About $36,000 
will handle. Box 2597, c/o Automotive 
News, Detroit 26. 


TEXAS DEALERSHIP, Gulf coast area 
city of 30,000 handling Dodge and Plym- 
outh—-200 car contract. Illness forces 
sale, building 10,000 foot floor space. 
Parts equipment inventory $40,000. 
Factory approval required. Box 2598, 
c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING STUDE- 
BAKER, Oliver farm machinery. Good 
farming district. 30,000 acres, 10,000 
acres new land going in this year. 
Business last year—-$508,000. Southwes- 
tern New Mexico town of 10,000—two 
main highways. Box 2599, c/o Auto- 
motive News, Detroit 26. 








EXCESS SHOP EQUIPMENT? 


Why not sel/ that extra equipment now 
standing idle in your shop? 

An advertisement in this section is the 
answer |! 
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DEALERSHIPS AVAILABLE 


WISHING TO RETIRE AFTER 46 years, 
will sell a well established business, con- 


sisting of a new car salesroom; account- 
ing and private offices; full basement, 
new car storage; modern service shop | 
50’x90’; completely equipped stockroom 

wholesale and retail; body and paint 
shop; ured car sales building 100’x60’; 
large parking area Best location in a 
thriving city. Eighteen years Buick sales | 
and service (factory approval). 200 car 
potential business volume, minimum | 
$800,000 yearly. Price $90,000 buildings 
and all equipment includes GMC wrecker, | 
Chevrolet service truck, and motorcycle | 
delivery. Buick parts at inventory value | 
extra. Always a money maker. Address 
Box 2593, c/o Automotive News, De- 


troit 26 


FOR SALE. Well established dealership | 


handling Hudson and foreign cars in 
central New Jersey City. Building leased. 
Six car showroom. Building 50’x135’. 
Shop, parts room and showroom com- 
pletely equipped. Owner retiring. Total 
cost $14,000. Box 2610, c/o Automotive 
News, Detroit 26. 


‘‘BIG THREE’’ DEALERSHIP. Well es- 
tablished—modern building, shop equip- 
ment and used car lot located in Rio 
Grande Valley of Texas. 125 cars per 
year, good location, no real estate, good 
lease, No used cars or accounts re- 
ceivable. Parts and equipment below 
cost. Must sacrifice in next 60 days to 
dissolve partnership. Box 2611, c/o Auto- 
motive News, Detroit 26. 


SOUTHERN INDIANA DEALERSHIP in 
town of 10,000, handling DeSoto-Plym- 
outh. Excellent location. This has been a 
money maker. Dealer forced to sell due 
to failing health. Parts and equipment 
will invoice for over $40,000, Will sell 
for $30,000 and give lease on building 
and used car lot at reasonable rental. 
No book accounts or used cars. Box 
2566, c/o Automotive News, Detroit 26. 


200 CAR DEALERSHIP—Leading inde- 
pendent in large midwestern city. Good 
location, good lease. Building 70’x140’ 
with large used car lot adjoining. 
Factory approval necessary. About $30,- 
000 cash will handle, includes parts and 
equipment. Box 2568, c/o Automotive 
News, Detroit 26. 


DEALERSHIP AVAILABLE, handling 


Dodge-Plymouth, in north central In- 
diana. Best location and facilities. 200 
units, average gross sales per year, 


$60,000. Box 2567, c/o Automotive News, 
Detroit 26. se 


DEALERSHIP AVAILABLE HANDLING 
Packard, town of 40,000, shopping dis- 
trict 200,000. Parts, modern equipment, 
furniture and fixtures — $20,000. Good 
lease, 14,000 square feet of floor space. 
Location eastern Washington. Box 2590, 
c/o Automotive News, Detroit 26. 


DEALERSHIP, handling DeSoto and 
Plymouth. Located in New York state. 
Delivered 240 new cars, 110 used last 
year, Lease seven more years. Total 
price including inventory $75,000-—% 
cash. Box 2591, c/o Automotive News, 
Detroit 26. 2 


FOR SALE. Dealership, handling Pontiac 
and International trucks, together with 
parts, equipment, office fixtures with 
building and all improvements, in Fresno 
County, Calif. Established in 1943, doing 
good business. Populated area approxi- 
mately 23,000 buying within city. Can 
also sell cars and trucks any place in 
county. The best climate in Calif. Box 
2592, c/o Automotive News, Detroit 26. 


AUTO DEALERSHIP FOR SALE, handling 
Chrysler products, located in Los Angeles 
area doing $700,000 business per year. 
No real estate involved. Will sell at 
inventory around $22,000. Write or wire 
Box 2561, c/o Automotive News, Detroit 
26. 


CALIFORNIA DEALERSHIP AVAIL- 





ABLE, handling Studebaker, in large 
metropolitan area doing excess two 
million yearly. Profitable fifteen con- 


tinuous years. Excellent market pene- 
tration. Will keep receivables and used 
cars. Will sell for physical inventory. 
Excellent lease. Factory approval re- 
quired. Eighty-five thousand will handle 
assets. Write Box 2562, c/o Automotive 
News, Detroit 26. 

DEALERSHIP, handling Dodge-Plymouth. 
State of Washington, county seat. Steady 
year around payroll. One dealer county. 
Population 30,000. $25,000 will handle. 
Box 2563, c/o Automotive News, Detroit 
26. 





GOING DEALERSHIP 
LOS ANGELES 


Fastest growing part of metropolitan area. 
200 car contract. Dealer retiring — ill 
health. Established 15 years. Good money 
maker. Handling most profitable and best 
accepted independent in Southern Cali- 


fornia. Very low selling price. Must qualify iat dace G0 oc 


with factory. 


Box 2613, c/o Automotive News, 
Detroit 26 





| AGENCY, 


| 





909 Fisher Bidg. 
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CLASSIFIED WANT AD DEPARTMENT 


Reaching an estimated 156,000 readers engaged in all branches of the automotive industry from Maine to 


California. Low Rates: 
AD bi st Me Metts he 
readers. Count initials 


address at regular rates, but if signed "Box No. 


One Dollar ($1) 


TWENTY CENTS 
ot half-rates to encourage this 
CO ia) Se le ee ee a ol 
, in care of Automotive News, Detroit 26, Mich."' add 


per insertion for address and extra service as replies are forwarded, unopened, the 


(20c) PER WORD for each 


same day received. Display Ads: $11.20 per inch, per insertion. 
WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 


DEALERSHIPS AVAILABLE 
handling 
and _ International 
equipped service shop, 
department, storage. 
ing with showroom-—lease available. In 
center of business district of thriving 
city of 60,000 in central Indiana, $75,000 
annual gross income. Will take about 
$50,000 to handle complete deal. Reason, 


automobiles 
Completely 
body shop, parts 
Three story build- 


Hudson 
trucks. 


illness, Box 2605, c/o Automotive News. 
Detroit 26. 
DEALERSHIP, handling Studebaker, in 


central Nebraska in town of over 10,000 


population. Building and adjoining used 
ear lot facing U. S. Highway 30. Good 
lease. Box 2606, c/o Automotive News, 
Detroit 26. 


PENNSYLVANIA DEALERSHIP handling 


Packard and Willys. Main highway lo- 
cation in the heart of the Pennsylvania 
industrial area, fourteen miles from 
downtown Pittsburgh, Pa. Large show- 
room, modern used car lot adjacent to 
showroom warehouse modern shop. 
Long lease including modern six room 
brick home. Selling 125 new Packards 
per year plus Willys sales—-250-300 used 
units per year. Owner moving into larger 
operation. Priced to sell. Box 2607, c/o 
Automotive News, Detroit 26. 





WHEN BUYING or SELLING 
an 
AUTOMOBILE DEALERSHIP 


Consult a Specialist 


LEO J. KLEM 


Detroit 2, Mich. 





DEALERSHIP, handling Chrysler - Plym- 


outh, in Detroit—doing volume in excess 
of $1,000,000 annually. Real opportunity 
for young, aggressive merchandiser. No 
real estate involved in purchase, nothing 
but well depreciated but modern equip- 
ment and modest parts inventory. About 
$20,000 cash plus factory approval re- 
quired. Box 2577, c/o Automotive News, 
Detroit 26. 





DEALERSHIP handling Chevrolet and 


Oldsmobile. 80 to 100 car potential on 
Highway 81 in State of Nebraska. Lease 
available in practically new building. 
Priced to sell because of ill health. 
Box 2578, c/o Automotive News, Detroit 
26. 





200 CAR AGENCY, handling Studebaker, 


in a northeast Ohio city. Illness forces 
sale. Only $20,000. Please do not answer 
unless you mean business and can get 
factory approval. Box 2546, c/o Auto- 
motive News, Detroit 26. 


FOR SALE. Agency — central Wisconsin. 


“Big Three’’ dual. City under 10,000 
with large trade area, Latest equipment. 
Fine opportunity with old established 
business. Box 2608, c/o Automotive 
News, Detroit 26. 





central California 
dealership in the heart of the San Joa- 
quin Valley. This dealership is grossing 
approximately $750,000 and enjoys better 
than average price class. Approximately 
$30,000 will handle including up to date 
equipment and adequate parts inventory. 
Very desirable building available on a 
reasonable lease arrangement including 
used car lot adjacent. Box 2609, c/o 
Automotive News, Detroit 26. 





DEALERSHIP WANTED | 





WANTED 


and a factory green 


~ 200 car dealership for cash. 
Was Dodge dealer for 26 years. Sold 
business last year. All replies confiden- 
tial. Haseloff Motors, H. H. Haseloff, 
Olean, N. Y. 


CHEVROLET —NORTH JERSEY. Factory 


approval assured. Write full particulars. 
Strictest confidence. Box 2343, c/o Auto- 
motive News, Detroit 26. 





WANTED 
FORD or GM DEALERSHIP 


more units. | have cash 
light. Ready to start 


| working today. No waiting. 


| 


Replies confidential. 


a 2612, c/o Automotive News, Detroit 26. 








DEALERSHIP WANTED 


G. M. or FORD DEAL WANTED 


Will Consider 100 to 600 Unit Deal! 


Well qualified principal with cash waiting. Wants immediate 
action on a deal. Will consider any location. All replies held 


in strictest confidence. All replies will be given immediate 


attention. 


WRITE OR WIRE 
Box 2614, c/o Automotive News, Detroit 26 








DEALERSHIP WANTED 
ACTIVE INTEREST North Jersey. $15,- 
000-$20,090 cash, Prefer purchasing 
larger share out of earnings. Five years 
college, engineering background. Thirty, 
married, responsible. Box 2588, c/o 
Automotive News, Detroit 26. 


WANTED—-Chevrolet, Ford, Oldsmobile or 


Buick dealership. 100 or more contract. 
Write full particulars. Box 2589, c/o 
Automotive News, Detroit 26. 





WANTED AUTO AGENCIES 


We have qualified buyers for all size auto 
agencies throughout the United States. All 
replies held in strictest confidence. 


DAVID JARET CO. 
Established Over 29 Years 


150 Montague St. Brooklyn 2, N. Y. 
ULster 2-5600 





HAVE SUFFICIENT CAPITAL to 
purchase ‘‘Big Three’’ agency. Would 
like to contact responsible party with 
factory approval who knows of a good 
agency for sale. Correspondence strictly 
confidential. Write Box 2603, c/o Auto- 





motive News, Detroit 26. 
WANTED—-Pontiac dealership, 120 to 150 
cars a year. Have cash. Factory ap- 


Reply to Box 2604, c/o 
Detroit 26. 


proval assured. 
Automotive News, 





DEALERSHIP WANTED 
FORD or L-M 
MINIMUM OF 250 UNITS 


Have factory approval to locate anywhere. 
Prefer southwest. 
Will buy corporation or assets. 
Rent buildings only. Unlimited Cash. 


Box 2580, c/o Automotive News, Detroit 26 





WANTED—Ford or Chevrolet dealership, 
250 to 400 units desired. Have ample 
capital and factory approval. Prefer lo- 
cation south and west of Kansas City, 
including West Texas and New Mexico. 
Not just another ad—I mean business. 


I can take over anytime after July 1. | 


All replies answered and held in strict 
confidence and I will expect the same 
courtesy from you. Box 2540, c/o Auto- 
motive News, Detroit 26. 


DEALER SERVICES 





INVENTORY SERVICE 
Complete parts and accessories inventories 
for all dealers by qualified full time em- 
ployes. Final report discussed with dealer or 
his appointed representative only. Operating 
in Southeastern States. 

The Geo. E. Kinney Inventory Service Co. 


727 Ponce de Leon Place, N.E. Atlanta, Ga. 
Atwood 3892 





NEW! MODERN! FAST! 
MACHINE RECORDED INVENTORIES 
Eliminates possible error. Cuts time in half. 
Original recordings left with dealer 
safe-keeping in case of fire. Perpetual in- 
ventory setup or present system 
Accurate, confidential. LOW ‘ 
INVENTORY PARTS SERVICE CO. 
5050 Joy Road Detroit, Michigan 
Texas 4-7450 








INVENTORY SERVICE 
Parts Accessories 
Large and Small Dealerships 
Inventories taken, price extended and sum- 


Inventories accepted by ali 
accountants and by the government. 


ALLIED INVENTORY CO., INC. 


1831 E. 79th St. Chicago, Ili. 
ESsex 5-8300 





INVENTORY SERVICE. Parts and acces- 


sories. Top type personnel, organized 
procedures, up-to-date records. Model, 
year breakdown for Ford, Chevrolet, 


L-M and MoPar dealers. 
eastern half U.S.A. Talbot’s Inventory 
Service, 124 S. Woodward, Birmingham, 
Mich. Midwest 4-5355 or 4-8460. 





INVENTORY SERVICE 
Parts and Accessories Depts. 
Full-time experts. No pickup, part-time help; 
confidential and unbiased. Certified reports. 
buy-sell service. Experienced 
i since | 
booklet on Parts Department operation sent 
on request. Call or write for service details. 


Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6449 


BUSINESS OPPORTUNITIES 


OUTSTANDING IMPORTED car dealer and 
distributorship available in key distri- 
bution area. Currently one of the top 
ten import car dealerships and one of 
the top three distributors in percentage 
of population being sold. Gross sales 
currently over $700,000. Net assets, $50,- 
000 bracket. 100% of stock available. 
Potential and growth position outstand- 
ing. Box 2554, c/o Automotive News, 

Detroit 26. 


insertion. Cash 





in advance. Position 


classification for the benefit of our employing 





CARS FOR SALE 


WE 
SELL WHOLESALE 


WE 
SELL EVERYWHERE 


Over Three Hundred Cars 
“New and Used” 
And Trucks on Hand 
At All Times 


Wire or Phone Us Your Needs 
All Makes and Models 


Cars - Trucks - 


BEN FISHEL 





Trailers 


AUTO CO. 


2114 Sycamore Street, Cairo, Ill. 
Phones 652 — 653 — 654 





ATTENTION DEALERS!! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


Excellent Bodies - Good Motors - 
Upholstery New 


BUY NOW — LOWEST PRICES EVER 


1950 


Plymoaths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 


54th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-2300 








KEN SCHAEFER'S 


The Only Indiana 


AUTO AUCTION 


In Continuous Operation Since 1943 
EVERY THURSDAY 


Dealers Meet at the Cross-Roads of America 


INDIANAPOLIS, INDIANA 


Art Grandi, Auctioneer 
CORNER CAPITAL AND MORRIS STS. 
Market 8541 — Belmont 015! 


IN THE HEART OF INDIANAPOLIS 








ATTENTION! 
USED CAR BUYERS 


We currently have for sale a nice selection 
1952 Chevrolets. 
Fords and Plymouths in coupes, two and four 


of low mileage 1951 and 


door sedans. 
These cars can be seen at— 


ROBINSON AUTO RENTAL, INC. 
Please note change of address 


229 S. HANSON ST., PHILADELPHIA 39, PA. 


1. E. Spatig, Used Car Manager 
Phone: Sherwood 8-1500 


VACATION & BUY 


IN FLORIDA 
AT THE SAME TIME! 


Clean, Top-Notch 
Late Model Cars 


THE COUNTRY’S BEST VALUES 
You Buy—We Forward Anywhere 


COUTURE CAR RENTALS 


Exec. Offices 825 Fifth St. 
MIAMI BEACH, FLA. 
Teletype MM 79 Tel. 5-116 





AUTO AUCTION 


TIM ANSPACH 
"Midway", Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ...12 NOON 
Member of N.U.C.D.A. and N.A.A.P.A. 





CARS FOR SALE 


The Home Area of Buick, 
Chevrolet, Olds, Pontiac 
Now Offers The Best 


AUCTION 


In the Entire Country! 





Heaters 


SHERWOOD 7-1700 


EVERY WED.-12:30 





Blocks, Transmissions, 
Rear Ends, Guaranteed 


All Bought with a Drive 
Parking for 10,000 Cars 
Guaronteed Clear Titles 


Prices are Lower in the 
Shadow of G.M., Chrys- 
ler and Ford Plants 


Sellers Can't Bid! 


Free Transportation from 
Capital Airlines and 
Grand Trunk R. R. Termi- 
nals 


Wire Collect for Hotel or 
Moiel Reservations 


FLINT AUTO AUCTION 


INC. 


3711 Western Rd., Ph. 9-4492 
Flint, Michigan 


The Home of General Motors 





USED CAR 
DEALERS 


WE WHOLESALE 
BUY IN DETROIT 


Save Hundreds of Dollars from 
Automotive News’ Average 
Used Car Prices 


SEE HANSON 
CHEVROLET CO. 
Two Lots and 200 Cars 


14601 E. Warren 


13130 Gratiot 
Detroit—Valley 2-9800 


BUYING or SELLING 


Your Greatest Dollar Valve's at 
CARL E. MARKER'S 
FORT WAYNE 
AUTO AUCTION 
Indiana's Oldest Auction 
One of America's Best 


Sale Every Tuesday — 11:30 A. M. 
Open All Night Monday 
Phone E-1254 Phone E-5209 
324 West Main Street, Fort Wayne, Indiana 
We Guarantee Ali Checks 
Dealers Only 








ATTENTION DEALERS!!! 
200 Fine Cars and Trucks Whole- 
sale, reconditioned and ready for 
sale—Tow Bar Service — Storage 


Phone us for motel reservations 


N. Northwest Chevrolet Co. 
Woodward at I3 Mile Royal Oak, Mich. 
Lincoin 5-1100 
“Home of Michigan's Finest Automobiles" 








CARS WANTED 


oiepeeiesereeaeaidiiamimainiaiaditaimnaiiaaetat eaten 
RELIABLE, franchised Dodge - Plymouth 
dealer would like to buy new 1953 
Plymouths for retail sales. Wire or 
write Gauley Motors, Inc., Gauley 
Bridge, W. Va. 


snare 

EIGHT PASSENGER CADILLACS, Chrys- 
lers and DeSotos. Only exceptionally 
sharp late models considered. McClin 
tock-Cadillac, Lansing, Mich. 








Fi 








CARS WANTED 





VANT TO BUY—Late model taxicabs and 

police cars. Interested in small or large | 

fleets within 400 mile radius of Cleve- 

land, Call or write William Scher, Disney 

Motor Sales, Inc., 13607 St. Clair Ave 
Ohio 


Cleveland 
: ~ PARTS FOR SALE 


CHEVROLET 
PARTS 


WE WILL BE YOUR 
DETROIT 
HEADQUARTERS 


For hard to get items. 
Orders shipped same day. All shipments 
Cc.0.D. 











Grand River Chevrolet 


5135 Grand River Detroit 8, Mich. 
Tyler 4-5308 









PRECISION REBUILT 


HYDRA-MATIC 
TRANSMISSIONS 


DYNAMOMETER TESTED 


Performance guaranteed equivalent to 
a new unit 


Complete stock Hydra-Matics for all cars 
OLDS and PONTIAC 1940-1948 — $99.50 
exchange. Catalog sent on request. 
SHIPPED ANYWHERE — SAME DAY 
Write—Phone—Wire 


Ace Automotive Products 


5416 N. Broadway Chicago 40, Illinois 
Phone: Longbeach 1-1773 
Open Accounts to Rated Concerns 


GM PARTS 


Shipped Anywhere 
Same Day 


GMC PARTS 


Phone—Wire—Write 


FRANKLIN-WEBER PONTIAC 


6101-25 N. Clark St. Chicago 26 








Direct Phone—AM 2-7117 





GENUINE 
STUDEBAKER 
PARTS 


@ Large Complete Stock 
@ Ship anywhere — Same Day 


NORTHSIDE MOTORS 
4232-42 Natural Bridge 
St. Louis 7, Mo. 

LU. 4860 


Genuine Oldsmobile Parts 
Largest Olds parts wholesalers in the middle 
west. Shipments made promptly. 
GREBE OLDS 
3409 S. Kingshighway 
Flanders 0800 





WE CHALLENGE 


NEW and USED AUTOMOBILE 





St. Louis 9, Mo. | 





headroom. 1952 GMC Oneida, 60 passen- ; 
ger. 1952 Ford, 48 passenger. National Cuyahoga Falls, Ohio. 
Bus Sales Co., Inc., 101 N. 33rd St., 
| Philadelphia 4, Pa. Phone BA. 2-7605. ENGINEERED 
TRUCKS FOR SALE DUAL CONTROLS 
FOR SALE. Used Willys jeeps, 4-wheel DUAL STEERING WHEELS 


PARTS FOR SALE 


$40,000 
PARTS INVENTORY! 
Dodge-Plymouth & Dodge Tr 


PRICE: Dealer Net Less 15 & 10% 


A Complete Stock of Parts 
1937 to 1952 Models 
$7,000 Stock in Sheet Metal 


Order By Chrysler Corp. Numbe 


Prices are F.O.B. Blytheville, Ark 


Stock Subject to Prior Sale 


Blytheville Motor Co. 


Ark. 


First & Walnut, Blytheville, 





Wholesalers 


“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PARTS” 


Quantity Shippers—All GM Parts 


BUICK ot TOW GUIDE 
| 
| 


Shipped Same Day 
WRITE—WIRE—PHONE 
All Shipmeats C.O.D. 


GORDON BUICK 


Formerly 
ROBERTSON BUICK 
“EDGE OF THE LOOP" 
1000 S. Wabash Avenue 
CHICAGO 5, ILL. 
WaAbash 2-1030 


BUSES FOR SALE 





SCHOOL BUSES 


Attention 
Truck Dealers 


Completed units are arriving at our 


Danbury location every week for 
customers. You can sell a bus 
faster if you can show it to the cu 


er and make delivery immediately. 


Call Frank T. Mee, Jr. 


TRANSIT SALES & SERVICE, 


23 South St. Danbury, 
37 


Tel. 3-44 


1947 Ford 
Dodge 


a 


JSED BUSES. 
passenger. 1947 


drive, 1941, 1945, 1949, 1951, 1952, 1953. 
Holcomb, N. Y. 


$350 up. Lord Bros., 


SHOP EQUIPMENT WANTED 


| USED BRAKE DRUM LATH wan 


| 
| 
| 


use in our service department. 
Chevrolet Co., 


a MISCELLANEOUS 
FOUR PLACE NAVION airplane 
Good shape. Will take cars at wh 


Walker Motor, 207 E. Council St. 
bury, N. C. 


DRIVER TRAINING CONTROLS. 
cars from $25 plant. 
ing, Keyser, W. Va. 


DEALERS TO ACCEPT 


THIS OFFER! 


2 or 4 door sedans and Club Coupes. The latest models. 


PLYMOUTHS, 


in Tip-Top condition .. . 


FORDS and CHEVROLETS 


at real low prices. Make Big Profits. Get fast 


turnover on your investment. We sell wholesale to dealers only. 


to see our indoor displays Write, Phone or Wire 


Mr. Arthur Schear 
4038 Chestnut Street, 
Philadelphia 4, Pa. 
EVergreen 2-0400 


Mr. W. A. Wright 
13315 Brookpark Rd., 
Cleveland 11, Ohio 
Winton 1-7660 


We'll Sell 1 or 100 Cars! 












Superior, 
Superior, 


Rantoul, Ill, Phone 


AADTA Engineer- 
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| MISCELLANEOUS 


DEALERS PREFER 
THE 4 COUPLER V TYPE 
BRAKE - MOBILE 


TOWe PILOT 
Trade-Mark — Patents Pend. 
WITH LUBRICATED 
AUTOMATIC BRAKE 


FOR SAFE AND SMOOTH STOPS 
Meets All 1.C.C. Requirements 


ONLY 
F Wi 
Net Price 952.35 “Yicorup” 


Federal Tax Included 
Fits '39 through '53 Bumpers 
Steering Cables Optional $12.60 


4 COUPLER v TYPE 
MOTO - MATIC 


rs 


Trade-Mark — Patents Pend. 
Meets 1.C.C. Strength Requirements 


ONLY 
Factory Fed. Tax 


Net Price $44.85 Included 
Fits '39 through '53 Bumpers 


MINUTE - BOY 
TOWe PILOT 


Trade-Mark — Patents Pend. 


For Rapid Installation 
In Intrastate Service 
2 Perfection Couplers 


Fits '39 through '53 Bumpers 
Meets Strength Test Requirements 


ONLY 
$34.80 


Fed. Tax 


Factory 
Included 


Net Price 


LIBERAL QUANTITY DISCOUNT 
TO DISTRIBUTORS 


WRITE, WIRE OR PHONE TODAY 
Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 


Phone 2-5257 All Dept's. 
LEADERS IN THE INDUSTRY 
SINCE 1939 


your 
much 
stom- 





INC. ENGINE REBUILDING — Crankshaft 
Gane grinding and metalizing. John P, Hughes 
nn. Motor Co., Inc., 800 Commerce St., 


Lynchburg, Virginia. 


NEW-USED CAR DEALERS. A sales 
formula designed to increase the sale of 
durable goods—$5 per year. The Davis 
Master Sales Formula, 234 Broadway, 








48 
60 
passenger. 1946 Ford, 29 passenger, high 


For Driving Schools 
Ford, Chevrolet, Plymouth 


ALBRIGHT MOTORS © Prov., R.I. 


ted for 119 Snow St. GAspee 1-4848 


Rogers 
150. 








Insist On The Best 


Automatic BraKing 


The ORIGINAL YELLOW 
Tow Bar Is The ONLY Unit 
That Gives You A Full Floating 
WRIST ACTION Ride and Tow 
on all type roads 


WITH BRAKE HOOK-UP 
GUIDE 


ONLY . . 85145 cis: 


Meets 1.C.C. Strength Requirements 
e a o 


COMPLETE with 
Guide Cables and 
BRAKE HOOK-UP........... 
Meets ALL I.C.C. Requirements! 
CK-TOW, B r- 
oe Tow oo. $19.50 


CASE-LOT 6 UNITS, only... . $17.50 
“ e * 
TRI-KING 3-Point Hook-Up 
Intra-State Tow Bar. . $32.75 
(Folding ''V"' Type) 


$9,000. 
olesale. 
, Salis- 


Most 


LESS 





STEEL (Tow Bar) CARRYING 
CASE with 4 Wheels & Handles $1 3.95 


(Add 55c¢ for Padiock with 2 keys) 


TOW BAR SALES CO. 


Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 MO 4-4485 
40 So. Clinton St., Chicago 6, Ill. 


1 AND 2 YEAR OLD CHEVROLETS 
All Colors - - - - All Models 


DELIVERED RIGHT TO YOUR DOOR 
A Year Round Source of Supply 


ALL CARS DRIVEN BY ONE PERSON 
These are not abused Taxis or Fleets 


WE STOP AT YOUR DOOR 
You Appraise the Units 
If Your Price is a Fair One, They're Your Automobiles 
If Interested Write or Phone 


TRANSPORTATION VEHICLES INC. 


230 Greenpoint Ave. 
Brooklyn 22, N. Y. 
EVergreen 3-4800 


PLEASE SUPPLY BANK REFERENCE PLEASE 
WE ALWAYS HAVE HUNDREDS OF CARS 
TO WHOLESALE 


IN NEW YORK CITY 
635 to 655 Avenue of Americas 
ORegon 5-8200 








THE COUNTRY’S ONLY 
ABSOLUTE AUTO AUCTION! 


SALE EVERY MONDAY... 11:00 A.M. 


Dealers . . . BUY WITH CONFIDENCE . . . The Highest quality 
used autos obtainable, supplied direct from new car dealers; 
practically 100% are new car trade-ins. 

135-150 cars average per week, sold regardless of price. No 
cars accepted for sale subject to price limit. 

Condition of cars guaranteed to be as represented by 
auctioneers. 

Clear Pennsylvania titles supplied. 


AUCTIONEERS 
TOM HAMILTON AND LOU GREEN 


6300 N. BROAD ST., PHILADELPHIA, PA. PHONE HA 4-6300 





AUTO AUCTION 


CLEVELAND, OHIO 
Every Monday at Noon 


13315 Brookpark Rd. 


Midway between Chevrolet and Ford Plants 
22 miles from airport 


Phone Winton 1-9911 


Joe E. Johnson, Manager and Auctioneer 


New Subscription Order 


Send Automotive News to Address Below 
for One Year $8 [_] or Two Years $14 [_] 
for which check is attached [_] or send bill [—] 
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KromeX 


FULL-FLOW RING SETS 


) vital surfaces are 


= 
al |? 


protected 


Top Compression Ring of chrome-alloy cast iron has 
solid chrome face, factory-lapped to a light-tight finish, 
with sides Granosealed for greater flexibility. 


MD-50 Steel Oil Ring with the Full-Flow Spring has 
chrome faced side rails for double mileage, with sides 
Granosealed for greater flexibility. 


MAJOR ENGINE , Waa | yi All rings in Sealed Power KromeX Ring Sets are 
oUhaen . Ne i beveled or taperd to thread-line contact for quicker 


Sealed Power . Ane | 7 seating and blow-by control. 
chrome rings! % 1 
BEST FOR FIGHTING 
HEAT, FRICTION, CORROSION, ABRASION 


Scaled Power Piston Rings 


SEALED POWER CORPORATION ° MUSKEGON, MICHIGAN 


Sole manufacturers of KromeX Ring Sets, MD-50 Steel Oil Ring, Full-Flow Spring, Flex-S Flexible Oil Ring, and GI-60 Groove Inserts. 
Leading producer of Automatic Transmission Rings, Power Steering Rings, and Non-Spin Oil Rings. 
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